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Cos. Crop Cover 
Committee To Report 
At Meeting In May 


Study of Subject | Made Daring |) S. & FCO! 


Past Two Years for American 
Insurance Association 


H. CLAY JOHNSON CHAIRMAN 


Many Companies Believe Crop 
Field Should Be Entered ; Others 
Not Enthusiastic 


By CLARENCE AxMAN 





The American Insurance Association 
for some time has been making a study 
of the writing of crop insurance in a 
broader type of coverage than is now 
being offered by private insurers. Many 
of its members believe that this is an 
area which has high potential volume 
for private insurance and where, despite 
the large writings of the Federal Crop 
Insurance Corp., the demand in the farm 
districts for such insurance is a long 
way from being met. This is illustrated 
by the fact that less than 500,000 of the 
5,300,000 farmers of the nation now carry 
crop insurance, although in this country 
there are $15 billion or so of farm crops 
produced every year. 


Companies’ Crop Insurance Report 


The insurance companies favorable to 
the private companies entering more 
aggressively into the crop insurance field 
and on a large scale, admit that the 
hazards are great, but they feel sure 
they can be overcome by some advan- 
tages which private insurance distinctly 
has. Among such advantages are the 
“know how” of private insurance; its 
well-equipped bodies of expert under- 
writers, adjusters and field men; its ex- 
perience with farm insurance and other 
types of insurance which have led to 
wide acquaintance of fire insurance com- 
pany field men and agents with the 
farmers themselves; the flexibility of 
coverage which can 'be offered; and the 
humerous services, especially in loss ad- 
justments without undue delay which 
Private companies can offer. All of 
these factors can contribute to safety in 
iy ate compaily crop insurance opera- 
ion, 

The American Insurance Association 


(Continued on Page 28) 


———_—_=_=_=__—_—_—— 


ie Wee Page 20 
Brokers & Agents... "24 
Marine Dept. 0... Sica a 
Inland Marine .................... eae 
Casualty & Surety............. ssi 
Accident & Health... "SI 
















LONDON & 
LANCASHIRE (Yagi 
croup "aa 





Dependability 
4 
Strength Service 


Departmental Offices at 


Chicago and San Francisco 
Hartford New York 

















Over $1.3 Billion 


Insurance 
in Force 






JEFFERSON 
STANDARD’S 


Mr. 
y 2 





Says: 
“A% paid on divi- 
dends and policy proceeds 
puts Jefferson Standard in a 
class by itself. Guaranteeing 22% on policies cur- 
rently issued, my company has never paid less than 
4% interest on policy proceeds left on deposit to 
provide income. 4% is the highest rate of interest 
paid by any major life insurance company. Policy- 
holders know and appreciate the added income from 
4% — yes, 4% make a big difference.” 


efferson \tandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
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Group Life Insurance 
Experienced Biggest 
Year During 1954 


Total Amount of Group Life Now 
In Force Reaches Approximately 
$100,000,000,000 


HALF LABOR FORCE COVERED 


Compilation by Institute of Life 
Insurance Shows Vast Expansion 
in Past 20 Years 








The protection of Group life insurance 
was extended to more new people in 
1954 than ever before, according to the 
Institute of Life Insurance. The number 
of individual Group certificates owned 
by American families increased by 7,000,- 
000 last year to 47,000,000. The amount 
of their Group life insurance protection 
rose by $20,000,000,000 to nearly $100,- 
000,000,000. Included in the year’s addi- 
tions was the largest single group ever 
insured, 1,700,000 U. S. Government em- 
ployes covered, by special Act of Con- 
gress, for $6,700,000,000 of life insurance 
written through 162 legal reserve life 
insurance companies. Even without this 
Government-employe policy, the 1954 
purchases of new Group life insurance 
were at an all-time high, totaling $7,- 
700,000,000. 


Half of Labor Force Covered by Group 


Just about half of the country’s work 
force is now covered by Group life in- 
surance, averaging nearly $3,000 per 
worker, the Institute said. If the self- 
employed or those in firms employing 
fewer than the minimum requirement 
for Group insurance are excluded, it 
would probably be found that between 
80% and 90% of the eligible work force 
is now covered by Group policies. On 
the average, the Group life insurance 
coverage is about equal to one year’s 
income. 

The aggregate new Group life insur- 
ance bought in 1954 represented an 1I1- 
fold increase over annual purchases at 
the close of World War II; even the 
purchases without the Government- 
employe policy were six times the 1954 
purchases. 

The tremendous development of Group 
protection since the war’s end in 1945 
is indicated by the fact that the num- 
ber of individual certificates outstanding 
has increased by 34,000,000 in the nine 
years to an aggregate of 47,000,000; the 
number of master contracts setting up 
group protection rose by more than 
60,000 to an estimated 100,000. 

Included in the Group life insurance 
totals is Group credit life insurance, cov- 
ering borrowers, but the Group owner- 
ship exclusive of this credit insurance 
covers 32,000,000 individual certificates 
under about 80,000 master contracts, set- 
ting up $91,000,000,00 of protection. k 

Group life insurance is now paying off 
to American families in appreciable vol- 


(Continued on Page 6) 
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NEWS for those who run 
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New life insurance policies .* 
for BUSINESS SECURITY 
at Lower Costs :° 
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If you are the owner of a one-man business 
there are a number of questions which may force 
themselves on you: : oa 


What would your business be worth without you? sta 
Would it be salable? cot 
Would it be possible to avoid a forced sale? tin 
If the answers to these questions are disturbing, in 


it might be well to consider how life insurance can be 
applied to eliminate some of your worries. , es 


tii OPK ae This is an excellent time to look into these questions dec 
| because under a new streamlined program con 
| John Hancock is offering exceptionally low-cost c 
| policies for business security. 
| 





| 

| This John Hancock 

| message appears in 

| BUSINESS WEEK «+ TIME 
U.S. NEWS & WORLD REPORT 


Ask your John Hancock agent or your broker about ie 
the new low cost Preferred Risk policy. *Yf 
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DEDICATED TO THE INDEPENDENCE AND ate 
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Claris Adams in Strong Defense of State Supervision, 


Sees Current Federal Trends 


A strong defense of State Supervision of the insurance business was 
given on March 21 at Columbus, O., by Claris Adams, executive vice 
president and general counsel of American Life Convention, in a talk 
before the General Agents and Managers Conference of National Associa- 


of Life Underwriters. 


tion 


Mr.’ Adams saw disturbing evidences of 


trends which would leave the way open for assumption of regulatory power 


by the Federal Government. 


During his address he also commented on Senate investigation of 
welfare funds, taking the position with respect to fund abuses that it is 
important that the insurance aspect of this question be handled by effective 
measures at the state level before any more drastic controls by the govern- 
ment be forthcoming. He also discussed such topics as Federal taxation of 
life insurance companies, Health Reinsurance bill, Group Accident and 
Health bill for Federal employes, credit insurance and misleading adver- 
tising cases before Federal Trade Commission in connection with accident 


and health insurance. 


All of these matters have an overtone of Federal 


impact on state insurance supervision. 


Union Welfare Funds 


In his comments on union welfare fund 
abuses which has been under investiga- 
tion by the Ives subcommittee of the 
Senate considerable publicity has been 
given to Group insurance which is an 
integral part of the operation of many 
of these plans. Some cases of inordi- 
nate commissions, excessive retentions 
and kickbacks to union leaders or their 
relatives by insurance brokers were 
severely criticized in the Ives commit- 
tee report. Some comments by Mr. 
Adams follow: 

“Without attempting to enter a blan- 
ket defense for all companies and all 
agents operating in this field, those of 
us conversant with the situation believe 
that although insurance is not wholly 
blameless, its culpability has been exag- 
gerated and overemphasized. However, 
there are practices which call for cor- 
rection, 

“The Taft-Hartley Act is a Federal 
statute. Most of the union welfare bene- 
fits have been bargained for under the 
compulsory procedures prescribed by this 
law. Congress may well determine,” con- 
tinued Mr. Adams, “that it has a respon- 
sibility to prevent abuses which result 
in excessive cost and consequent diminu- 
tion of benefits. Doubtless, there ulti- 
mately will be Federal legislation con- 
cerning union welfare funds. A_ bill 
requiring annual reports with a_ full 
disclosure of operations is now forth- 
coming,” 


Companies Cooperating With State 
Departments 


_ Continuing, Mr. Adams said: “It is 
Important that the insurance aspects of 
this question be handled by effective 
measures at the state level before the 
broader issue becomes critical. The best 
defense against Federal regulation in 
any area is adequate State Supervision. 
New York has taken a constructive step 
In this direction. The governing bodies 
ot both American Life Convention and 
Life Insurance Association of America 
have evidenced a willingness to cooper- 
ate with any State Department, prepar- 
Ing drafts of State legislation, in an 
effort to set up an acceptable pattern in 
this area. We believe that the publicity 
attendant upon full disclosure is the best 
antidote for questionable practices. The 
msurance aspect is the smallest part of 
the union welfare problem. It should 
not be permitted to drag us into any 
degree of Federal regulation that ade- 
quate state supervision and proper self- 
control can prevent. 
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“The unions themselves which have 
the greatest stake in this matter may 
well agree to reasonable controls in the 
welfare fund field. However, they have 
taken one position which we cannot con- 
cede. They are seriously critical of what 
they call ‘phantom’ commissions. 

“They demand the right to deal di- 
rectly with the insurance companies and 
receive a discount in cost equivalent to 
an agent’s commission. In the first place, 
this is directly contrary to law in every 
state that has an anti-discrimination 
statute. These make rebates in any form 
to any person illegal. The companies 
are not bound by law to pay a commis- 
sion, but they are forbidden to reduce 
the premium or increase dividends in 
consequence. To breach this dike of 
anti-discrimination laws would be fatal 
to the agency system through which the 
institution of life insurance has been 
built. It would be wholly destructive of 
the marketing mechanism which has 
made America incomparably the best in- 
sured nation in the world. 

“The same principle applies to other 
lines of endeavor. Automobile compa- 
nies cannot by-pass their dealers and 
hold their organizations. Other indus- 
tries protect their salesmen in order to 
maintain their sales force. Quantity dis- 
counts and reduced commissions in mss 
selling are indubitably the order of the 
day. However, I know no surer road to 
disaster in a business so dependent on 
salesmanship as life insurance than for 
the companies to start competing with 
their own agents. On this issue life 
insurance must stand fast.” 


Federal Trade Commission and A. & H. 
Advertising Cases 


In his comments on the cases based 
on false advertising charges against ac- 
cident and health companies made before 
the Federal Trade Commission against 
number of insurance companies Mr. 
Adams said this is first time in the 
mail order field that an instrumentality 
of the Federal Government has taken 
jurisdiction over any phase of insurance 
operation. The FTC claims jurisdiction 
because each of the companies cited op- 
erates in one or more states which heve 
no law specifically dealing with such 
subject. The jurisdiction is being tested 
in a number of cases and the question 
will eventually reach the Supreme Court. 
In the meantime, the company organiza- 
tions are urging the enactment of laws 
in those states which do not have them. 
giving the Insurance Commissioners full 
power in the premises, in the hope that 
under the provisions of the McCarran 
Act the enactment of such laws in the 
several states will oust the jurisdiction 
of the FTC. 

An investigation by State Insurance 


Departments of complaints received of 
alleged misleading advertising revealed 
that the proportion of such cases to the 
number of policies outstanding is ex- 
tremely small, and in the overwhelming 
majority of the cases the companies were 
thoroughly justified in action that they 
took. The real offenders among the 
companies are extremely few, Mr. Adams 
said. However, there are enough occa- 
sional cases where criticism was justi- 
fied or the policyholder thought it was 
to be sufficient in the aggregate to cause 
a large number of complaints both to 
Congressmen and the FTC. So an in- 
vestigation by FTC ensued and the cases 
brought were the result. 

“One disturbing element of the situ- 
ation,” said Mr. Adams, “is that when 
Chairman Howery of the FTC made his 
annual report to the House Committee 
on Foreign and Interstate Commerce, 
he was questioned on the matter of 
jurisdiction by Mr. Wolverton, ranking 
minority member, who stated that if 
there was any doubt about the matter 
of jurisdiction in such Commission that 
he would sponsor a bill making it suffi- 
ciently extensive and abundantly clear. 
It was against such a background that 
a Joint Committee of executives headed 
by Clarence Myers, president of the 
New York Life, recommended a trade 
conference in which the Commission and 
the companies might try to arrive at a 
set of standards in accident and health 
advertising with the hope that subse- 
quent conformity to the code agreed 
upon might preclude future action 
against the companies. One impelling 
consideration in this connection doubt- 
less was the public relations aspect of 
the jurisdictional defense which is in 
effect a plea, not that we are inno- 
cent, but that the wrong policeman 
caught us.” 


Exclusive Omniscience or Perfection Not 
Possible in Covernment Control 


In his comments on State Supervision 
Mr. Adams said its strongest support- 
ers are well aware of its deficiencies. 
At any given time, the quality of regu- 
lation is uneven in the same state under 
successive incumbents in office. How- 
ever, the average of competence and 
degree of integrity is high. 

“T say without hesitation,” he empha- 
sized, “that results compare favorably 
with those of any type of business su- 
pervision in any important area at any 
level of government. There is no infirm- 
ity inherent in State Superivision which 
would not be implicit in Federal regula- 
tion. There is no greater fallacv than 
the assumption that the transfer of 
power to Washington produces perfec- 
tion. Omniscience is not a quality indi- 
genous to the shores of the Potomac. 
Washington is not recessarily the seat 
of superior wisdom or the home of 
higher efficiency, but it is incomparably 
the abode of partisan policies. Whatever 
the faults of State Supervision, they 
have not been political. That fact is one 
of its great virtues. Few things of simi- 
lar nature are more important to more 
people than life insurance, the great 
repository of the hard-earned savings 
of the average citizen, should not become 
the football of partisan politics. Under 
State Supervision life insurance has 
grown into one of the great social forces 
of the nation, administered by private 
enterprise. It has gained and held the 
confidence of the people through its out- 
standing example of dedicated trustee- 
ship. 

“Within legal limits life insurance has 
remained a free enterprise. The gen- 
eral character of admissible assets has 
been fixed by a law, but no official pres- 
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sure has been exerted to divert resources 
into or away from any particular channel 
of investment. The sole exception is a 
certain statute which imposes geographi- 
cal requirements, the pattern of which 
fortunately has not spread.” 

Commenting on the fact that the as- 
sets of the companies will soon approach 
$100 billion Mr. Adams said that cen- 
tralized control over the management 
responsible for the investment of - this 
vast sum would, in his opinion, consti- 
tute too great a temptation to the archi- 
tects of a managed economy under the 
kind of administration dedicated to a 
controlled social and economic structure. 
Under unfettered private management 
resources flow naturally along lines of 
investment opportunity into the strong- 
est and most profitable securities avail- 
able to the interests of policyholders. 
But under regulation by a single all- 
powerful supervisory official it is con- 
ceivable that in times of stress great 
pressure would be put upon the life in- 
surance companies to divert their re- 
sources to the weaker and less stable 
forms of investment to bolster up a 
sagging economy in the supposed inter- 
est of the common welfare. 

One product of State Supervision has 
been a dynamic industry. The business 
has been able to avoid the deadening 
influence of enforced uniformity, which 
is the hallmark of a static institution. 
Individuality has been permitted, experi- 
mentation has been allowed, competition 
has been fostered, the formation of new 
companies encouraged. A free field for 
free enterprise has been maintained. In 
consequence, although some life insur- 
ance companies are among the largest fi- 
nancial corporations in the world, there 
has been no vestige of monopoly in the 
business. Rivalry is one of service and 
not for power. Perhaps in no business in 
America have the small well-managed 
companies a fairer chance and a greater 
opportunity in a _ fiercely competitive 
field. This stems at least in appreciable 
part from the sympathetic supervision 
by home commissioners of home com- 
panies in every state in the Union. This 
is advantageous to all companies and to 
the entire business. It is at least debat- 
able whether the same atmosphere would 
prevail if power were centralized in dis- 
tant Washington. 


Strength and Safety in Multiple 
Supervision 


“There is strength as well as safety 
in multiple supervision,” continued Mr. 
Adams. “Its presumed weakness arising 
from division of authority and conflict 
of policy has largely been resolved 
through the instrumentality of the Na- 
tional Association of Insurance Commis- 
sioners. Order has been established 
where chaos might well have been feared. 
Conflict has been reduced to an astonish- 
ing minimum. A high order of effici- 
ency has been demonstrated over a long 
period including times of severe stress. 
The National Association of Insurance 
Commissioners is a voluntary body 
neither vested with legal authority nor 
clothed with official power, but by the 
sheer logic of necessity and the prestige 
of its own achievements, it has be- 
come the very heart of the supervisory 
process. Under State supervision, 
there are 49 watchmen on guard in the 
public interest. Each is clothed with in- 
dependent authority. Each has the 
power of individual action, yet all may 
draw upon joint experience and take 
advantage of consultation with their fel- 
lows. It is difficult to believe that the 
wisdom or the vigilance of one would 
be greater than that of many.” 
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NALU Committee Reports Made at 
Columbus Mid-Year Meeting 


NALU Has 627 Associations 


A. Jack Nussbaum, secretary of 
NALU, reported that there are now 
627 associations members of the organi: 
zation. Six additional local associations 
are in process of organization. 

* * * 


Overseas Military Posts 

Louis J. Grayson, chairman commit- 
tee on Veterans Affairs, called 
attention to the situation in solicitation 
of life insurance on overseas military 
posts saying the refusal of the major 
American companies to sell life insur- 
ance to military personnel overseas has 
created an unfortunate vacuum that has 
been filled to a large extent by a small 
group of small companies most of which 
are domiciled in Texas. “Judging from 
the evidence adduced,” says the report, 
“in many cases neither the companies 
concerned nor their representatives 
measure up to the standards of NALU. 
The result may well be, said the report, 
that the Department of Defense will 
ultimately ban all life insurance solicita- 
tion of personnel stationed overseas. 

Concerning insurance on dependents 
of military personnel, the report con- 
cludes: “We think NALU would be ill- 
advised to ‘rock the boat’ at the present 
time by pressing our case for the use 
of the allotment system by service men 
for the purpose of paying premiums on 
insurance covering the lives of their 
dependents.” 


again 


* * 


uestionnaire on Locals 

M. W. Peterson, chairman of the 
committee on associations, reported that 
the committee had sent out a question- 
naire to all associations the results of 
which are now being studied. Many 
locals feel a definite need for more 
guidance from their state associations. 
“It was a bit disconcerting to discover 
that few state associations expect, or 
get, any kind of regular reports from 
their local associations. This committee 
strongly urges the establishment of such 
a procedure with the recommendation 
that its NALU headquarters aide be 
included in the eternal triangle of local, 
state and national.” 


* *« «¢ 


See Special Policies 


Cutting Commissions 


Stanley C. Collins, chairman of the 
Committee on Compensation, gave the 
reaction of that committee to special 
policies and the advertising being used 
to publicize them. NALU was urged to 
adopt the following position on special 
policies: 

“We consider any premium rate ad- 
vantage gained in whole or in part 
through the reduction of the rate of 
commissions below that customarily paid 
for‘like classes and amounts of business 
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unwise, unwarranted and not in_ the 
public interest or the general welfare 
of the life insurance industry. We there- 
fore urge the rejection of such a practice 
as a matter of enlightened policy. 

“We urge the entire industry to re- 
view its advertising and marketing prac- 
tices and procedures to assure that they 
do not endanger the high esteem 
and public acceptance this industry has 
so diligently strived for and presently 
enjoys. We are convinced that the type 
of advertising which emphasizes capable 
service and selling for needs, which 
dramatically portrays the invaluable role 
of the life underwriter in establishing 
personal and family security, which 
teaches the incalculable contribution of 
the life insurance industry to the health 
and welfare of our society and our econ- 
omy, thereby buttressing our American 
way of life as no other material agency 
can, builds a positive and permanent 
good. We are equally convinced that 
undue speculation on future cost, which 
has little relevance to current actual 
experience, can bring only temporary 
and narrow advantage while sacrificing 
the priceless ingredients of public ac- 
ceptance—integrity and good will.” 


* * * 


Social Security 

Albert C. Adams, chairman of the 
committee on Social Security, said that 
while the committee is gratified with 
the progress in educating the public on 
the NALU attitude toward Social Se- 
curity, it felt the following actions were 
of the highest importance: 

(1) NALU should promptly provide 
easily understood “briefs” setting forth 
and explaining our position with respect 
to the old-age and survivors benefit pro- 
gram. These briefs should be made avail- 
able not only to local and state asso- 
ciation leaders but also every individual 
member of NALU to enable them to 
carry NALU’s message to clubs, cham- 
bers of commerce, and similar organi- 
zations in their home areas clear across 
the country. 

(2) NALU must establish a procedure 
for the purpose of providing prompt and 
accurate answers to incorrect and mis- 
leading statements and information that 
so frequently appear in the public press 
and elsewhere concerning the old-age 
and survivors benefit program. 


x ok Ok 
Federal Legislation 
Gerard S. Brown, chairman of the 


committee on Federal law and legisla- 
tion, said the committee was greatly 
concerned over recently reported at- 
tempts by the owners of Group life 
insurance certificates to assign away all 
their incidents of ownership in such 
certificates for the purpose of removing 
the death proceeds from their taxable 
estates under Section 2042 of the In- 
ternal Revenue Code. 

“We understand that while there ap- 
parently are views to the contrary, the 
great weight of opinion among the major 
life insurance companies to which the 
question has been put is that such as- 


M. L. CAMPS, 


signments are of doubtful validity for a 
number of reasons that we need not 
discuss in this report. 

“We trust that all Group-writing com- 
panies will discourage these attempted 
assignments to the greatest possible ex- 
tent. Quite aside from the dubious 
validity of the assignments as such, we 
seriously question (1) whether it is 
desirable and (2) whether Congress 
intended to allow owners of Group cer- 
tificates the same tax advantages under 
Section 2042 as are accorded to owners 
of individual policies, particularly since 
the premiums on Group life policies 
(unlike those on individual policies) are 
paid with money that has never been 
taxed to the insureds.” 


* * * 


Tontine Policies 


William S. Hendley, chairman of the 
committee on field practices, discussed 
the resurgence of the tontine and semi- 
tontine policies, urging states to outlaw 
such policies saying they are not in the 
best interests of the insured. He asked 
local associations to deny membership 
to agents selling them. The report also 
referred to stock-with-policy plans and 
concluded 

“Companies and agents peddling such 
vicious schemes as the ones mentioned 
above are trading on the confidence and 
acceptance which life insurance today 
enjoys. In our opinion, no group has 
ever done more to destroy public esteem 
in our business. Therefore, we again 
urge that every member of NALU and 
of every affiliated organization — the 
MDRT, WQMDRT, CLU, LUTC and 
GAMC—both individually and through 
their respective organizations, alert the 
insuring public to the deceptive nature 
of these semi-tontine, tontine and 
‘stock-with-policy’ proposals.” 


* * * 


Managers Conference 

M. L. Camps, chairman of the Gen- 
eral Agents and Managers Conference, 
in his report summarized the activities 
of the 11 standing and 12 special com- 
mittees constituting the conference. Con- 
cerning management practices the re- 
port said: 

“All members of the GAMC have been 
furnished with copies of the newly 
adopted Code of Ethics and have been 
encouraged to have these framed and 
displayed in the agency office. Local 
associations have been invited to support 
the code through formal adoption by 
their organizations. Copies have been 
sent to the agency vice presidents of 
life insurance companies. It is hoped 
that they will encourage their agency 
heads to operate agencies in accordance 
with the principles set forth in the code. 

“This activity is under the direction 
of the Committee on Management Prac- 
tices, William A. Arnold, II, chairman. 
He reports that further ways by which 
the GAMC can raise the standards and 
improve the practices of life insurance 
agency management are being studied.” 


ok * * 


Welfare Funds, Commissions 

David B. Fluegelman, chairman of the 
committee on Group Insurance, dealt at 
length in his report on union welfare 
funds, especially on the matter of com- 
missions in connection with Group in- 
surance. 

“We are, of course, aware of the fact 
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that numerous abuses have occurred jy 
the payment of commissions and fees in 
union welfare fund cases and are jn 
full agreement that no time should be 
lost nor effort spared in finding an 
effective means to put an end to such 
abuses,” the report said. “We emphat- 
ically disagree, however, with those who 
would eliminate commissions in such 
cases, and we are happy to report that 
the ALC-LIAA Joint Committee on 
Group Insurance concurs in this opinion, 
We firmly believe now, as always, that 
the payment of commissions is the back- 
bone of the agency system, upon the 
preservation of which depends the 
preservation of the life insurance in- 
dustry. In our view, therefore, the 
elimination of commissions in even the 
relatively limited area of union welfare 
funds might well, by force of precedent, 
mark the beginning of the end of the 
agency system and, perforce, of the life 
insurance industry ‘itself. We think that 
no one will disagree with us that such 
a result would not be in the _ public 
interest, either economically or socially,” 

Among other matters the long. report 
touched on was proposed amendments 
to the Commissioners’ model Group life 


bill. 
* oe Ok 


Public Information 


Winslow S. Cobb, Jr., chairman of the 
committee on public information, re- 
ported on Institute of Life Insurance 
advertising campaign, TV showings of 
Institute films; local association activity 
on health and welfare programs under 
the guidance of Dr. Louis I. Dublin, 
consultant on health and welfare for 
the Institute, and other matters. 

“In conclusion,” says the report, “this 
committee feels that NALU’s public in- 
formation program—as it now exists— 
has several pointed weaknesses. They 
are: the lack of complete advertising 
kits for use by local associations; the 
urgent need for re-designed, up-to-date, 
light-weight packages of display mate- 
rial for each local association; and the 
lack of adequate educational material 
at the college level. 

“It is the consensus of this committee 
and many members among the field 
forces of the country, that the present 
“cost conscious” advertising on the part 
of our life insurance companies today 
is not constructive nor does it serve the 
best interests of our field representatives 
nor the life insurance industry in gen- 
eral.” 

x * x 


Investment Companies 

Benjamin Salinger, chairman of the 
committee on relations with National 
Association of Investment Companies, 
told of improved relations with the 
investment fraternity. Attention was 
called by the committee to objectionable 
literature put out by some concerns 
which was corrected. 

“All in all, we feel that the relation- 
ship between the NAIC and NALU is 
very much healthier than it was two 
years ago,” the report said. “We recom- 
mend to the National Council and _ the 
board of trustees that this committee 
be continued to handle complaints such 
as those mentioned above. We feel that 
no one will seriously dispute that it 1s 
far better to have frank and friendly 
discussions of differences of opinion 
than to leave smouldering resentment 
on the part of either NALU or NAIC.” 
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JOSEPH B. CORBETT 


The promotions of Joseph B. Corbett 
as underwriting secretary and Richard 
G. Mulholland as manager of the un- 
derwriting department of Colonial Life 

announced by Vice 
Actuary William C. 


were 
and 


of America 
President 
srown. 

Mr. Corbett has been manager of the 
underwriting department since 1938 and 
will remain in charge of the underwrit- 
ing functions of the company. He is an 
alumnus of Holy Cross College and at- 
tended Tufts College Medical School. 
He went with Colonial Life in August, 
1936, and has been in the underwriting 
department of the company since that 
time. He is president and organizer of 
the Madison, N. J., volunteer ambulance 
corps; a former executive council mem- 
ber of the Institute of Home Office Life 
Underwriters; a member of the Home 
Office Life Underwriters Association and 
past grand knight of the McDowell 
Council of the Knights of Columbus, 





MULHOLLAND 


RICHARD G. 


Madison, N. J. 

After being graduated from Upsala 
College in 1949, Mr. Mulholland joined 
Colonial Life underwriting department. 
While in college he was a member of the 
Upsala varsity football team and cap- 
tain of its track team. He served in the 
First Marine Division and_ participated 
in the Peleliu and Okinawa campaigns. 
He received an individual citation from 


the commanding general of the First 
Marine Division for bravery and meri- 
torious service in the Okinawa cam- 
paign. After the armistice he was with 
the occupational forces in Tientsin, 
China. 


Mr. Mulholland is program chairman 
of the Kiwanis Club of East Orange, 
N. J., secretary of the athletic commit- 
tee of the YMCA of the Oranges and 
Maplewood, a member of the board of 
directors of the East Orange Chamber 
of Commerce and a member of the 
Upsala College Alumni Inter-Fraternity 
Council. 





Equitable Society Holds 
Unit Management School 


Equitable Society has awarded diplo- 
mas in unit management to 27 members 
agency field force, it was an- 
nounced by Clarence B. Metzger, CLU, 
second vice president in charge of the 
company’s training division. The group 
completed Equitable’s 23rd 
school in unit management, held at Po- 
cono Manor, Pa. 

The semi-annual take place 
alternately east and west of the Mis- 
sissippi for Equitable unit managers of 
those areas. To qualify for attendance 
a candidate must have at least six 


months’ experience as a unit manager, 
the recommendation of his agency mana- 
ger and the approval of his field vice 
president and the senior vice president 
in charge of agency affairs. 

Directing the school was Robert C. 


of its 


recently 


schools 


Yohe, CLU, manager of the society’s 
training division. Consultants were Mr. 
Met izger, Field Vice Presidents J. L. 
Beesley, CLU, of the New York depart- 
ment and R. M. Thykeson of the north- 
eastern department; William E. Van 
Brunt, Jr, salary savings divisional 
lio of the northeastern depart- 
ment, and Frank L. Duggan, Jr., CLU, 


deputy director of Group annuities. 
\ssisting Mr. Yohe as members of the 

school’s staff were: George F. Affleck, 

\gawam, Mass., 


senior instructor; 
Robert F, Brownell, CLU, of James- 
town, N. Y., and Willi im J. Costello, 
CLU, New York, tr aining specialists, and 


Don A, Gorsline, 


Overland Park, Kan., 
instructor, 
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Paul Revere Life Names 
Foley, Thompson in Detroit 


Howard J. Foley, Jr., and Minert N. 
Thompson, Jr., are newly assigned to 
the Detroit Group office of the Paul 
Revere Life. 

Mr. Foley, recently named as Group 
supervisor by the Worcester, Mass., 
company, entered the Group field five 
and a hz lf years ago. He has since been 
located in Albany and Cincinnati. A 

30ston native, he is a graduate of Bos- 
ton University. 

Mr. Thompson joined the Paul Revere 
Group department in the home office last 
year. Previously he had been the sales 
manager of a Massachusetts drug com- 
pany. He is a Bates College graduate. 


Maccabees Training Course 

The Maccabees Life Insurance Society 
has just concluded its third insurance 
training course for new field representa- 
tivess at its home office in Detroit. 

Preceding the school, the trainees 
spent a week at Purdue University in 
Lafavette, Ind., taking the course at the 
Institute of Life Insurance Marketing. 
The home office training program is a 
continuation of that course. In_ this 
phase of the program, the students un- 
derwent a concentrated study of Macca- 
bees certificates and procedures. 

In addressing the students, President 
John C. Lehr advised them that the 
Maccabees has been operating as a fra- 


ternal insurance society for over 76 
years. He pointed out that its growth 
and development through this three- 


quarters of a century is evidenced by 
now one 


the fact that its assets are 
hundred million dollars. 


United States Life Names 
Two Assistant Actuaries 


United States Life Insurance Company 
has announced the appointment of Irwin 
T. Vanderhoof and° John E. Gray as 
assistant actuaries. 

Mr. Vanderhoof received a B. 
in Physics from Worcester 
Institute in 1948 and later attended grad- 
uate school at Clark University in 
Worcester. He taught high school mathe- 
matics until 1950 when he began his 
insurance career with the Metropolitan 
Life in the actuarial department. Mr. 
Vanderhoof went to United States Life 
from from the Metropolitan in February. 

[r. Gray graduated from the Univer- 
sity of Iowa in 1941 with a B.A. degree 
in mathematics and later received a B.S. 
degree in Meteorology from New York 
University. He entered the insurance 
field in 1941 with Metropolitan Life. 
During the war he was a lieutenant in 
the Navy serving as a weather officer in 
Panama and Trinidad. In 1950 he be- 
came associated with the insurance brok- 
erage firm of Johnson & Higgins in New 
York City. Mr. Gray went to United 
states Life from Johnson & Higgins 
earlier this month. 

Both Mr. Gray and Mr. Vanderhoof 
are Series of the Society of Actu- 
aries. Mr. Vanderhoof is a member of the 
Association for Computing Machinery. 


S. degree 
Polytechnic 


Field Service Supervisor 
Named by American Bankers 


Joseph M. MeC arthy has been named 
supervisor of field service for American 
Bankers Life of Florida, according to 
an announcement from James G. Ranni, 
president. Insurance man and educator, 
Mr. McCarthy will take up his duties in 
American Bankers Life’s home office in 
Miami, Fla. 

Mr. McCarthy spent five years as 
sales representative with Reliance Life 
of Pittsburgh and Lincoln National of 
Fort Wayne, Ind. He led the Florida 
department in sales on several occasions, 
and was also among the national sales 
leaders. 

He has had an extensive background 
in the field of education, attaining the 
degree of Doctor of Philosophy at the 
University of Rome and teaching for 
17 years in the schools of Pennsylvania 
and Dade County, Florida. He studied 
abroad in France, Germany and Switzer- 
land, as well as in Italy, and is con- 
versant with nine languages. 

McCarthy, who is also an author 
and lecturer, takes the place vacated by 
Richard Ellsworth, who has joined a 
New York company. The new super- 
visor of field service will work closely 
with James B. Siske, director of agen 
cies, 


Tom Connolly, Jr., Sets 
Qualification Record 


A new record for fast qualification in 
The Manhattan Club sponsored by Man- 


‘lhattan Lifes’ home office in the interest 


of outstanding sales accomplishment, ‘has 


been set by Tom Connolly, Jr., assis- 
tant general agent, Stockton, Calif. of 
the Fred W. Campbell Agency, Sacra- 


mento. 

On February 1, initial day of the new 
qualification period for the club, Mr. 
Connolly reported 26 new lives and $12, 
532 in first year premium. 

In achieving this qualification, M. Con- 
nolly gained added distinction by becom- 
ing the first Manhattan Life field man 
to be a charter member of the Early 
Birds C hapter of the Mz anhat in Club for 
the second time. To be an “Early Bird,” 
a field man has to qualify well ahead 
of the final deadline for the Manhat- 
tan Club. 

Mr. Connolly, who joined Manhattan 
Life in 1949, has now qualified for the 
club four times. 

Clarence Spencer, Trenton, N. J. 
eral agent was a close second in quali- 
fying for the new Club period. Previ- 
ously he had twice led the entire field 
organization in being first to qualify. 


gen- 











Russell B. Knapp Named 
By Mutual Benefit Life 


GENERAL AGENT | IN NEW YORK 


New Appointee Has Been Associated 
With Company More Than 17 Years; 
Estate Planning Specialist 





Russell B. Knapp has been appointed 
general agent of Mutual Benefit Life’s 
agency located in the Woolworth Build- 
ing, New York City, the 110-year-old 
Newark company announced. 

Mr. Knapp brings to his duties as 
general agent in New York a_ back 





Fabian Bachrach 


KNAPP 


RUSSELL B. 


ground of successful experience in both 
sales and management work. One of the 
company’s leading developers of life in- 
surance underwriters and an outstand- 
ing agent in his own right, he has rep- 
resented Mutual Benefit for more than 
17 years. 

He joined the company as a member 
of the Cleveland agency, a few months 
later becoming supervisor in charge of 
advanced training and instruction. In 
1942 he was appointed production mana- 


ger of one of the company’s leading 
agencies, the Arthur V. Youngman 
agency in New York City. The next 


year he became manager of the Des 
Moines agency, returning to the Young- 
man Agency in 1946 as associate general 
agent. 

He has qualified for all company con- 
ventions because of the high quality of 
his work and the volume of his personal 
production, and has also earned mem 
bership in the President’s Club—the 
company’s organization of leading life 
insurance underwriters. 


Estate Planning Specialist 


A specialist in estate planning, Mr. 
Knapp was one of the first Mutual Bene- 
fit agents to use the company “Anala 
graph” System of life insurance pro- 
gramming. Because of his outstanding 
work with this sale aid, he was fre- 
quently called to the home office in 
Newark for the purpose of conducting 
training courses for new and established 
insure ance agents, with particular empha- 
sis on their instruction in the use of 
the Analagraph. 

Mr. Knapp is a popular speaker and 
author on life insurance topics. He was 
one of the pioneer instructors of ~ 
Life Underwriters Training Council and 
was a faculty member of the City of 
New York’s Life Underwriters Associa- 
tion’s agent training group. He also has 
taken an active part in the Life Under- 
writers Associations of Cleveland, Des 
Moines and New York City. 

The Knapp agency, formerly known 
as the William Street agency, will pro- 
vide service to its nolicyholders from 
offices in Suite 826, Woolworth Building, 
233 Broadway. 
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United States Life Leaders In 
Three-Day Florida Convention 


Fieldmen Told Company Ready to Enter Group Major Medi- 
cal Expense Field With Several Basic Plans Approved; Group 


Life Maximums Increased; Production Leaders, Honored 


By Wattace L. Ciapp 


Palm Beach, Fla., March 23—Some 200 
leading agents and general agents of 
United States Life in three-day conven- 
tion here at the Biltmore greeted with 
enthusiasm the announcements by home 
office officials that the company is ready 
to enter the Group major medical ex- 
pense field with several basic plans ap- 
proved for immediate sale; that Group 
life maximums have been increased to 
$20,000 on 25 lives or more and up to 
$7,500 under wholesale or employe life 
plans; and that the A. & H. department 
has a new guaranteed renewable to age 
65 policv which will be ready as soon as 
New York Insurance Department appro- 
val is received. 

Vice President Fred P. Becher, Jr., 
spoke at this morning’s meeting on 
Group major medical and other Group 
insurance plans for 1955. He said the 
company enjoyed its best production year 
ever for Group last year with new vol- 
ume of over $165 million. Among inno- 
vations was the sales robot. Featuring 
the popular baby Group, which, he said, 
has met with field approval. 

At yesterday’s session Vice President 
J. Francis Welch announced the guar- 
anteed renewable policy, explaining that 
three plans will be available; lifetime 
accident and ten-year sickness; lifetime 
accident and five-year sickness, and 
five-year accident and two-year sickness. 
Mr. Welch congratulated the producers 
on their outstanding 1954 individual A. 
& H. performance. He gave details on 
the new mortgage and the new deferred 
plan, which, he said, “will help you and 
your agents to add to your income.” 


Tuchbreiter Banquet Speaker 


High spot of the convention was the 
address last night at the banquet by 
Roy C. Tuchbreiter, board chairman who 
is also president of Continental Casu- 


alty. He was in a happy mood as he 
recounted 1954 achievements and_ told 
about 1955 expansion plans. Mr. Tuch- 


for the entire meeting 


breiter stayed 
the producers 


and personally greeted 
and general agents. 

President Raymond H. Belknap, ban- 
quet toastmaster, was in his best form. 
Awards for outstanding leadership last 
year in life production and volume were 
presented to Herman Seligson, top rank- 
ing producer, and Julius J. Nocks, No. 2, 
both of Dascit Underwriters, Inc., New 
York; Ernest Roth, Alva agency, New 
York, No. 3; E. Y. H. Leong, Brainard 
and Black, Ltd., Honolulu, No. 4, and 
Jack Lewis, Chapman-Stapleton, Inc., 
Buffalo, No. 5. 

Award for outstanding Group life 
leadership went to Sidney Leiwant, Das- 
cit Underwriters; for outstanding Group 
A. & H. performance to Mr. Seligson 


for his million dollar production last 
year. 
Dascit Underwriters Wins President’s 


Plaque 


Dascit Underwriters, headed by 
Emanuel Dash, captured the President’s 
Plaque as the company’s leading agency, 
while Constitution Agency, Inc., and 
Alva Agency, both of New York, were 
first and second in the best performance 
—second year persistency, life. The 
three best agencies for life production 
and volume were Dascit Underwriters, 
Constitution and Brainard and Black; 
for Group life and A. & H.—White and 
Winston, New York; for A. & H,, 
Marlyn Agency—Jack Gansky, and for 
the largest number of qualifiers (20) at 
this convention—Dascit Underwriters. 


Belknap Report on Operations 


At the opening session Monday, Presi- 
dent Belknap was the keynoter, pictur- 
ing United States Life in fine shape 
both from a production and investment 
standpoint, promised further stream- 
lining for 1955 inasmuch as the company 
has contracted for IBM’s 650 electronic 
machines which will mean more efficient 
home office operation. 

Mr. Belknap announced that at the 
close of 1954 the company had assets of 
nearly $70,000,000, an increase of $7,400,- 
000 over 1953; capital and surplus of 
$5,390,000, and said Group life and 
wholesale production had increased from 
$18,000,000 in 1952 to $165,000,000 in 1954. 
In addition, Ordinary volume jumped 
from $42,000,000 in 1952 to $75,00,000 last 
year, and a gain of 97% was made in 
individual A. & H. sales. Mr. Belknap 
was also gratified to report that new 
agency appointments in 1954 has in- 
creased 50% over the previous year. 

Maynard Shearer, director of agen- 
cies, the second speaker, urged the gen- 
eral agents to be on the alert in their 
local communities for new manpower 
“so that you can give others the same 
opportunity you have had to become 
successful in life insurance.” 

George M. Selser, vice president, 28 
years with the company, featured the 
record and development that has _ oc- 
curred in United States Life since Con- 
tinental Companies acquired controlling 
interest less than three years ago. “Un- 
der their guidance and leadership,” he 
said, “this sturdy, old sterling-silver 
company is forging ahead with renewed 
vigor and strength.” 

Saul Lesser, assistant counsel, speak- 
ing on “Selling Techniques Under New 
Tax Laws,” gave generously of his 
knowledge of the favorable and unfavor- 
able new provisions of the 1954 income 
tax code. Ernest Roth, Alva Agency, 
whose 1954 paid-for production topped 
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FOR AGENCY DEPARTMENT STAFF 


A mutual life insurance company located in New England 
seeks the services of a man to assist with agent training and 
preparation of training material and sales aids. Please state 
details of all previous business experience, personal history 
and salary required. Our staff knows of this ad. Write Box 
2303, The Eastern Underwriter, 93-99 Nassau Street, New 
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Federal Employes Group 
Program Exceeds Original 
Estimate by $1 Billion 


Washington—Life Insurance coverage 
of the Federal Employes’ Group Life In- 
surance program has exceeded the origi- 
nal estimate by more than $1 billion, 
according to Civil Service Commission 
Chairman Philip Young, reporting on the 
first meeting of the Advisory Council on 
Group Insurance. 

Total coverage, involving approxi- 
mately 1,800,000 employes or 90% of 
those eligible for the life insurance, is 
now estimated at $9 billion, as compared 
to the original estimate of between $7 
billion and $8 billion. The Council, set 
up by Congress to review and advise the 
Commission on the operation of the life 
insurance program, includes the Secre- 
tary of the Treasury, who is chairman, 
Secretary of Labor, and Director of the 
Bureau of the Budget. 

Chairman Young said that through 
February 18 the office of Federal Em- 
ployes’ Group Life Insurance had paid 
2,226 life insurance claims amounting to 
$10,805,470 and 197 accidental death and 
dismemberment claims totaling an addi- 
tional $874,170. He estimated that about 
another $15,000,000 in benefits have ac- 
crued and will be paid as soon as em- 
ployes or beneficiaries file the proper 
claim papers and proofs. 





$2%4 million, told of his “buyman-ship” 
approach to what he terms “property 
planning.” An expert on estate plan- 
ning, he uses low pressure only, 

Yesterday’s session featured A. & H. 
with Vice Presilent Welch arid his 
aides—Dennis Hardcastle and Don Iles— 
sharing the platform. Chief Underwriter 
John E. Sheehan cautioned in his ad- 
dress that “the cycle of competitive im- 
pairman pricing is again becoming 
strongly evident.” 

Todav’s inspiration was supplied by 
General Agent Dash, speaking on “The 
Old and the New”; Paul Anderson, vice 
president, C. V. Starr & Co., and Execu- 
tive Vice President John Weaver, who 
was the convention’s closing speaker. 
Session chairmen each morning were 
General Agents James F. MacGrath, 
Jr. New York; Jack Gansky, Philadel- 
phia; and Scott B. Brainard, Honolulu. 
Sales clinic; featured the early after- 
noon hours each day. 


JOHN B. HOVER NAMED 





Appointed Charleston General Agent for 
Mutual Benefit Life; Succeeds 
Robert M. Giffen : 

John B. Hover has been appointed 
general agent of the Charleston, W. Va, 
agency of Mutual Benefit Life of New. 
ark. He succeeds Robert M. Giffen who 
has asked to be relieved of his general 
agency responsibilities in order to de- 
vote more time to serving company pol- 
icy-holders in the Charleston area. 

Mr. Hover brings a background of 
successful experience in both sales and 
management work to his duties as gen- 
eral agent at Charleston. He began his 
life insurance career in 1941 as an agent 
in the Charleston office of the Bankers 
Life of Des Moines. After three years 
with this agency he joined a well-known 
Charleston engineering firm as. sales 
manager, leaving in 1948 to return to the 
Bankers Life. 

In 1949, Mr. Hover was appointed 
manager of the Bankers Life agency in 
Salt Lake City. During ‘his six years 
there, he more than tripled the agency's 
annual volume of insurance sales, A 
leading developer of life insurance agents 
and an outstanding agent himself, he 


qualified for all company conventions be- | 


tenner eee 


cause of the volume of his production | 
and the high quality of his work. He f 


was a member of the President’s Club— 
the company organization of leading life 
underwriters. 

Mr. Hover is a popular speaker and 
author on life insurance topics and has 
been called upon frequently to address 
Life Underwriters Associations. He has 
served as instructor for the Life Under- 
writers Training Council and has taught 
insurance courses at Westminister Col- 
lege, Salt Lake City. 





Group's Biggest Year 


(Continued from Page 1) 


ume, the Institute also reports. During 
1954, the death claims paid under Group 
life insurance ran nearly half a billion 
dollars. The $494,603,000 thus paid out 
was under 211,000 individual certificates. 
These figures compare with $171,155,00 
in death claims under 92,000 individual 
certificates in 1945. These increases have 
been recorded in spite of a decline in 
the death rate in these nine years. 

The aggregate of Group life insurance 
in force today is greater than the total 
of all life insurance in force of all types 
in 1935. 










Good News from: 





Double Protection—one of Northeastern's outstanding contracts offers Double Value... (!) 
permanent insurance at very low cost for your client, (2) full vested high commissions for you. 


The Broker’s Company - HOME OFFICE —110 WILLIAM STREET 


WORTH 4-044 
——— 


* NEW YORK 38,N.Y. * 









Teer Tacernmrpal 





Northeastern Life | 
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Hancock District Agents 
Meet at Atlantic City 


PRESIDENT’S CLUB MEMBERS 





Home Office Officials Featured at Three- 
Day Meeting; President Clark 
Reviews Progress 


Atlantic City, March 23—In 1954, on 
a volume basis, district agents of the 
Tohn Hancock produced, average per 


man, nearly $207,000 for a record total 
of $1,179,000,000. 

President Paul F. Clark announced the 
figures during the company’s annual 
President’s Club meeting here today. The 
President’s Club is comprised of the 
leaders of the district agency organiza- 
tion of the John Hancock. 

Reviewing the progress of the com- 
pany’s district agency organization from 
1938 to 1954, Mr. Clark pointed out a 
number of interesting comparisons. Aver- 
age premium collection in 1938 from all 
sources on an annual basis amounted to 
$17,698 per agent for a total of $107 mil- 
lion. In 1954, the average per agent was 
$44,506, for a total of $254 million—more 
than 214 times the 1938 figures. In 1954, 
sales of Group insurance by district 
agents totaled $74 million. 

Commenting on the fact that the aver- 
age earnings of the district agent in 
1954 were three times that of the agent 
in 1938, Mr. Clark said, “A well-trained, 
hard hitting, adequately supervised life 
insurance salesman with vision and cour- 
age, backed by an alert progressive com- 
pany, who sees and capitalizes on the 
opportunities afforded him determines in 
full measure his own compensation. 

“For the alert, every era has offered 
its challenges and its opportunities—and 
the present era is particularly abundant 
in factors which the life insurance agent 
can grasp to his advantage,” said Mr. 
Clark. As basic elements pointing toward 
continued growth in our economy, he re- 
ferred to the fact that: there are twelve 
times as many families with incomes of 
$3000 today than there were in 1940; 
dollars for discretionary spending are five 
times greater than in that year; our 
population is increasing—every child cre- 
ating consumer business; the American 
standard of living continues to rise; new 
businesses are constantly opening. 

The President’s Club convened at Chal- 
fonte-Haddon Hall. During the three- 
day meeting agency leaders heard talks 
by vice president in charge of district 
agencies, Frank B. Maher; second vice 
president George B. Thompson, Jr.; 
Denzel J. Haywood, CLU, director of 
agencies; Merrill W. Kidman and Paul 
E. Eagan, superintendents of agencies; 
Edwin P. Gunn, CLU, director of field 
training; Pasquale A. Quarto, CLU, di- 
rector of training of the Life Under- 
writer Training Council; and Herbert C. 
Graebner, CLU, dean of the American 
College of Life Underwriters. 

Featured speakers at the meeting were 
President Paul F. Clark; Executive Vice 
President Byron K. Elliott, Edwin C. 
McDonald, vice president, Metropolitan 
Life, and Harold C. Case, president of 
Boston University. 








Savings Banks’ Dividends 

A new scale of savings bank life in- 
surance dividends has been recommended 
for adoption by savings banks in New 
York State for the policy year beginning 
May 1, 1955. The new scale will produce 
aggregate dividends about 20% higher 
than the existing scale, but its effect on 
individual policies will vary. In general, 
a person’s dividend will depend on a 
combination of the length of time he has 
had his policy, the experience of his 
age group, and the size of the savings 
portion of the policy in relation to the 
amount of protection involved. 

In New York State there are 68 
hanks that sell savings bank life insur- 
ance. At the end of 1954, policies ag- 
gregating over $260,000,000 were out- 
Standing in the hands of more than 
177,000 policy and certificate holders. 





Joins Canada Life Board 


Graham F. Towers, who has a wide 
knowledge of finance and business in the 
Canadian and international fields, has 
been elected a director of Canada Life. 
He is a former Governor of Bank of 
Canada, Ottawa; president, Industrial 
Development Bank, Ottawa; and alter- 
nate governor, International Monetary 
Fund, Washington, D. C. He is a 
graduate of Saint Andrew’s College and 
of McGill University. Mr. Towers began 
his banking career with Royal Bank of 
Canada in 1920. 


Joins Franklin Life 


William J. O’Brien has been appointed 
district manager in Haverhill, Mass. 
for Franklin Life of Springfield, Ill. Mr. 
O’Brien was formerly associated with 
Boston Mutual Life as agent and assis- 
tant manager. A leading producer for 
that company, during January of this 


year he led all agents in Ordinary pro- 
duction. He is a past vice president of 
the Merrimack Valley Association of 
Life Underwriters. 


Conn. General Names Six 


Six appointments were announced by 
Connecticut General Life. Appointed 
second vice presidents were James C. 
Parr of the securities department and 
Oswald P. Scheller of the company’s 
mortgage and real estate department. 

Samuel B. Reed was named secretary 
of the claim department. Appointed as- 
sistant medical director was Otto G. 
Goldkamp, M.D., and Walter E. Hanson 
was named assistant counsel. John S. 
Wyper was appointed assistant secretary 
of the life underwriting department. 
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Announcement of the organization of 


vide an annual original lecture for life 
underwriters was made by Grant L. Hill, 
CLU, chairman of the David McCahan 
Memorial Committee and vice president 
of Northwestern Mutual Life, this week 
at the midyear meeting of NALU. 

The new organization, in process of 
formation, will be a tribute to the mem- 
ory of the late Dr. David McCahan, CLU, 
prominent insurance educator who was 
the American College of 
Life Underwriters at the time of his 
death on June 28, 1954. “Dr. McCahan 
was a really great scholar and builder 
who asked for and received too little 
credit,” said Mr. Hill. “He was also 
a creative thinker who believed in en- 
couraging original contributions on the 
part of those endowed with creative im- 
agination. It is therefore logical that 
the original committee, headed by Dr. 
S. S. Huebner, suggested this annual 
lecture plan as a great contribution to 
the life insurance business and a fitting 
tribute to Dr. McCahan.” 

Mr. Hill spoke as chairman of the 

25-man group of prominent figures in 
the life insurance business that is putting 
into effect the proposal of a previous 
committee appointed to suggest an ap- 
propriate memorial. 
The plan of the David McCahan Foun- 
dation calls for a single outstanding 
lecture each year by someone known 
for his creative contributions, on a sub- 
ject of vital importance to the life un- 
derwriting profession. “Such a lecture 
will be horizon- widening and challenging 
to the imagination,” declared Mr. Hill. 

“In every field of human endeavor, 
forward motion depends on the fertility 
of the minds of a few people, on using 
the imagination creatively; and the life 
insurance man especially is in a creative 
business and lives on creative ideas.” 


president of 


Permanent Endowment Fund 


Setting up the David McCahan Foun- 
dation encompasses the raising of a per- 
manent endowment fund that will pro- 
vide a nominal yearly honorarium. A 
standing committee of the Foundation 
will select the candidate well in advance, 
and the lecture will be given in a differ- 
ent geographical location each year. 

The plan has been endowed by a num- 


ber of leading business educators, and 
Mr. Hill stated that he believed it 
might ‘have far-reaching collateral ef- 


fects. 

“The life insurance business has been 
unusually progressive in showing the 
way to other industries,” said Mr. Hill. 
“We believe that the David McCahan 
Foundation is another example of far- 
sightedness, and that it will be a con- 
stractive force which will contribute in 
no small way to tomorrow’s life insur- 
ance business and especially to tomor- 
row’s profession of life underwriting.” 
Membership of the David McCahan 
Memorial Fund ‘Committee includes 
Chairman, Grant L. Hill; honorary chair- 
man, Dr. S. S. Huebner, president emeri- 
tus, American College of Life Under- 
writers; secretary, Harold W. Gardiner. 
CLU. director of education and field 
training, Northwestern Mutual; treas- 
urer, Sewell W. Hodge. secretary-treas- 
urer. Provident Mutual Life. 
Also Laurence J. Ackerman, 
American Association of University 
Teachers of Insurance; dean, School of 
Business Administration, University of 
Connecticut; Hugh S. Bell, CLU, general 
agent, Equitable Life of Iowa, Seattle; 
Thomas A. Bradshaw, president, Provi- 
dent Mutual; James Elton Bragg, CLU, 


president, 


MeCahan Foundation 
To Provide Annual Lecture 


the David McCahan Foundation to pro’ 


Formed 


National Association of Life 
Underwriters; Guardian Life, New York; 
George B. Byrnes, CLU, chairman, Mil- 
lion Rollar Round Table, general agent, 
New England Mutual, New York; M. L. 
Camps, chairman, General Agents and 
Managers Conference, general agent, 
Tohn Hancock, New York: Paul F. 
Clark, CLU, immediate past chairman of 
the board, Institute of Life Insurance, 
president, John Hancock; Frank Cooper. 
CLU, president, American Society of 
Chartered Life Underwriters; South- 
western Life, Fort Worth: O. Sam Cum- 
mings, Kansas Citv Life. Dallas: Louis 
W. Dawson, president. Mutual Life of 
New York: W. Rankin Furev. CLIT. 
president, Berkshire Life; F. W. Hub- 
bell, president, American Life Conven- 
tion; president, Equitable Life of Iowa: 
Holgar Johnson, president. Institute of 
Life Insurance; Leroy A. Lincoln, chair- 
man of the board, S. S. Huebner Foun- 
dation for Insurance Education; chair- 
man of the board, Metropolitan Life; 
Ray D. Murphy, president, Life Insur- 
ance Association of America: president, 
Equitable Life Assurance Societv; Tulian 
S. Myrick, chairman of the board, Amer- 
ican College of Life Underwriters; Les- 
ter O. Schriver, managing director, Na- 
tional Association of Life Underwriters; 
Harold M. Stewart, CLU. executive vice 
president, Prudential; Robert L. Walker, 
CLU, president, National Association of 


treasurer, 


Life Underwriters; Peninsular J ife. Or- 
lando, Florida; Edmund L. G. Zalinski, 


CLU, immediate past president. Life Un- 
derwriter Training Council; vice presi- 
dent, New York Life: Charles J. Zim- 
merman, CLU, managing director, Life 
Insurance Agency Management Associa- 
tion. 


Objectives and Scope of the David 
McCahan Lectures 


1. To complete each year an outstand- 
eminent 


ing contribution, by an au- 
thority, on a subject of value to the 
life underwriting profession. Suggestions 


of topics which might be considered for 
lecture subjects are: (a) “The Place of 
Life Insurance in Family Financial Se- 
curity Planning” (bv a non-life insurance 
authority thoroughly familiar with the 
subject); (b) “Psychological Motivation 
of the Individual for Private Security” 
(by some outstanding psychologist who 
might relate psychological drives of indi- 
viduals to methods of private security) ; 
(c) “An Evaluation of the Personal Re- 
lationships of the Life Underwriter and 
the Buyer” (by an outstanding profes- 
sional man: doctor, lawver, minister or 
teacher, who might develop philosophical 
basis of relationships of financial coun- 
selor to the family buyer). 

2. The annual lecture would be given 
under the auspices of an outstanding 
collegiate school of business and would 
be rotated geographically from year to 
year. 

3. Each lecture would be appropriately 
printed and distributed to donors and 
other interested parties. 

The author and subject of each 
lecture would be carefully selected at 
least one year in advance by a standing 
committee of the David McCahan Foun- 
dation, and this committee would offer 
certain instructions for guidance pur- 
poses. A complete manuscript of the 
paper would be submitted several weeks 
prior. to the lecture. The author would 
be chosen for his capacity and willing- 
ness to do creative and imaginative 
thinking on the subject area assigned. 

5. The lectures, over the course of 
years might be published in book form 
to add to insurance literature of value 
to life underwriters and students of life 
insurance. 

6. If carefully selected, many of the 
subiects, since their treatment is in- 
tended to be substantially original, would 
serve as a creative impulse to other au- 
thors for further exploration and devel- 
opment of the same subject area. 


Life Division for 
Medical Schools Drive 


DEVEREUX JOSEPHS CHAIRMAN 





Eighty Schools Will Be Assisted; Promi- 
nent Executives on Life Insur- 
ance Committee 





Devereux C. Josephs, chairman, New 
York Life, has accepted the chairman- 
ship of the life insurance division of 


the Committee of American Industry, 
succeeding Peter M. Fraser, Pag: veis 
of Connecticut Mutual Life. A division 


of National Fund for Medical Educa- 
tion, the Committee of American In- 
dustry is spearheading a nationwide ap- 
peal to raise $10,000,000 for the countrys 
80 medical schools. Mounting deficits 
are threatening not only the schools’ 
teaching and research programs but also 
their high academic standards. Working 
with Mr. Josephs on the life insurance 
division are these executives: 


Claris Adams, executive vice president, Amer- 
ican Life Convention; O. Kelley Anderson, 
president, New England Mutual;’ Thomas A. 
Bradshaw, president, Provident Mutual; Mor- 
gan B. Brainard, president, Aetna Life; ‘Asa V. 
Call, president, Pacific Mutual; Paul F. Clark, 
president, John ancock; J. Doyle DeWitt, 
president, the Travelers Companies. 

owar : olderness, president, Jefferson 
Standard; Fred W. Hubbeil, president, Equitable 
of Iowa;Holgar J. Johnson, president, Institute 
of Life Insurance; Leland J. Kalmbach, presi- 


dent, Massachusetts Mutual; O. J. Lacy, presi- 
dent, California-Western States; Laurence J. 
Lee, president, Peninsular Life. 

Leroy A. Lincoln, chairman, Metropolitan; 


Powell McHaney, president, General American: 


James A McLain, president, Guardian Life; W. 
O. Menge, president, Lincoln National; Ray D. 
Murphy, president, Equitable Society; "H. Ladd 
Plumley, president, State Mutual; William F. 
Poorman, president, Central Life; E. A. Roberts, 
president, Fidelity Mutual; Frank P. Samford, 
president, Liberty National; Eldon B. Steven- 
son, president, National Life & Accident; George 
W. Wells, president, Northwestern National. 


The National Fund for Medical Edu- 
cation was formed under the leadership 
of President Eisenhower when he was 
president of Columbia University; for- 
mer President Herbert Hoover, Dr. 
James B. Conant, High Commissioner to 
Germany and other educators, university 
presidents and business leaders. Since 
its inception in 1949 the Fund has dis- 
tributed nearly $7,000,000 in unrestricted 
grants to the 80 medical schools. 





Equitable Society Makes 
Medical Dept. Appointments 


Equitable Society has announced the 
promotion of Associate Medical Director 
William J. McNamara to a new position 
in the office of Chief Medical Director 
Norvin C. Kiefer and the appointments 
of Dr. Marc J. Crilly and Benjamin A. 
Silsbee to administrative posts in its 
medical department. The positions are 
in the home office, New York. 


Dr. McNamara’s assignment will in- 
clude liaison work with state and na- 


tional health organizations and serving 
as medical consultant to the society's 
other departments. He joined the Equi- 
table in 1945 as an assistant medical 
director and was advanced to associate 
medical director in 1953. He has been 
with the Society’s bureau of medical se- 
lection. 

Dr. Crilly, who was named assistant 
director of the bureau of medical selec- 
tion, was graduated from New York 
University and received his M.D. at 
Georgetown Medical College, Washing- 
ton. He completed his internship and 
medical residency at St. Vincent’s Hos- 
pital, New York, and St. Catherine’s 
Hosnital, Brooklyn, and did post grad- 
uate work at Bellevue Hospital, New 
York. 

Mr. Silsbee has been appointed an as- 
sociate in the bureau of public health. 
A graduate of Syracuse Universitv, he 
holds a master of education degree from 
Albany State Teachers College and a 
master of public health degree from the 
University of California’s School of Pub- 
lic Health at Berkeley. A former health 
education consultant for the New York 
State Department of Health, he was 
until recently assistant secretary of the 
Public Health Federation of Cincinnati. 


SO - 


General Agent at Mankato 
For Northwestern Mutual 





ROBERT J. McTIGUE 


Robert J. McTigue, assistant director 
of agencies for Northwestern Mutual 
Life, will become the company’s Man- 
kato, Minn., general agent, April 1. 
He will succeed Sam A. Erickson, who 
is retiring from administrative duties, 
but will continue to represent the com- 
pany, according to Grant L. Hill, vice 
president and director of agencies. 

An officer of Northwestern Mutual 
since 1952, Mr. McTigue comes from an 
Iowa family which has five members as- 
sociated with the company. The five, 
which include McTigue’s father, a broth- 
er, an uncle, and a cousin. have _per- 
sonally insured over 4,700 people with 
Northwestern Mutual for a total of near- 
ly $21 million. 

Mr. McTigue became a Northwestern 
Mutual agent in Sioux City, Iowa, imme- 
diately after graduation from Towa State 
College in 1941. He entered the Army 
the following ag and served nearly 
four years at Fort Sam Houston, Texas, 
attaining the rank of Ist lieutenant in 
the Medical Administrative Corps. 

Upon his discharge in 1946, Mr. Mc- 
Tigue joined his father’s Fort Dodge, 
Iowa district agency. The following year 
he moved to nearby Webster City, where 
he continued selling until his appoint- 
ment to the home office staff. A con- 
sistent personal producer, the won many 
company awards and has been featured 
along with the other members of _ his 
family, in the company’s annual agents’ 
convention programs. 

Mr. Erickson will retire after 26 years 
as the company’s Mankato general agent. 
He joined the company in 1919 as a 
part time agent. Under his leadership, 
the Mankato agency which covers 33 
counties, has shown great development. 





L. E. Throgmorton Talks 


Louie E. Throgmorton, vice presideni 
and director of public relations, Republic 
National Life, Dallas, spoke before the 
following groups recently: Annual man- 
agers conference, Texas Power and Light 
Company, Mineral Wells, Texas, Febru- 
ary 9-10; State Municipal Association of 
South os Charleston, S. C., Feb- 
ruary 21; Bay ‘City, Texas, Chamber of 
Commerce, February 25; Durango, Colo- 
rado, Chamber of Commerce, Kiwanis 
Club and Toastmasters Club, March 2-3; 
Natchez, Mississippi, Annual Pilgrimage 
Banquet, March 9; Braniff Airways Man- 
agement Club, Dallas, Texas, March 14: 
and Shreveport, Louisiana, Industrial 
Supervisors, March 15. 

Mr. Throgmorton will speak at the 
observance of the Indianapolis, Ind‘ana. 
Rotary Club’s 50th anniversary, April 19 
He will address the Panhandle Scliool- 
teachers Convention at Pampa, Texas, 


April 7. 
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Highlights of 1954 


By tne EN oF THE YEAR, the Atna Life Affiliated Com- 
panies had almost thirteen million policies, bonds and cer- 
tificates in force, representing nearly every type of insurance 
and bonding protection. 

Total premium income of the four AEtna Life companies 
rose to $708,021,443 in 1954. In the Aitna Life Insurance 
Company, the total amount of insurance in force exceeded 
$14,800,000,000. 

Approximately 3,680,000 employees in business and in- 
dustry — almost six percent of the nation’s working force — 
enjoyed the protection of group life insurance issued by the 
Etna Life’s group department. 


* * * * 


Since “Carol, Edna and Hazel” swept up the eastern seaboard 
and through New England last fall, thousands of people have 
been helped in recovering from the destruction wrought by 
the storms through claim payments made by the Aitna Life 
companies. In all, 43,854 claims totaling $8,233,137 have 
been received as a result of the three hurricanes. 

Large as this amount may seem, it is but a small part of 
the total of $391,267,782 which the four AEtna Life Affiliated 
Companies paid out in claims during 1954, an average of 
more than a million dollars a day. Since organization, the 
companies have paid out to or for their policyholders 
$4,810,867,329. 


* * * * 


Etna's loss prevention services helped make 1954 a safer 
year for millions of people both on and off the job. Aitna 
safety engineers, probing for new ways to prevent industrial 
accidents, succeeded in improving safety practices for thou- 
sands of workers from coast to coast. 

In the public safety field, AEtna’s pioneering work in the 
development of a better and more economical way to teach 
high school youths how to drive, built around the Aitna 
Drivotrainer, was attracting nationwide interest among edu- 
cators and safety authorities. 


* * * * 


Through the investment of premiums, the Aitna Life com- 
panies helped to provide needed dollars to enable the nation’s 
economy to grow. In 1954, a total of $427,000,000 was in- 
vested by the companies in government and private bonds, 
in real estate and mortgages, and in preferred and common 
stocks. 


THE AZETNA LIFE AFFILIATED COMPANIES WRITE PRACTICALLY EVERY FORM OF INSURANCE AND BONDING PROTECTION 
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FINANCIAL CONDITION AS OF DECEMBER 31, 1954 


Aetna Life Insurance Company 


Assets $2,618,969,266.85 
Liabilities 2,413,375,367.96 
Contingency reserve $49,078,510.82 
Capital 30,000,000.00 
Surplus 126,515,388.07 205,593,898.89 





The premium income was $491,963,142. Total insurance in 
force at the end of the year was $14,802,000,000 an increase of 
$1,440,000,000. Assets increased $248,251,687 for the year. 


The Atna Casualty and Surety Company 


Assets $ 303,524,522.17 
Liabilities 216,777,905.96 
Contingency reserve $32,327,243.31 
Capital 6,000,000.00 
Surplus 48,419,372.90 86,746,616.21 





The premium income was $153,146,570. Assets increased 
$48,118,016 for the year. 


The Automobile Insurance Company 


Assets $112,615,063.90 
Liabilities 67,943,509.80 
Contingency reserve $12,845,263.65 
Capital 5,000,000.00 
Surplus 26,826,290.45 44,671,554.10 





The premium income was $53,782,346. Assets increased 
$13,327,087 for the year. 


The Standard Fire Insurance Company 





Assets $ 22,910,168.81 
Liabilities 13,031,663.05 
Contingency reserve $ 2,540,731.62 
Capital 1,000,000.00 
Surplus 6,337,774.14 9,878,505.76 
The premium income was $9,129,385. Assets increased 


$1,824,931 for the year. 


FIRE AND MARINE 
AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 


LIFE AND CASUALTY 
ATNA LIFE INSURANCE COMPANY 
AINA CASUALTY & SURETY COMPANY 
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LAA Eastern Round Table Panels 


Feature “Something For Everyone” 


Panel discussions, which made up the 
bulk of the two-day Eastern Round 
Table of the Life Advertisers Associa~ 
tion at New York’s St. Moritz Hotel, 
March 17-18, were on a practical level 
with “something for everyone.” Chair- 
man of the meeting was Donald E. 
Lynch, director of public relations, Mu- 
tual Benefit Life. Other members of the 
committee were Valmore E. Alcom- 
bright, Berkshire Life; Harry Barsantee, 
Travelers; Goldie Dietel, Equitable So- 
ciety; Paul Duling, Postal Life; J. P. 
Ferguson, London Life; Joseph M. Mc- 
Carthy, Union Labor Life; William K. 
Paynter, Connecticut General. 

In addition to the business sessions of 
the Round Table which were very well 
attended, the meeting included an open- 
ing coffee hour, the luncheon and recep- 
tion. Presiding at the Thursday morn- 
ing meeting was Royden C. Berger, 
Connecticut Mutual; Thursday after- 
noon’s chairman was C. Russell Noyes, 
Phoenix Mutual, while John H. Warner, 
Aetna Life, presided on Friday. All were 
members of the Round Table Com- 
mittee. 

Starting with a discussion on “How 
to Merchandise a Policy,” Thursday 
morning, the Round Table took LAA 
members through the procedures of 
reaching a specific market, direct mail, 
and development of news about a life 
insurance company. Each panel let the 
chairman and members have their “say” 
based on their own company experience 
and wound up with a question and an- 
swer session in which audience partici- 
pation was extensive. 

Leighton G. Harris, manager of Sales 
Promotion, New England Mutual, set 
the stage for the merchandising panel 
by stating, “There seldom arises a pro- 
motional project in life insurance that 
demands such complete cooperation of 
all functions of the advertising and 
sales promotional thinking as the mer- 
chandising of a new policy. To present 
our own formulas, we have developed 
the ‘SPAM’ formula—S for sales aids, 
P for prospecting) aids, A for advertising 
and M for merchandising the plan it- 
self.” 

Interest in this panel was high, prob- 
ably because so many companies are 
currently introducing new policies of 
various kinds. LAA members heard Sen- 
eca Gamble, Massachusetts Mutual, ex- 
plain how his company had tied in a 
national advertising campaign on its ex- 
tra protection policy with direct mail, 
local advertising and agents’ sales pres- 
entations. John W. Kelley, Bankers Na- 
tional presented all of the material pre- 
pared by his company in promoting its 
‘Sumping juvenile” coverage. Dominion 
of Canada’s sales kit on the Coronet 
return of premium plan was illustrated 
by Arthur Morison, while Leonard J. 
Watson, Security Mutual dealt with the 
Compilator programing plan. 

Highlights of this panel were the con- 
firmation of the trend toward introduc- 
ing a new policy in a full-fledged cam- 
paign including national advertising and 
a Comprehensive sales kit, the renewed 
interest in individualized exhibit forms 
for new policies, and the extent of local 
merchandising of national ads. 


Reaching a Specific Market 


The various aspects of “How to Reach 
a Specific Market” were explored by 
four panelists: Alfred G. Whitney, Re- 


search Associate, LIAMA; Donald 
Armstrong, Marketing Analyst, New 


York Life: Harvey Kesmodel, Jr., Sun 
Life; and William E. Matthews, execu- 
tive assistant to the media director, 
Young and Rubicam Advertising Agency, 
New York. Moderator of the panel was 
Walter M. Harrison, Jr., Travelers. 
Mr. Whitney reported on preliminary 
findings of a continuing “buyers’ study” 
being conducted by LIAMA into the 


Ordinary life market. The study in- 
volves 4,303 sample policies from 68 life 
insurance companies and has as its ob- 
ject gaining quick reports on buyers’ 
activities so that significant trends may 
be discovered and utilized. Mr. Arm- 
strong outlined the need for defining 
one’s market for life insurance sales. 
He pointed out that this involves finding 
out where people are concentrated nu- 
merically and where the greatest con- 
centration of income is located. For in- 
stance, he said, 211 counties account for 
two-thirds of the people and income in 
the national total of 3,032 counties. 

Mr. Kesmodel spoke of the results 
gained in Sun Life’s 13-week advertising 
and sales promotion campaign conducted 
in Indianapolis. Objectives of the drive 
were to secure manpower and to secure 
acceptance of the company’s name. The 
company sponsored radio programs 
stressing local activities and placed a 
600-line newspaper advertisement once 
a week for the 13 weeks and was highly 
successful. Mr. Matthews chose as his 
theme the “most efficient and economical 
use of the major advertising media to 
advertise life insurance.” He _ pointed 
out that by their nature magazines give 
a clearer index as to the social position, 
age and income status of readers. Other 
media, including newspapers, are more 
local in direction. 

Moderated by Charles E. Ferree, New 
York Life, Thursday’s panel “How to In- 
duce More Agents to Use Direct Mail,” 
featured panel members Thomas I. Mc- 
Cord, Penn Mutual; Douglas J. Als- 
paugh, Aetna Life; L. Russell Blanchard, 
Paul Revere Life; and Ernest Stenquist, 
Prudential. Mr. Ferree gave an account 
of some of New York Life’s direct mail 
experience. He said that the agent’s 
interest in direct mail begins with the 
branch manager. Through bulletins and 
letters dealing with success stories of 
direct mail users, the managers “realize 
they’d be foolish not to push it,” Mr. 
Ferree said. A program should be fresh 
and geared to the market and to the 
field force, he added. 

Penn Mutual’s system of compulsory 
direct mail is part of a “career guide 
plan,” Mr. McCord told his audience, 
and has increased volume of first-year 
men by $30,000 per man in the first year. 

At Aetna, Mr. Alspaugh said, direct 
mail is plugged hard in the recruiting 
process. The new man is shown the 
company’s direct mail bureau on his first 
day in the home office; he receives sam- 
ples of all letters, plus testimonials from 


people who have made a _ success of 
direct mail. Mr. Stenquist remarked 
that “a simple, efficient method of 


record-keeping is the cornerstone of his 
company’s direct mail system.” He added 
that record-keeping should be the job of 
clerical help, who thus keep up a run- 
ning test on all material being used. 
He said that in three years the number 
of Prudential agents using direct mail 
jumped from 40 to 75%. 

To maintain interest in direct mail at 
Paul Revere Life, “sales” of direct mail 
letters are conducted periodically and 
agents are permitted to use the service 
at reduced rates, Mr. Blanchard said. 
The device has succeeded in gaining 
greater participation and increasing the 
number of agents who become regular 
direct mail users; it has also met with 
almost universal approval of general 
agents in the company, he said. 

The final panel discussion of the meet- 
ing was conducted by Dudley B. Martin, 
director of press relations, Institute of 
Life Insurance, and was full of construc- 
tive tips on placing life insurance news 
stories. For example, William K. Payn- 
ter of Connecticut General pointed out 
that often a local angle for news about 
an agent’s achievements can be found 
in the small town where he lives rather 
than in the large city where he works. 
Mr. Paynter urged LAA members to 
send their news and feature stories to 


Slattery Effective in 
Prestige Building Talk 


SPEAKER AT LAA LUNCHEON 


Eastern Round Table in N. Y. Well 
Attended; Thiemann Reports 423 
Members; Tribute to Hendershot 


The Eastern Round Table luncheon of 
the Life Insurance Advertisers Associa- 
tion, held on the first day, March 17, of 
its New York meeting at the St. Moritz 
Hotel, attracted a sizable attendance 
and was a perfect setting for D. Bobb 
Slattery, vice president of Penn Mutual 
Life, to address the group on “Building 
Prestige for the Life Underwriter.” 

Don Lynch, Mutual Benefit Life, 
chairman of the Eastern Round Table, 
welcomed “Bob” Slattery not only as 
the luncheon guest speaker but as a 
charter member of the LAA who served 
as its president in the late 1930's. 

Lewis B. Hendershot, director of sales 
promotion and an officer of Berkshire 
Life of Pittsfield, was given well de- 
served recognition at the luncheon. It 
will probably be his last LAA appear- 
ance as a Berkshire officer as he retires 
from that company in September after 
many years of loyal service. “Hendy” 
is also a past president of LAA and 
one of its wheel-horses—always ready 
to do a job, always dependable and 
cheerful. He and Mrs. Hendershot, also 
at the meeting and one of LAA’s fa- 
vorite wives, were warmly told by chair- 
man Lynch that they would always be 
welcome at future LAA meetings. 





Thiemann Gives Progress Report 


A. H. Thiemann, second vice president 
of New York Life, in his capacity as 
LAA president, gave a brief but impres- 
sive “progress report.” In its new ros- 
ter, to be ready soon, a total of 423 in- 
dividual LAA members representing 214 
companies are shown, he said. They 
come from 42 of the 48 states, from 
U. S. possessions, the five Canadian 
provinces, and even from Japan and 
Thailand. 

Mr. Thiemann said that one of the 
unique features of LAA was the “un- 
usual willingness” to cooperate which 
exists among its members. He had par- 
ticularly in mind the exchanging and 





small town papers whenever possible, 
and never to overlook the local angle. 

As a contrast, John W. Tierney of the 
Travelers reported for the panel on the 
big company stories that are appropri- 
ate for wire service distribution. He ad- 
vised that company publicity people 
place stories with the wire services used 
by radio stations as well as the press 
associations. Another advocate of radio 
publicity efforts on the panel was Bruce 
Fouche of the Institute of Life Insur- 
ance. He emphasized that radio news 
programs have a high listenership rate, 
despite the inroads of television. Mr. 
Fouche also said that television stations 
were an excellent distribution source for 
company films of a public service nature. 

Panel member Marvin Kobel of the 
Metropolitan (substituting for Jerome 
V. Leary) discussed news stories and 
their development, especially for house 
organs and the trade press. Mr. Martin 
declared that press relations people can 
do the best job for their companies the 
more they can persuade top manage- 
ment to keep them posted on develop- 
ments in the companies and in the busi- 
ness as a whole. But this situation re- 
sults only when the public relations 
man has earned management’s_ confi- 
dence by repeated evidence of good 
judgment, earnest manifestation of a 
desire to learn all about a company’s 
operation, and the maintaining of en- 
thusiasm for the services performed by 
life insurance. 


sharing of ideas and friendships formed 
from personal contacts made at various 
meetings. “Our most important single 
asset is this opportunity to exchange 
ideas on a friendly basis,” said Mr. 
Thiemann, “and it enables all of us to 
do a better job for our companies.” 

He also touched on the outstanding 
exhibits of company material which are 
put on display at the annual meeting. 
He gave Don Lynch and his committee- 
men commendation for their excellent 
job in program planning for the Eastern 
Round Table, one of LAA’s biggest re- 
gional gatherings. 


Slattery on Prestige Building 


“Bob” Slattery had an attentive audi- 
ence for his address on “Prestige Build- 
ing for the Life Underwriter” as LAA 
people in their respective company jobs 
consider prestige building as part of 
their responsibility. Mr. Slattery said at 
the outset that the all-important person 
in the building of a life insurance com- 
pany is the career underwriter who is, 
with his own prospects and clients a 
symbol of the company and a represen- 
tative of the institution of life insur- 
ance. “Prestige,” he said, “is the result 
of performance and will make its con- 
tribution only after the agent has made 
his, yet I feel sure we have not been 
properly organized to bring this most 
productive asset into its fullest capa- 
bilities. We must do everything within 
our power to help build the prestige of 
the individual life underwriter—this man 
or woman who is in the front line dis- 
tributing life insurance. 

“My plea is not primarily for the top- 
flight producers for they have, through 
their ability and production accomplish- 
ments, achieved prestige. However, | 
believe that many outstanding general 
agents, managers and top-flight produc- 
ers are not good publicity men for them- 
selves. Although they may have a keen 
scent which will quickly detect a pros- 
pect, they do not have a sense of the 
time for and value of news. Therefore, 
if we are organized to build prestige for 
the individual, it should also be helpful 
to some of the better-than-average pro- 
ducers as well as to our average under- 
writers.” 

Mr. Slattery pointed out that there is 
much talk today of the career life un- 
derwriter. He felt that a man _ should 
not be brought into the business unless 
the general agent or manager and the 
company, through various aptitude tests, 
are firmly convinced he has a better- 
than-average chance of success. “If all 
parties are agreed,” he said, “that this 
individual is well qualified to represent 
the company and the institution, then, 
because we are proud of him, every 
means should be taken to advise the 
insuring public of our convictions.” 


“Men of the Year” Designation 


As an example of one thing that can 
be done, Mr. Slattery displayed a_bro- 
chure which is used by Penn Mutual. 
“Each general agent,” he _ explained, 
“nominates his ‘Man of the Year’—the 
underwriter who has done the best all- 
around job, not necessarily the biggest 
producer. The ‘Man of the Year’ in each 
agency is supplied with 500 of these 
folders for mailing to his clients or 
prospects. 

“When a recruit joins the Penn Mu- 
tual, 200 announcement cards and en- 
velopes are sent to him for addressing 
and he is given 250 business cards. Im- 
mediately after he pays for his first 
$100,000 of business the company pro- 
vides him with 250 letterheads and en- 
velopes—the quantity of the supply from 
then on is dependent upon a graduated 
scale of production. 

“We know that it is difficult or well- 
nigh impossible to get personal publicity 
for the new agent in the big city daily, 
but many underwriters live in suburban 
communities most of which have local 
weeklies. There are more small towns 


in this country than big cities, so we 
should be organized to see that the new 
agent will get a write-up.” 

The speaker then emphasized that ad- 
vertising or prestige-building of = ‘a 
that 1 


“should be so. geared 
(Continued on Page 14) 
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is for breakfast 


A well-balanced breakfast is needed every day, even 
if one is overweight. After going without food for 12 
hours or longer, a hearty breakfast is required to re- 
new energy and sustain efficiency. Have a breakfast 
of foods that provide both proteins and calories. 











is for regular foods 


Vital body processes, such as the regular beating of 
the heart and proper functioning of the thyroid gland, 
depend upon foods that supply essential vitamins 
and minerals. A proper diet provides all the vitamins 
and minerals necessary to keep body organs working 


properly. 


is for weight control 


It is best always to eat just enough of the right foods 
to keep your weight at the level which the doctor 
recommends. If one tends to put on excess pounds, 
it is wise to cut down on weight-producing foods. 














is for variety 


Variety is the most important factor in good nutrition. 
No single food has any “magic powers” healthwise. 
So, for good nutrition and good health, select daily 
meals from a wide variety of vegetables, fruits, milk, 
meats and cereals. Good nutrition also helps control 
weight. 





is for energy foods 


Energy for work, play and all other activities comes 
from carbohydrates. To make the best use of these 
foods, proteins, vitamins and minerals are also neces- 
sary. Energy foods are especially needed for growing, 
active children and adults who do heavy labor. 





is for protective foods 


The most important of these are the proteins. High- 
quality proteins come from milk, cheeses, meats, fish, 
fowl and eggs and supply many essential substances 
for the upkeep and repair of bones, blood, skin and 
other parts of the body. 








COPYRIGHT 1955— METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison AvENuE, NEw York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000 000 including Coll er’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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Columbus Agency Manager 
For Home life of New York 


Pach Bros.. N. V. 

DANIEL J. BRENNER 
Daniel J. Brenner has been named 
manager of the Columbus, Ohio agency 
of Home Life of New York. He for- 
merly was an agency field assistant in 
John H. 


and manager of 


the company’s home office. 


Evans, vice president 
agencies, announced the appointment. 


Mr. Brenner joined Home Life’s Pitts- 


burgh agency as a producer in 1945. 
Following a successful period of client- 


building through “Planned Estates,” the 


company’s service for owners of life 
insurance, he was named assistant man- 
1951. Mr. Brenner was ap- 


pointed an field assistant last 


ager in 
agency 
September. 

A native of McKeesport, Pa., the new 
Columbus manager has been active with 
the National Association of Life Un- 
derwriters, Pittsburgh Life Trust Coun- 
cil, and the Lions. 

Mr. Brenner is the third Home Life 
manager to come out of the company’s 
Pittsburgh agency. William T. Bolton 
was named manager in Syracuse in 1949 
and Ray E. Phillips in Chicago in 1952. 





Webb Made Chairman 


G. Stanley Webb has been made chair- 
man of Stone & Cox, Ltd., publishers of 
insurance books and journals since 1920. 
Born ine England Mr. Webb came _ to 
Canada following World War 1 and 
joined Stone & Cox 35 years ago. He 
became vice president in 1923 and vice 
president and managing director in 1944. 
In 1950 he was elected president, suc- 
ceeding Mrs. F. Cox, widow of the late 
Charles Cox, founder of the firm. 

John S. Wyndham is vice president 
and managing director and M. Douglas 
Fitzmaurice, director of sales, has been 
elected a vice president. 

> 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 




















ESTATE PLANNING MEETINGS 





Will Be Held in Des Moines April 18-19; 
Experts in Estate Planning Field 
Will Participate 

The National Estate Planning Institute 
of Des Moines announces the program 
of its meetings April 18-19 in Fort Des 
Moines Hotel of that city. Some prin- 
cipal experts in the estate planning field 
will participate. They include Robert J. 
Lawthers, director of benefits and pen- 
° H + ~% 
sion business, New England Mutual; 
Laflin C. Jones, executive assistant, 
Northwestern Mutual; Kenneth I. Todd, 
trust officer, Valley National Bank, 
Phoenix, Arizona; and Joseph Tracht- 
man of Trachtman and Wolf, New York 
law firm. 

Mr. Lawthers, a student of tax law 
for 30 years has lectured considerably 
on the problems of estate planning. 
Articles by him have been published 
by “Taxes, the Tax Magazine,” “The 
CLU Journal,” and “The Virginia Ac- 
countant.” Mr. Jones has had wide ex- 
perience in the home office field and is 
also author of the insurance dramas 
which are performed annually at the 
field convention of the company each 
summer in Milwaukee. Mr. Trachtman 
is author of the book, “Estate Plan- 
ning,” published by American Bar Asso- 
ciation and Practicing Law Institute. 


Sun-Life Trophy Winners 

A. V. Fortye, branch manager for Sun 
Life of Canada in Hawaii, has been 
named winner of Sun Life’s President’s 
Trophy. This constitutes Mr. Fortye’s 
seventh victory in the 14 years the 
trophy has been in competition among 
the 43 Sun Life branches in the United 
States and he will head Sun _ Life’s 
United States Managers’ consultation 
committee for the next 12 months. In 
second place, and vice chairman of the 
committee is P. E. Drury of Baltimore 
branch who was in fifth place last year. 
R. D. Ekblad of Houston, L. V. Drury 
of Philadelphia and J. D. Siner of Wil- 
mington ranked third, fourth and fifth 
respectively and each is also a repeating 
member from last year’s committee. 

Sun Life Co. also announced the 
selection of K. Matsuo, unit supervisor, 
Hawaii, as this year’s winner of the 
Director of Agencies’ Trophy, awarded 
annually for the best unit management 
in United States divisions. 

H. H. Earl, district Group manager of 
Sun Life of Canada in Boston, has been 
named winner of the President’s Group 
Trophy. The President’s Group Trophy 
is awarded annually on the basis of work 
accomplished in the Group field. By 
reason of his win, Mr. Earl becomes 
chairman of the Sun Life’s Group 
Managers’ Consultation Committee. 











“CORNERSTONE” SPECIAL 


A program built around our new PREFERRED WHOLE 


LIFE contract will mean more money for you, and more 


savings for your client. 








20 YEAR SUMMARY $7,500 POLICY 











FEATURES Assuming Dividends Taken in Cash 
ie Aer Ase | Anot | Ist Yeor | Average Annual 
* Low Net Outlay 7 ee at Issue Premium Dividendt Over 20 Yearst 
* Substandard, Too 25 $126.83 | $15.98 $101.18 
* $7,500 Minimum 35 173.25 24.23 136.35 
% Regular Commission - 246.98 32.33 198.45 














tThis is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1955. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE * CHICAGO °* 
HONOLULU * LANSING * LOS ANGELES °¢ 
PORTLAND * SAGINAW * 


CINCINNATI °¢ 
NEWARK ° 
SAN FRANCISCO °¢ 


CLEVELAND ¢ DETROIT °¢ 
PHILADELPHIA °¢ 


SEATTLE °¢ 


HARTFORD 
PITTSBURGH 
SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


Retired Secretary of 
Los Angeles Assn. Dies 


JOSEPH CHARLEVILLE 


Joseph Charleville, 71, managing direc- 
tor of the Los Angeles Life Insurance 
Managers Association, Inc., and retired 
executive secretary of the Life Under- 
writers Association of Los Angeles, died 
at his home in Pasadena last week. He 
was one of the best known life associa- 
tion secretaries in the country, and at- 
tended all conventions of NALU, partici- 
pating particularly in the proceedings 
of the Executive Secretaries Association. 
In 1953 he was Will G. 
Farrell Trophy, given by the Los An- 
geles Chamber of Commerce, to the life 
insurance man in the city who has ren- 


awarded the 


dered notable civic service outside his 
duties. 
He is survived by his widow, Mrs. 


Marida Charleville, who was his chief 
assistant in handling details of associa- 
tion affairs, and who accompanied him 
to many of the NALU conventions. 





Occidental Awards 


Occidental Underwriters of Hawaii, 
Ltd., and the Carl L. DeVries and As- 
sociates agency, were presented agency 
qualification awards at Occidental Life 
of California’s Top Club convention, 
Palm Springs, Calif., recently. 

Occidental Underwriters of Hawaii, 
headquartered in Honolulu and _ headed 
by Larry T. Kagawa, qualified 56 agents 
to receive the award for the agency 
qualifying the highest percentage of 
agents for the western regional and 
Top Club conventions combined. 

The award for qualifying the largest 
percentage of agents at the Top Club 
convention itself went to General Agent 
Carl L. DeVries organization in Los 
Angeles. 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


Ill. 
32 Court Street Brooklyn 2, N. Y- 
TRiangle 5-7362 
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HEARD On The WAY 








Conventions being held this week, or 
scheduled to be held at the Belleview- 
Biltmore Hotel, Belleair, Florida, are 
these: 

Mutual Benefit Life—March 20-23. 

Aetna Life, Group division—March 
23-26. 

Travelers general agents’ conference— 
March 26-30. 
American 
March 27-30. 
American 

30-April 6. 

Massachusetts Mutual southern re- 

gional convention—April 24-27 


United Life managers— 


United Field Club—March 





Charles Reade Dent, who died in Tor- 
onto recently in his 86th year, had a 
unique record in the annals of Canadian 
life insurance, having been closely iden- 
tified with the affairs of Confederation 
Life Association for nearly 70 years. 
Appointed to the nine-man head office 
staff at 15 Toronto Street, in 1886, he 
was secretary from 1924 until he “re- 
tired” in 1937 to write a history of the 
company. Elected to the board of di- 
rectors in 1943, he attended the 83rd 
annual meeting as recently as January 
25, when he had his photograph taken 
with a group of young staff members 
who will be moving to their new head 
office in June. Born October 3, 1869, in 
Ayr, Ontario, he was the son of the 
noted Canadian historian, John Charles 
Dent, author of “The Last Forty Years” 
and other works. He became the first 
editor in 1903 of Confederation Life 
Bulletin, one of Canada’s oldest com- 
pany magazines. He was appointed in- 
spector of branches in 1914. In his long 
connection with the company he fol- 
lowed the example of John Kay Mac- 
donald, the man who founded it in 187! 
and guided its destiny for 56 years. 





Contract has been set for erection of 

three signs “Jefferson Standard Life” 
atop Jefferson Standard Life’s 17-story 
home office building in Greensboro. One 
sign is to face north, one south, and the 
other west. Each of the three signs 
is to be 106 feet, 9 inches long by 8 feet 
high. Specifications call for metal letters 
with corrugated “Plexiglass”. facing to be 
lighted with neon tubing, 
_ Jefferson Standard’s home office build- 
ing is situated on Jefferson Square in 
the heart of Greensboro’s business sec- 
tion, 

Contract for construction of the signs 
has been awarded to Cole - Council Sign 
Company of Greensboro. C. Hart- 
man is the architect. Work is to start 
immediately and plans call for complet- 
tion of the project in 90 days. 





Erwin A. Rode, who has been elected 
assistant comptroller of The Prudential, 
is a native of Lodi, Cal. He studied at 
University of Manitoba and University 
of. Redlands. At latter college he re- 
ceived a B.A. degree in 1942. 

During World War IT, Mr. Rode was 
a major in the Army Air Forces serving 
as a meteorologist. He joined The Pru- 
dential in Newark in 1948, became junior 
actuarial assistant in 1949, actuarial as- 
sistant in 1950 and senior actuarial as- 
Sistant in March, 1951. He became as- 
sistant actuarial director in October, 
1951. A Fellow in Society of Actuaries, 
he has two sons, 


Uncle Francis. 





John R. Mage Honored 


lohn R. Mage, general agent, North- 
Western Mutual Life, Los Angeles, has 
heen honored by the receipt of the 
Farrell Award. This is given to the 
Person who has done most for civic and 


charitable progress in the Los Angeles 
area, 


Prudential Field Changes 

On April 1 The Prudential will estab- 
lish a new agency at Paterson, N. J., 
under Donald A. King and reorganize its 
agency at Hackensack, N. J., under C. 
Jordan Kreutzer, according to an an- 
nouncement by Sayre MacLeod, CLU, 
vice president. 

Mr. King will take over his new duties 
as manager of the Paterson organization 
after having served as associate manager 
in charge of the Hackensack agency's 
branch office there since 1952. The branch 
will become a full-fledged agency, con- 
centrating on the further development of 
business in Passaic, Sussex and Warren 
Counties. ; 

Mr. Kreutzer leaves the post of man- 
ager of the company’s Murray Hill 
(N. Y.) agency to take charge of the 
Hackensack Agency. He succeeds Dun- 
can A. Macfarlan, recently named di- 
rector of agencies for Prudential’s south- 
central home office at Jacksonville, Fla. 

The company has not as yet named a 
successor to Mr. Kreutzer at Murray 
Hill. r : 

Under Mr. Kreutzer’s direction, the 
Hackensack agency will develop the 
Rockland County, N. Y., area as well as 
continue its present activities in Bergen 
County, N. J. 





Newark Ass’n Meeting 

Robert L. Walker, CLU, of Orlando, 
Fla., president of the National Associa- 
tion of Life Underwriters, and Charles 
R. Howell, newly appointed Commis- 
sioner of Banking and Insurance, for 
the state of New Jersey, were a double 
feature program for the Newark As- 
sociation of Life Underwriters meeting 
on March 16. 

Mr. Walker pointed out to the local 
association that New Jersey ownership 
of life insurance differs markedly from 
that in the country at large in a very 
interesting way. The most recent fig- 
ures show about two-thirds of life in- 
surance benefit payments in New Jersey 
going to living policyholders. In the 
country as a whole, the figure is more 
than half, but definitely lower than in 
the state. This may reflect New Jersey’s 
appreciation of life insurance as a source 
of retirement income. 

Mr. Walker also discussed national 
problems in the life insurance business. 
He pointed out that the public accept- 
ance of the business and of the life 
underwriter is very high. It can be kept 
high only by a continued adherence to 
principles of safety, trusteeship and con- 
cern for the public good. 

Commissioner Howell invited the local 
life underwriters to make their opinions 
known to him on any current industry 
problems. 





Kirkpatrick Warns on 
“Giving in a Little” Policy 


A. L. Kirkpatrick, insurance manager 
of the U. S. Chamber of Commerce, ad- 
dressed the insurance membership group 
of Union League Club of Chicago last 
week at a luncheon gathering of 100. 
He was enroute home from a west coast 
trip where he addressed the ‘Fire Un- 
derwriters Association of the Pacific. 

In compliment to the speaker there 
were three head tables of headquarters 
men of insurance organizations including 
Claris Adams of Washington, executive 
vice president of American Life Conven- 
tion. Mr. Kirkpatrick was introduced by 
Chase Smith of the Kemper Companies 
who is chairman of the insurance com- 
mittee of the U. S. Chamber. 

Mr. Kirkpatrick was attentively heeded 
as he warned against a policy of giving 
in a little to buy off maximum unpleas- 
antness. This is exemplified by those 
who would condone moderate expansion 
of social security benefits every few 
years. He voiced the belief that such 
assent to erosion of the tablet of sound 
rules will result in eventual obliteration 
of the rules. 


N. Y. Life Underwriting 
Change for Test Pilots 


New York Life is now offering life 
insurance with full aviation coverage for 
the face amount to production-line test 
pilots. Formerly, such pilots were offered 
policies only with an aviation exclusion 
clause. Now full coverage is 
offered for an extra premium of $10 
yearly for each $1,000 of life insurance. 
Such coverage will be available for 
amounts up to $25,000. 


aviation 


in Pacific Mutual’s 
FIELD 
LEADERSHIP 


is pin-pointed by 
Maurice F. Bradley 
(Merced, California) 
as the motivating 
factor in his 13-year 
achievement of top 
rank in the Big Tree 
Leaders Club, his 9- 
year attainment of 
the National Quality 
Award, and his plac- 
ing of more than ten 
million dollars of 
protection since the 
start of his career. 
Says Bradley. “Qual- 
ity leadership. con- 
stantly supplied by 
my General Agent, 
Charlton Standeford, 
has kept me contin- 
uously on the track.” 


Quality is the dom- 


inant objective in all 
Pacific Mutual field 
procedures. 
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LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE since 1868 + ACCIDENT Since 1885 
SICKNESS Since 1904 = RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 














NOW... a 


‘‘do-it- yourself?’ 


GROUP INSURANCE 





Robot 


makes it possible for YOU to: 


PLAN your group sales activity 
SELL your own prospective clients 
UNDERWRITE your own groups 


BIND your own cases without delay 


Get the facts on this self-serv- 
ice underwriting kit that en- 
ables YOU to cash in on big 
Group premium commissions. 
+  SALES-ROBOT simplifies 
Group selling ... gives you 
the tools you need to “quote 
on the spot”... places YOU 
in this lucrative field. 


Stop groping... 
start GROUPING! 


Write now to your 
U. S. Life general agent or to 


Uta Siaras 
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| The United States Life Insurance Co. ‘ 
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Case Study of Philippine Amer. Life 


In the belief that the Philippine Amer- 
ican Life Insurance Co. of Manila has 
dramatically and profoundly demon- 
strated how a foreign-owned company in 
the Philippines can advance its own 
interests by sincerely identifying its ob- 
jectives with the aspirations of the Fili- 
pino people and contributing its share 
to national progress and welfare Na- 
tional Planning Association of Washing- 
ton has published a case history of the 
company. Case studies by National 
Planning Association are made possible 
in part by funds granted by the Car- 
negie Corporation of New York and by 
the John Hay Whitney Foundation. 

A large investor in the Philippines, 
the company has since 1950 concentrated 
on real estate ownership and the man- 
agement and development of its proper- 
ties. The company is known throughout 
the Philippines for its commercial-indus- 
trial buildings; and for its housing 
projects for middle-income families—a 
form of investment unique among insur- 
ance companies outside the United 
States. 

In the life insurance field, the report 
states, Philamlife is the leading life in- 
surance company in the Philippines, ac- 
counting for nearly half the total number 
of policyholders on the island, and about 
40% of the total business in force. 
While Philamlife is almost entirely 
owned by American Life Insurance Co. 
of Delaware, a member of the American 
International insurance groups, it oper- 
ates solely in the Philippines under 
Philippine laws and regulations and is 
staffed with the exception of four execu- 
tive posts by Filipinos. 

The policyholders of the company are 
drawn from the medium income groups. 
In suburban areas they are usually small 
independent businessmen, professional 
and salaried workers between 25 and 30 
years of age; in rural areas, small land- 
professional workers and school 
teachers. The amount of life insurance 
carried by the average policyholder is 
slightly less than his annual income— 
an amount that compares favorably with 
the average coverage in the United 
States. 

The report points out that for the 
most part Filipinos view life insurance 
as a method of saving with contingency 
as a secondary benefit. More than 90% 
of all Philamlife individual policies are 


endowment plans, with the 20-year en- 
dowment by far the most popular. 


Formed in 1947 


The ping American Life was 
formed in 1947, but its acquisition of 
the considerable sales force in the 
Philippines of the locally inactivated 
Unjted States Life of New York gave 
it a fast start. The United States Life 
Insurance Co. is one of the C. V. Starr 
worldwide insurance interests. 

By the end of 1953 it had 120,000 poli- 
cies in force for $175 million dollars. 
Compared to Philamlife, the next largest 
active company wrote about a third as 
much new business in 1952. 

The United States Life had done busi- 
ness in the Philippines for a number of 
vears before the war. In July, 1945, be- 
fore the Pacific war had ended, this 
company was the first to resume opera- 
tions in the Philippines. Because of the 
postwar conditions in the Philippines, 
which. were exceptionally favorable for 
the sale of life insurance, the United 
States Life operation had been imme- 
diately successful. Nevertheless, in early 
1947, it was decided by the Starr inter- 
ests to stop the United States Life 


lords, 


operations in the Philippines and to start 
an entirely new company, incorporated 
under Philippine law, doing its business 
and making its investments almost ex- 
clusively in the Philippines. 

In the Philippines the company pio- 
neered in Group life insurance and Group 
surgical and hospitalization insurance; 
in direct management df investment 
properties, which is most spectacularly 
illustrated by the company’s housing 
projects; pioneering in non-standard 
insurance especially on Armed Forces 
personnel; and in non-medical issuances. 

The company started the housing ac- 
tivities with two pilot projects of about 
50 dwelling units each in small towns. 
Its big project, the Quezon City devel- 
opment near Manila, will eventually 
have 600 units as well as its own shop- 
ping center, health clinic, community 
center, school, church. park, and a num- 
ber of playgrounds. The houses will be 
for sale at reasonable monthly payments 
over a period of 10 to 15 years, with 
virtually no down payment. Title will 
not pass to the buyer until payment is 
completed, but after five years of oc- 
cupancy and steady payment, he will 
acquire an equity in the property. The 
houses—all of the same basic design 
but varied in appearance—are exception- 
ally attractive. The company has been 
mobbed by would-be buyers. 


Commercial-Industrial Buildings 


The company’s commercial-industrial 
buildings are designed and built for 
long-term tenants of high qualifications 
with leases running for approximately 
20 years. By that time the company 
expects that most of its original invest- 
ment in buildings will have been amor- 
tized, while the value of its land hold- 
ings will have increased. 

Philamlife’s present commercial-indus- 
trial program involves eight major proj- 
ects of which three are completed and 
two are under construction, and three 
are in the planning stage. 

Building a Home Office 


Philamlife is building for itself as well 
as for others. It has bought sites for 
a new home office building and for two 
branch offices. Other branch offices will 
follow. The new home office building 
will cost about 10 million pesos—about 
the same as the cost for the Quezon 
City housing project. It is being built 
on a booming new business street whose 
development has been helped along by 
Philamlife projects, and where land val- 
ues have increased commensurately. 





Time Finance Places Notes 


With Mutual of New York 

Time Finance Co., of Louisville, Ky., 
has placed $2,000,000 of 4%4% subordi- 
nated notes, due in 1965, with Mutual 
Life of New York. Proceeds of the is- 
sue will be used to retire presently out- 
standing debentures and ‘for additions to 
working capital. 

Time Finance Co., originally known as 
Domestic Finance Corp., has been in 
operation since 1932. The present name 
has been in use since 1939. Engaged in 
the consumer finance business, the com- 
pany has its executive office in Louis- 
ville and operates 47 branches in IIli- 
nois, Indiana, Kentucky, Minnesota, 
Ohio, Virginia and West Virginia. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





Slattery, Thiemann Talks 


(Continued from Page 10) 


causes him to constantly progress. He 
must be ever improving his knowledge 
of the business—and here we have a 
great opportunity to let his clientele 
know that he is becoming better equip- 
ped to serve. What a wonderful job the 
LUTC courses are doing! After comple- 
tion of the course the general agent, or 
perhaps the local life underwriters’ as- 
sociation, could get letters out to pros- 
pects and clients advising them the un- 
derwriter has taken another step upward 
in ability to fill the needs of the insuring 
public. 

“Of course, the ultimate aim of the 
career underwriter is the securing of his 
CLU designation. When this coveted 
goal is reached, every available means of 
prestige-building should be used.” 


Encourage Community Work 


Mr. Slattery brought out that an agent 
can enhance his prestige in the com- 
munity by doing his share of the com- 
munity work. “I said his share—it 
should not be veiling nor underdone. 
His prospects will recognize his contri- 
bution, and we all have certain obliga- 
tions to better our communities,” he 
continued : 

“Through consideration, thoughtful- 
ness and affection for his fellowman, the 
underwriter can build his own personal 
prestige. In my opinion, birthday cards 
at low cost should be supplied to the 
agent and he should be urged to send 
birthday greetings to his clients and 
prospects. If we could sell ourselves on 
the value of writing short notes of con- 
gratulation on anything worthy of atten- 
tion that has happened to either an in- 
dividual or any member of his family we 
would find these have tremendous value. 

“My sincere hope is that a part of the 
thinking of organizations within our 
business—such as the Life Advertisers 
Association, the Institute of Life Insur- 
ance and the Life Agency Management 
Association—as well as company agency 
departments, general agents and mana- 
gers, will be concentrated on developing 
more and more efficient means of build- 
ing prestige for the life underwriter. 
You should carefully plan and set up the 
mechanics for following through to see 
that he does secure the benefit of this 
thinking. The new agent will then be 
ever on the alert to improve his know- 
ledge, his service and his production; 
will continually grow in stature and gain 
in authority or importance based on 
past achievements.” 

The speaker’s closing thought was 
that “our companies will grow, progress 
and perform their services more effi- 
ciently through improving our field rep- 
resentation. So, as we help to improve 
the prestige of our present and future 
life underwriters we are helping to 
build not only our companies but, more 
important, to build men.’ 





private parties and meetings. 





EMIL'S FINE RESTAURANTS 
Member of Diner’s Club, Gourmet’s Club and Trip Charge Systems 


23 Park Row near Ann St. (look for Blue Canopy). 
Bar open till midnight—Mon. thru Fri. 


For special parties—Phone WOrth 2-2514. 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Digby 
4-2348. Open till 8 P.M. Monday thru Friday. Second floor available for 


Luncheon, Dinner. 








versity of Utah. 
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COMPETITION? 








Don't Waste Time 
"Shopping" .. . Make 


SAMUEL D. ROSAN 
AGENCY, INC, | 


Your One-Stop Super 
Market for Life 


76 William St., New York 5 
WH 3-7680 


CONTINENTAL ASSURANCE CO. 
Chicago 














Salt Lake City Manager 
For Bankers Life of Iowa 





WILLIAM G. DOKOS 


William G. Dokos, CLU, has joined 
Bankers Life of Des Moines, as mana- 
ger of the Salt Lake City agency. For- 
merly with Northwestern Mutual, Mr. 
Dokos succeeds John B. Hover, who re- 
signed, 

Born in Salt Lake City, Mr. Dokos 
attended the University of Utah and 
graduated from elementary and _ high 
school there. From 1937 to 1941 he was 
supervisor of a grocery store chain. He 
became an agent for New York Life, 
February, 1941. His service with New 
York Life was interrupted by a_ two- 
year tour of duty with the U. S. Air 
Corps. 

In January, 1945, he was appointed 
Salt Lake City branch manager for 
Standard Insurance Co. of Portland, 
Ore. During 1948 and 1949 he owned and 
operated a drug sundries store in Wick- 
enburg, Ariz. In January, 1950, he joined 
Northwestern Mutual as a special agent. 
Specializing in estate planning and busi- 
ness insurance, he has written over hal 
a million in personal production for the 
past several years. : 

Having attained a CLU degree im 
1950, he taught CLU courses in 1951-52 
at the Extension Division of the Uni- 
During 1952-53 he 
taught advanced LUTC courses for the 
Salt Lake City Life Underwriters As- 
sociation, 
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Prudential Conferences 
For District Agencies 


The Prudential’s district agencies de- 
partment will be host to more than 700 
sales representatives from Connecticut 
and parts of New York State at the 
first of its 1955 regional conferences at 
Atlantic City on March 29 and 30. 

Meeting with top-level regional and 
home office officials, the fieldmen will 
participate in a two-day program cover- 
ing sales and service activities. 

\ltogether eight regional conferences 
will be held this year with more than 
4,000 managers, staff managers and agents 
from eastern and middle-Atlantic states 
involved. Conference sites include New 
York City and Montreal, Canada as well 
is Atlantic City. 

Harold M. Stewart, executive vice 
president, heads the roster of Prudential 
oflicials who will participate in the first 
conference of this series. Other _per- 
sonalities include vice presidents Paul B. 
Palmer and Frederick H. Groel, and sec- 
ond vice president James G. Shuttle- 
worth. Each of the regional affairs will 
also feature talks by its own leading 
managers, staff managers and agents. 





Educators and Business 


Leaders Meet in Boston 


Five hundred educators and business 
leaders met for the second annual edu- 
cational-business conference held at the 
John Hancock in Boston. 

The conference was sponsored by nine 
leading business firms in cooper ration 
with more than 300 high school prin- 
cipals, teachers and guidance directors 
from the Boston area. Its purpose was 
to promote a better understanding of 
the mutual problems of business and ed- 
ucation. 

Panel discussions covered education 
for job competence, transition from 
school to job, and communications be- 
tween schools and business. Through 
their discussions with business leaders, 
the educators hope to gain better in- 
sight into the needs of business, and 
thus gear curricula to existing business 
opportunities. 

Dr. Kenneth McFarland. educational 
consultant and lecturer for General Mo- 
tors, was the keynote speaker at a 
dinner, at which John McCrea, second 
vice president, client and personnel rela- 
tions of the John Hancock, was host. 

Participating companies in the con- 
ference were American Liability, Em- 
plovers’ Group, Federal Reserve Bank 
of Boston, First National Bank of Bos- 
ton, Liberty Mutual, National Shawmut 
Bank, New England Mutual, New Eng- 
land Telephone & Telegraph and John 
Hancock Mutual Life. 





THE MONEYED MIDDLE CLASS 





Sayre MacLeod Tells Prudential Con- 
vention Its Growth Reflects Great 
Redistribution of Income 
The rise of a great moneyed middle 
class during the past two years was 
discussed by Sayre MacLeod, vice presi- 
dent, The Prudential, in a talk made 
before the company’s biennial Ordinary 
agencies conference held in San Fran- 

cisco this month. 

_ He said that in terms of 1952 dollars, 
58% of the family units today have a 
real income after taxes of $3,000 to 
$10,000, as compared with only 29% in 
1929. Narrowing this down, he cited that 
35% of the family units fall into the 
$4,000 to $7,500 category, whereas only 
15% did i in 1929, and further emphasized 
om” at the size of this group has increased 

'v 44% since 1947, 

In 1929, he added, the top 1% of the 
pe pulation received 19% of the total 
income, while in 1946 this group only 
received 8% and probably less now. 
“great 


hese changes he termed the 
redistribution.” 





Average Size Policy of 
Mutual of N. Y. a New High 


The average-size life insurance policy 
issued by Mutual Life of New York in 
February increased sharply to a record- 
high $6,133, and new business sold to- 
taled $37,684,665, a 39% gain over last 
year. The $6,133-average compared with 
$5,500 for February, 1954, and with an 
average of $5,353 issued during the entire 
year 1954. 

The records reflected Mutual of New 
York’s introduction in February of four 
new policies at low gross premium rates, 
according to Stanton G. Hale, vice presi- 
dent for sales. The new plans feature 
larger minimum “packages” ($10,000 and 
$5,000) for the business and professional 
markets; a $10,000-minimum Modified 
Term Policy which calls for a lower 
gross premium in the first two years; a 
Protective Policy, in amounts under 
$5,000, featuring generally the automatic 
inclusion of double indemnity against ac- 
cidental death; and more liberal options 
to change to limited payment life and 
endowment plans; lower rates for waiver 
of premium; availability over a broad 
range of ages; and availability to rated 
as well as standard risks. 

The new contracts were produced as 
improvements for new purchasers of in- 
surance, to parallel the dividend in- 
creases that reduced the costs of insur- 
ance for existing policyholders. 


Ohio State Univ. Conducts 


Insurance Students Conclave 
An Ohio Insurance Students Conclave 
was held at the Ohio State University, 
recently under the auspices of the De- 
partment of Business Organization, of 
which Dr. A. H. Maynard is chairman. 
Al Lane, president of the Ohio State 
University Insurance Society, morning 
chairman, introduced as speakers: H. 
Paul Abbott, director of education; In- 
surance Co. of North America; Robert 
P. Stieglitz, CLU, director of college 
relations, New York Life, New York; 
Arthur W. Mason, Jr., CLU, director of 
college relations, American College of 
Life Underwriters, and John FE. Steel, 
director of placement, College of Com- 
merce and administration, Ohio State 
University. Subjects discussed included 
property-liability area, life area, and 
CLU and CPCU designations. Mr. Steele 
spoke on “The Road to Success in 
Your First Job.” 

The afternoon session was directed by 
L. H. Grinstead, president of the Insur- 
ance Federation of Ohio. Speakers were 
Dr. Howard L. Bevis, president of Ohio 
State University, and Dr. Arthur S. 
Fleming, president of Ohio Wesleyan, 
and director of the Office of Defense 
Mobilization, Washington, D. C. Papers 
were also presented by students in com- 
petition for the Griffith Foundation for 
Insurance Education prizes. 


C. Milton Sherman Rejoins 
Connecticut Mutual Life 


C. Milton Sherman, a veteran of 21 
years’ service with Connecticut Mutual 
Life, has rejoined the company with the 
Floyd A. Rosenfelt agency, Toledo, after 
operating his own brokerage business 
for 10 years. 

Mr. Sherman entered the life insur- 
ance business in April, 1923, as an agent 
for Connecticut Mutual in Syracuse, 
N. Y., and was named agency supervisor 
seven months later. 

After a short term in Louisville, Kv., 
he was appointed general agent at To- 
ledo in 1927. Except for three years as 
general agent at Buffalo, he headed the 
Toledo agency continuously from then 
until June, 1944, when he resigned to 
open his brokerage office. 

Since then he has qualified seven 
times for the Million Dollar Round 
Table. He concentrates primarily on es- 
tate planning, business insurance and 
pension plans, and last year wrote more 
than $10 million in Group insurance. 


United States Life Had 
Record Gains for 1954 


United States Life, now in its 105th 
year, the nation’s oldest stock-legal re- 
serve company, made all-time record 
gains in all phases of its 1954 opera- 
tions according to a report released by 
Raymond H. Balknap, president. 

The company has been operating now 
for two full calendar years in accord- 
ance with an aggressive program intro- 
duced when controlling interest was ac- 
quired by Continental Casualty Co. and 
Continental Assurance Co. Insurance in 
force now totals $694,881,244, a net gain 
over last year of $193,437,564, or 38% 
largest ever achieved by the company in 
a single year. 

Breakdown of 1954 increases shows 
$77,326,280 new Ordinary production, 
$163,491,973 new Group production, a to- 
tal gain of 78% over 1953. Total Ordi- 
nary in force at year’s end was $354,- 
318,162 and total Group was $340,563, 
082. Individual A.& H. premiums of 
$1,712,641 represented a gain of 36% for 
the year, with first year A. &H. pre- 
miums more than 100% ahead of 1953. 
Assets climbed 11% to an all-time high 
of $69,562,770, and a gain of $974,374 
boosted capital and surplus funds to a 
new level of $5,390,342. 

Not recorded in operating figures were 
the sharp gains in territorial coverage 
and the related factor of expanded rep- 
resentation in population centers. The 
company now is entered in 29 states and 
the District of Columbia, having added 
Maine, Massachusetts, New Hampshire, 
Vermont and West Virginia to its stead- 
ily growing roll call of states during 
1954. At the same time, new general 
agency appointments bettered the ban- 
ner year record of 1953 witha almost 50%. 


Promote John F. Bridges 

John F. Bridges, district sales man- 
ager in the Seattle, Wash., Group office 
of the Prudential, has been promoted to 
district Group sales supervisor. 

Mr. Bridges joined Prudential in 1948 
as an Ordinary policy division clerk in 
the western home office, Los Angeles. 
Tn 1949 he was promoted to service rep- 
resentative in the Group sales and serv- 
ice representative in the Group sales 
and service department. A year later he 
was advanced to home office representa- 
tive and in 1952 he bec: ame district sales 
manager in the company’s Seattle Group 
office. 


LOMA ‘Peacsedings Issued 


The 1954 printed Proceedings of the 
Life Office Management Association are 
now being distributed to members. This 
volume contains the various papers and 


reports which were presented at the 
annual conferences. 
Frank L. Rowland is managing direc- 


tor of the Association offices of which 
are at 110 East Forty-second Street, 
New York 17, N. Y. 


Boyle Made Supervisor 

Joseph F. Boyle, Jr., has been ap- 
pointed agency supervisor in the J. A. 
Galligher agency, Philadelphia, by Lin- 
coln National Life. A graduate of St. 
Joseph’s College, Philadelphia, a veteran 
of three years in U. S. Army, Mr. 
Galligher has been with the agency for 
two vears. 


NASHEM AGENCY INCREASE 

The Lee Nashem agency of Mutual 
Benefit Life, New York, has paid for 
over $2,000,000. In the first two months 
of this year the agency paid for over 
$1,000,000, which is a 100% increase 
over the same first two months of 1954. 
The agency’s paid-for business in 1954 
was $8,000,000. 


SAVINGS BANKS MEETING 
The Savings Banks Insurance Forum 
of the State of New York will hold its 
ninth annual upstate meeting in Troy, 
April 14-15, 











EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
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AGENCY MANAGEMENT CONFERENCE IN CHICAGO 





Selling Today in 
An Expanding Market 
COMPETITION NOT FROM WITHIN 


Charles J. Zimmerman, Managing Di- 
rector, LIAMA, Gives Windup Talk 


at Management Conference 


Life insurance today is being sold in 
an expanding market not a contracting 
one, Charles J. Zimmerman, managing 
director of Life Insurance Agency Man- 
Association, to!d the 

that organization’s manage- 


agement closing 
session of 
ment conference in Chicago last week. 

he said, “in an 
contracting 


“We are competing,” 
expanding market, not a 
one, we are competing for our share of 
more consumer dollars per person in 
the hands of more people, and are com- 
peting at a time when 
confidence in regard to the future pre- 
vails, as contrasted to the pessimism 
and uncertainty which was prevalent as 
recently as a year ago. Certainly com- 
petition in this type of market is much 
to be preferred to competition in the 
market as it existed throughout most of 
the 1930’s. Indeed the very life blood of 
a free, vital, dynamic economy is com- 
petition in the open market place where 
the buyer is given a choice.” 

Market Unlimited 


The speaker also suggested that the 


optimism and 


major competition now, as in the past 
and in the foreseeable future, was not 
from within the business but from out- 
side sources. He pointed out the dif- 
ferences in competition between sales- 
men of life insurance and the salesmen 
of tangible products. 

“The seller of tangible products often 
finds himself in a market which is close 
to being saturated for that product. The 
life insurance salesman is operating in 
a market which not only has not ap- 
proached its potential but which is less 
adequately insured today than it was 10, 
20, and 30 years ago. 

“The salesman of tangibles competes 
primarily on the basis of price and 
product,” Mr. Zimmerman said. The 
salesman of life insurance competes on 
the basis of ideas, knowledge, and serv- 
ice. The salesman of tangibles often is 
selling a comfort or luxury item, 
whereas life insurance meets one of the 
most basic needs of mankind; namely, 
the need for individual and family se- 
curity. The salesman of tangible prod- 
ucts endeavors to persuade the prospect 
to spend money, whereas the life in- 
surance salesman endeavors to persuade 
him to save it. The purchase of a 
tangible product may create problems, 
such as the disturbance of study habits 
of children in homes where a TV set is 
purchased. The purchase of life insur- 
ance solves problems. The sale of tan- 
gibles is markedly influenced by na- 
tional advertising and mass merchandis- 
ing, whereas the sale of life insurance is 
infltenced almost entirely by the per- 
suasiveness of the individual salesman in 
a face-to-face interview with an individ- 
ual prospect. 

“The fact that the efforts of individual 
salesmen are almost exclusively respon- 
sible for the sales and purchase of life 
insurance points out the need for life 
insurance sales maangement to direct 
its major efforts toward the end of plac- 
ing a well-qualified salesman before a 
well-qualified prospect under conditions 
most favorable to making a sale.” 

Mr. Zimmerman pointed out that 
whereas there are certain factors which 
exert an influence toward narrowing the 
market for the sale of individual policies, 
these are much more than offset by the 
many factors exerting pressure to 
greatly expand that market. 


Some Personalities at LLAMA Management Conference 





Left to right: Dr. Joseph Weitz, 
LIAMA research associate; Ford Mun- 
nerlyn, American General vice presi- 
dent; Lewis W. S. Chapman, LIAMA 
director of company relations; and Wil- 
liam D. Haller, United Life and Acci- 
dent executive vice president. Mr. Weitz 


\ 


H 


and Mr. Munnerlyn were featured 
speakers; Mr. Haller is serving his third 
year on the AMC committee. This was 
the annual spring meeting in Chicago 
last week of the small company members 
of the Life Insurance Agency Manage- 
ment Association. 


Arnold Berg Gives Recruiting Methods 


“Recruiting is a constant process... 
the life blood of agency building” Arnold 
Berg, agency vice president, Indianapolis 
Life, noted as he addressed the Agency 
Management Conference in Chicago. 
“Our recruiting problem is far greater 
than simply a replacement problem,” Mr. 
Berg said. It must contemplate both re- 
placement and growth. There must be 
new manpower that will provide the 
increased new business necessary to the 
vigorous growth of the company.” 

Mr. Berg defined the four methods 
by which a company can recruit and 
develop manpower: (1) home office can 
serve aS a general agent or manager, 
assuming complete responsibility for re- 
cruiting, training, supervising, financing 
and motivating agents; (2) small general 
agencies with strong personal producing 
general agents; (3) large general agen- 
cies where the general agent is primarily 
an agency builder with personal produc- 
tion of secondary importance; and (4) 
managerial system with the manager a 
full-time sales manager building a sales 
organization. 

In discussing his company’s recruiting 
program, Mr. Berg said “Indianapolis 
Life was built upon the strong personal 
general agent plan—small agencies with 
the general agent in most cases primarily 
a personal producer. 

“It was decided that we would con- 
tinue to develop the strong personal 
producing general agencies and within 
these agencies we would stimulate and 
encourage agency building. While this 
system would not develop new man- 
power as rapidly as the primarily 
agency building agency or the mana- 
gerial system would do, it was believed 
we would accomplish our objective with- 
in reasonable time and at a lower cost 
to the company—if the general agent 
were provided the profit incentive and 
the tools with which to do the job.” 


In an attempt to acquire an agent’s 
contract about which the general agent 
and prospective agent could be enthusi- 
astic, Indianapolis Life adopted a con- 
tract which was a real incentive to 
greater production accomplishments. 

“More important than the agent’s con- 
trace, however, is the general agent’s 
contract.” Mr. Berg pointed out. “The 
general agent is the key man in the 
agency system.” He said that the com- 
pany feels that its contract amply com- 
pensates the general agent for his own 
nersonal production. 


Recruiting Allowance to General Agent 


In order to encourage the recruiting 
and training of new men the general 
agent is compensated for this activity, 
Mr. Berg said. “We now give the gen- 
eral agent a training allowance over and 
above his normal overwriting commis- 
sions. The training allowance is paid to 
the general agent on all new men who 
earn $1,000 or more in first-year com- 
missions in each of their first two years 
in the business.” 

Fringe benefits are offered to general 
agents by Indianapolis Life in the be- 
lief that these would increase the en- 
thusiasm of the general agents for re- 
cruiting. Group life insurance, group 
hospitalization with family coverage, and 
a Retirement Security Program are of- 
fered and have been received enthusi- 
astically. “We believe that they will 
contribute its measure in stimulating 
recruiting,” the speaker said. 

Realizing that to get the desired re- 
sults in recruiting the company must 
provide the general agents with proper 
agency building tools and a procedure 
to follow, Indianapolis Life holds meet- 
ings, individual conferences, publishes 
bulletins, sends letters and gives field 
assistance to help acquaint the general 
agent with his market for prospective 
agents, Mr. Berg pointed out. 

“In the Indianapolis Life we use the 
Aptitude Index with the prospective 
agent at the earliest possible moment,” 
Mr. Berg said. “We believe there is no 
point in spending a great deal of time 
in selling the job of a life underwriter 
only to find our prospective agent pos- 

(Continued on Page 17) 


Three Elected to Commitee 

Three new members were elected to 
the committee of LIAMA’s Agency 
Management Conference at the opening 
session of the spring meeting, March 14, 
in Chicago. 

They are M. F. Browne, agency vice 
president, Occidental Life of North 
Carolina; Ben F. Hadley, vice president, 
Columbus National; and Norman T. Car- 
son, agency vice president, Security Mu- 
tual Life, Binghamton, N. Y. 

These agency officers were elected 
unanimously for a three-year term on 
the committee by the more than 30) 
members present. They succeed three 
committee members whose terms ex- 
pired with that meeting: Kenneth D. 
Hamer, vice president, Pan-American 
Life, outgoing chairman; Frank L. Whit- 
beck, Jr., vice president, Union Life of 
Little Rock, immediate past chairman: 
and William D. Haller, executive vice 
president, United Life and Accident. 





Gsell Sees General Agent 
As Key Man in Operations 


“The main spoke in our wheel is the 
general agent or agency manager,” 
Claire L. Gsell, sales director for Iowa 
Life declared before the opening session 
of LIAMA’s Conference in Chicago. 

He said his company’s operating phil- 
osophy is predicated on the assumption 
that this general agent is a key man in 
company operations.” 

Explaining Iowa Life’s selection and 
development of managerial talent, Mr. 
Gsell said “we are interested in both 
current and future techniques for select- 
ing, training and motivating men on the 
supervisory level, and we will invest 
both time and money to get the best.” 

He suggested that selection and de- 

velopment of managers must start with 
a proper analysis of the job to be done. 
He discussed his company’s selection 
techniques and showed how all practic- 
able yardsticks are applied to new men 
under consideration. 
_ Towa Life stresses training, he said, 
in both sales and leadership. Institu- 
tional and company training courses are 
combined in “a continuous manpower 
development process” that, he indicated, 
has proved successful in both attracting 
men and maintaining their contracts with 
the company. 

He revealed that practically all the 
key positions in his company are filled 
by persons who have risen through the 
ranks. He called this “an incentive for 
performance.” 

Mr. Gsell outlined the importance of 
strong and proper motivation in con- 
tributing to recruiting, to sales, to train- 
ing, and to good relations throughout 
the company. He suggested that “Towa 
Life has perhaps used motivation to even 
more advantage than either selection or 
training, since it is almost universally 
part and parcel of the other programs.” 
He explained how ego recognition, prizes 
and awards, and prestige building de- 
vices are used to good advantage in his 
company. 

What contributes, more than we gen- 
erally assume, to a feeling of job secur- 
itv, high morale and personal satisfaction 
on the part of the general agent? Mr. 
Gsell submitted that it is “long range 
planning and consistency of both pur- 
pose and method.” 

He said: “A home office atmosphere 
of confidence and optimism, consistently 
maintained, is conducive to growth and 
development of the general agent. Ii is 
always reflected in the agency to the 
benefit of the general agent, writing 
agent and clerical staff.” 
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Berg on Recruiting 


(Continued from Page 16) 


esses no native aptitude for the busi- 


nes 
“WW e use the Selection Interview Blue- 
print and our hiring decision is, of 
course, based on the conclusions de- 
veloped from its use. We believe that a 
Recruiting Manual is a highly effective 
aid in stimulating the recruiting process. 
We believe it is most effective in stimu- 
lating the general agent—the key man 
in this recruiting process. It gives him 
a + wry to tell and a track to follow.” 
Berg pointed out that a very real 
Pn tain in recruiting agents today is 
fnancing. “It was our opinion that we 
should provide a formal Career Compen- 
sation Plan for the induction of new 
agents. In this manner we were able to 
establish more definite standards for 
qualification, a tighter control and ex- 
ercise better post-selection.” In explain- 
ing the salary plan his company uses, 
Mr. Berg said that it extends over a 
two-year period. Mr. Berg said that in 
a year the Career Compensation Plan 
1as been in operation a marked effect 
stimulating recruiting has been evi- 
dent. 
Stress Recruiting 

Reminding the general agent of the 
necessity for recruiting is an important 
part of the Indianapolis Life plan, Mr. 
Berg said. “We try to accomplish this 
in a monthly Recruiting Letter sent to 
each general agent covering one or more 
phases of recruiting. One issue may dis- 
cuss the qualities of the man we are 
seeking, another the use of the Aptitude 
Index and Selection Interview Blueprint. 
In each issue we report on recruiting 
progress and show the occupations from 
which men were recruited during the 
past month. 

“Additional recognition is given to the 
general agent who recruits the leading 
new agent of the year,” Mr. Berg said. 
He also told about his company’s Expan- 
sion Club, membership in which is lim- 
ited to agents who have recommended 
during the current year a_ prospective 
agent who has been placed under con- 
tract. “The nominator is paid $50 as 
soon as the new agent pays for $50,000 
life insurance and another $50 as soon 
as the amount reaches $100,000 of busi- 
ness in the first 12 months under 
contract.” 

Another step taken by Indianapolis 
Life has been entrance into the field 
commercial accident, sickness and hos- 
pitalization insurance. One of the rea- 
sons they entered it, Mr. Berg said, is 
that they thought it would have a good 
effect on the general agents in the area 
of recruiting by providing an added 
source of income to both new and old 
men and thus enlarge the market for 
the life underwriter. 

“In addition to all these things which 
we do to stimulate recruiting activity, 
it is essential to translate them into 
specific application for each general 
agent,” Mr. Berg said. “This is ac- 
complished in individual conferences, 
group meetings and field assistance. We 
are sending some of our general agents 
to the LIAMA School in Agency Man- 
—— where we know they will be 
well indoctrinated in the need for con- 
stant recruiting. The next phase of our 
program for stimulating recruiting will 
be a general agents conference devoted 
to recruiting, training and supervision 
of new agents. 

“On our opinion one of the most 
effec ‘tive means of stimulating recruiting 
is proper recognition for a job well 
done, Top honors and recognition among 
general agents must go to men who 
are doing the job the company wants 
done. Of all the factors affecting re- 
cruit ting, this I consider one of the very 
‘ost important.” 





BANKERS LIFE MANAGER. 
Raymond H. Kern has been appointed 
Manager of the Washington, D. C. 
Agency, Bankers Life, Des Moines. He 
sneceeds i sc, Gilmore, CLU, who re- 


Signed to return to personal production. 


LAA Southern Round Table 
Meeting in Dallas, May 2-3 


Plans for a shirt sleeve session are 
rapidly being completed for the LAA 
Southern Round Table meeting in Dal- 
las, May 2 and 3. Loflin Harwood, pro- 
gram chairman for the meeting and di- 
rector of public relations for South- 
western Life, announced that the South- 
ern Round Table members can look for- 
ward to a program designed to supply 
valuable information through panel dis- 
cussions on certain phases of public re- 
lations, printing, and material to moti- 
vate agents and_  sales_ presentation 
pieces. These subjects were chosen by 
a survey of all members of the SRT. 

The meeting will start Monday morn- 
ing with SRT Chairman Marion L. 
Davis, advertising manager of Provident 
Life & Accident, presiding. 

Charles K. Reid II, CLU, senior 
consultant for company relations of 
Life Insurance Agency Management As- 
sociation, will be the first speaker dis- 
cussing the trend toward more intensive 
marketing and the implications result- 
ing for the LAA man, who handles the 
advertising and sales promotion func- 
tions, in facing an era of increased com- 
petition among companies. 

Following Mr. Reid, Howard King, 
consultant on typography to the Inter- 
type Corp. and Roy Cowan of the South- 
west Printing Co. in Dallas, will speak 
on the “Life Insurance Advertising 
Needs the New Look” and “The Use of 
Color in Advertising” and “Sales Promo- 
tion” respectively. 

The afternoon session will feature a 
discussion entitled, “Life Insurance Pub- 
lic Relations in Action,” led by Al 
Richardson, vice president of LAA and 
director of public relations for the Life 
Insurance Co. of Georgia. 

Material to Motivate Agents and Sales 
Presentation Pieces will be the topics of 


a panel discussion for the Tuesday 
morning session. Don B. Parkinson, 
CLU, sales promotion director, South- 


western Life, will direct this part of the 
program during which samples of ma- 
terial produced by Round Table mem- 
bers will be analyzed and discussed from 
the standpoint of planning, development, 
and merchandising of the material. 

The meeting will close with a joint 
luncheon with the members of the Dal- 
las Advertising League. The Ad League 
will also be host that day to some 30 
or 35 Southwestern students who will be 
in Dallas on a tour of advertising agen- 
cies which is an annual event sponsored 
by the Ad League. 


Thiemann Luncheon Speaker 


Al Thiemann, president of L“A and 
vice president of New York Life, will 
be the principal speaker at this luncheon 
which will include approximately 175 
persous. 

Other members of the program com- 
mittee in addition to Loflin Harwood, 
chairman, are: John L. Briggs, South- 
land Life; William Sexton, Great South- 
ern Life; Don B. Parkinson, South- 
western Life, and William <A. Colfer, 
Prudential Insurance Co. of America 
(Southwestern). 

Arrangements for the meeting at the 
Adolphus Hotel are being handled by 
Maurice D. Bratt, Southland Life, chair- 
man; John L. Briggs, Southland Life; 
Wilburn L. Page, Great American Re- 
serve, and Bert Haling, Great National 
Life. 

Other committee assignments are as 
follows: Publicity—Jay C. Leavell, Guar- 
ete Savings, chairman; Clarence E. 
Bishop, Jr., Protective Life; Holland V. 


Shields, International Life. Nominating 
—C. R. Andrews, pilot, chairman; Rich- 


ard L. Hinderman, Pan-American; Hal 
R. Marsh, Jefferson Standard. Resolu- 
tions—Charles C. Fleming, Life of Vir- 
ginia, chairman; Joseph M. Locke, Gulf; 
Powell Stamper, National Life & Acci- 
dent. 





Franklin Life Appoints 
Heslop, Inc., in Akron, O. 


Heslop, Inc., a third generation Akron 
organization which has been actively 
engaged in various phases of home build- 
ing, insurance and real estate, for the 
past 35 years, has been appointed gen- 
eral agent in the city of Akron, Ohio, 
and Summit County for the Franklin 
Life of Springfield, Illinois. The Frank- 
lin operation will be under the direct su- 
pervision of W. T. Cooper, secretary- 
treasurer. 

A unique organization in the Eastern 
Ohio area, Heslop, Inc. refers to itself 
as “a one-stop home owner’s market.” 
Its founders, Ray W. Heslop and T. A. 
Heslop, both deceased, built an organi- 
zation which during its first 20 years 
concentrated activities principally in the 
fields of building and real estate. Dur- 
ing the past 15 years, under the super- 
vision of W. T. Cooper, the company’s 
insurance business increased over 300%. 
Heslop, Inc., will in the future make 
available to its clientele the full line of 
Franklin mortgage plans and_ insured 
savings programs. 





Joins Republic National 


Donald C. Clark has joined the agency 
department of Republic National Life, 
Dallas, as agency supervisor of the com- 
pany’s northern division, according to 
Robert P. Hale, director of Ordinary 
agencies. His territory includes branch 
offices in Oklahoma, Nebraska, Arkan- 
sas, Kansas, South Dakota and portions 
of mage Texas. 

Clark was formerly assistant su- 
peste for New England Mutual Life 
in Dallas. A veteran of World War II 
and the Korean War, he is a graduate 
of Ohio State University. 


Southwestern Life Plans 
Expansion of Operations 


Southwestern Life announced _ to 
stockholders in annual meeting recently 
that the company has applied for li- 
censes to expand its business operations 
to the states of Arkansas, Louisiana, 
Oklahoma and New Mexico. The an- 
nouncement came as the concluding re- 
marks in the annual report made by 
James Ralph Wood, president of the 52- 
year-old Texas company. 

All preliminary work necessary to 
comply with the laws in the four neigh- 
boring states has been completed, and 
the company will be ready to extend its 
operations as soon as permission to do 
so has been granted by the state insur- 
ance authorities concerned. 

In other actions, stockholders elected 
D. A. Hulcy, board chairman and presi- 
dent of Lone Star Gas Co., to the board 
of directors; and directors elected Claud 
M. Biles second vice president and per 
sonnel manager of the company. 


To Abdio Controllers 


George Aitken, assistant general man- 
ager and comptroller, Great-West Life, 
Winnipeg, Man., will speak on “E ffective 
Administration” at the 1955 eastern con- 
ference of the Controllers Institute of 
America. The gathering will take place 
April 28-30, in the Royal York Hotel, 
Toronto. 

Other topics for discussion include 
management planning and control, Cana- 
dian budgetary policies, controllership, 
ah “poe! tes and tax trends. 

Established in 1931, the Institute is a 
non- -profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 
etc. Total membership exceeds 4,400. 
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Gets Post at Home Office 


Of Northwestern Mutual 





ALFRED GRANUM 


Northwestern Mutual Life has an- 
nounced that one of its most successful 
O. Alfred 


will be 


and widely-known agents, 
Granum of Amery, Wisconsin, 
brought into the home office March 28 
as an assistant director of agencies. 

Since joining Northwestern Mutual in 
1946, Mr. Granum, who is only 33, has 
received many company honors. Al- 
though operating in a sparsely popu- 
lated section of northwestern Wiscon- 
sin, he has sold over $1 million of 
life insurance each of the last three 
years. A member of the C. L. Egbert 
general agency of Eau Claire, he is 
a life and qualifying member of the 
1955 Million Dollar Round Table. 

As an outstanding public speaker, Mr. 
Granum has appeared in all parts of the 
country. He received nationwide recog- 
nition last year for his participation in 
the annual conventions of the Million 
Dollar Round Table, the National Asso- 
ciation of Life Underwriters, and the 
Life Insurance Agency Management As- 
sociation. 

A Phi Beta Kappa, he obtained a 
masters degree in life insurance from the 
University of Wisconsin in 1943. He 
went into the Navy the same year and 
served on the U.S.S. Nevada. Discharged 
in 1946, he was placed on inactive duty 
with the rank of lieutenant, senior grade. 


W. S. Christopherson Dies 


Walter S. Christopherson, supervisor 
of agencies and assistant secretary ot 
Empire State Mutual, died recently. 


Mr. Christopherson had been con- 
nected with the Empire State Mutual 
since 1943, previous to which time he 


had conducted a general line agency in 
Jamestown, N. 


Leslie Salt Co. Loan 

The Leslie Salt Company has placed a 
$500,000 issue of 4% first mortgage notes 
with two insitutional investors. Of the 
total, $375,000 was taken by Mutual Life 
of New York and $125,000 by Pacific 
Mutual Life. 

The loan represents long-term finan- 
cing of the cost of constructing two new 
processing plants for industrial salt. 

Leslie Salt Company is the largest 
producer and distributor of salt on the 
West Coast. The present company was 
formed in 1936, as a consolidation of the 
Leslie - California Salt Company, which 
had been incorporated in 1924, and the 
Arden Salt Company. The company op- 
erates four plants on San Francisco 
Say, and one at Vancouver, British Co- 
lumbia, and markets salt for both indus- 
trial and domestic use. The main office 
is in San Francisco. 
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SERV- 
AGENT 


PUBLIC SHOULD REALIZE 
ICES OF THE INSURANCE 


For more than a century the insur- 
ance agents of America have given their 
invaluable continuous 
helping the public obtain adequate and 
protection against the haz- 
homes and individuals 


and services to 
satisfactory 
ards to business, 
meeting misfortune. It is high time that 
the public everywhere understand pre- 
what those services have 
That was underlying theme of annual 
convention in Baltimore this week of 
Agents Conference of National 
Agents. It fig- 
Sherwood, 

National 


cisely been. 


Eastern 
Association of Insurance 
ured in talks of Donald B. 
assistant general manager, 
Board of Fire Underwriters; Robert E. 
Brown, IJr., of Aetna Life Affiliated 
Companies; Joseph A. Neumann, 
NAIA, and Frederick W. 


Eastern 


presi- 
dent of Dore- 
manager 
Underwriters Association, and by others. 
more than 


mus, and secretary of 


payment of 
claims by 


The prompt 
1,500,000 
of National 
reliability, 


company members 


Board demonstrated the 


solvency and willingness of 


stock insurance to assume all of its 


responsibilities and obligations. It was 


and continues to be the best demon- 
agents in Baltimore said, 


American Agency 


stration, the 
of the value of the 
System. In view of the great demonstra- 
carrying out promises and jus- 
faith of the 
program by the 


Also giving 


tion in 


tifying public a strong 


public relations insur- 


anee industry is a necessity. 
valuable advice on this subject at Balti- 
more were some prominent members of 
Advertisers Conference, 


Ennis, 


the Insurance 
including Frank S. 
Fore, 


secretary of 


and public relations 


3altimore 


America 
representatives of insurance 


companies. 


EARNED INTEREST RATE 
HIGHEST IN 15 YEARS 


A change of even a small fraction in 
the rate of earned on the in- 
vested funds of a life insurance com- 
pany can make a substantial difference 
in the net results of its operations so 


interest 


it is of importance to life insurance 
policyowners that the net rate of interest 
earned on invested funds of U. S. life 
companies rose in 1954 to the highest 
level in 15 years, although still mate- 
rially below the level of the 1930’s and 
previous years. The net rate earned 
by the life companies in 1954 was 3.46% 
before Federal income taxes and 3.24% 
after such taxes, the Institute of Life In- 
surance reports. This compared with 
3.36% before taxes and 3.15% after taxes 
the year before. The before-tax rate was 
higher than in any year since 1939 
when it was 3.54%; the after-tax rate 
was higher than in any year since 1942 
when it was 3.36%. 

The rise in earning rate on life insur- 
ance funds has now been sustained for 
seven years, Holgar J. Johnson, presi- 
dent of the Institute, commented. The 
1954 earning rate was about one-fifth 
larger than at the low point in 1947, Last 
year’s investment income of the coun- 
try’s life companies, before Federal in- 
come taxes, was approximately $2,750,- 
000,000. This was about $450,000,000 more 
than would ‘have been earned had the 
earning rate of seven years ago still 
applied; however, Federal income taxes 
have increased iow some $170,00,000 in 
these years. The aggregate amount of 
life insurance in force increased by 80% 
in these seven years. 

The increased investment earnings 
have been an important factor in the 
recent advances in policy dividend sched- 
last year’s dividends to policy- 
holders being $396,600,000 greater than in 
1947, 

The life insurance earning rate is still 
well below the average 4.10% reported 
for the 1930's and the 5.07% of the 1920's. 

The 1954 improvement in earning rate 
continued, as in recent years, to be 
partially a reflection of portfolio shifts, 
as well as improved interest rates. It 


ules, 


was also a cumulative result of new 
investments made over the past few 
years. The new investments seldom 


equal more than one-fifth of total in- 
vestments outstanding. Consequently, the 
older investments continue to balance 





Portrait by Nakash 

GEORGE W. BOURKE 
George W. Bourke, president of the 
Sun Life Assurance Co. of Canada, who 
is a director of many Canadian compa- 
nies, has been elected to the board of the 
Canadian Pacific Railroad. Mr. Bourke 
is also a prominent actuary, is a Fellow 
of the Institute of Actuaries of Great 
Britain and of the Society of Actuaries 
of America. He has long been identified 
prominently with the Canadian Chamber 
of Commerce and among his civic activi- 
ties has been membership on the board 
of management of the Montreal General 


Hospital. 
* * * 


Louis R. Miller, insurance underwriter 
prominent in many Staten Island civic 
activities, will be 1955 Staten Island cam- 
paign chairman for The Greater New 
York Fund. The announcement was 
made by the Fund’s city-wide campaign 
chairman, Richard S. Perkins, vice chair- 
man of the National City Bank of New 
York. Mr. Miller is associated with 
Solomon Huber Associates of Mutual 
Benefit Life, with offices in Staten Island 
and New York. Long interested in 
philanthropic work, Mr. Miller was chair- 
man in 1953 of the professional division, 
and the following year chairman of the 


retail division, Staten Island Commu- 
nity Chest. 
* x 
Edward Cox, new assistant editor of 


the “National Underwriter” in its New 
York office, has a background of seven 
years in daily newspaper work. Imme- 
diately prior to his present post he was 
Greenwich (Conn.) 


copy editor of the 
Times. Before that he had experience in 
Maine, New Jersey and Connecticut, 


either as a reporter, city editor or man- 
aging editor. 
* OF 

John Pennington, gencral agent in 
3uffalo, N. Y., for State Mutual Life, 
has been named general chairman of 
the Salvation Army Building Fund cam- 
paign in Buffalo. 


* ok * 
R. P. Boardman, president of the Wis- 


consin National Life, is on a month’s 
motor trip to Mexico City. 





off some of the improvement derived 
from the current year’s new _ invest- 
ments. It requires several years for any 
permanent improvement in interest rates 
to be registered to any appreciable ex- 
tent in the over-all earning rate. 


DR. HARRY W. DINGMAN 


Dr. Harry W. Dingman, vice presi- 
dent of Continental Assurance and one 
of best known figures in medical insur- 
ance, spent more than a month last 
August while in Singapore, planning a 
rewrite of his book, “Risk Appraisal,” 
which many companies in United States 
and Canada are using as a text book. 
Few men connected with insurance 
medical matters have traveled so exten- 
sively as has Dr. Dingman. The revised 
volume has now been issued and con- 
sists of 800 pages. Dr. Dingman is au- 
thor of a number of publications having 
to do with insurance or medicine. “Risk 
Appraisal” is published by the National 
Underwriter Co. 

* * * 


C. Carney Smith, who for 23 years 
has been an agent of Travelers and has 
long been a member of Million Dollar 
Round Table, is sponsored by District 
of Columbia Life Underwriters Asso- 
ciation as a candidate for trustee of 
National Association of Life Underwrit- 
ers. He was formerly president of the 
District of Columbia Life Underwriters 
Association. 





H. K. Bache, Jr., secretary, Atlantic 
Life, is shown at right receiving the two 
initial issues of The York policy, cov- 
ering his two college-age daughters, 
Katherine and Barbara, from H. Stan- 
ley Marmaduke, manaver of the com- 
pany’s accident aand sickness depart- 
ment. This policy was recently made 
available to the public to provide blanket 
medical expenses for accidental injuries, 
death and dismemberment benefits. 
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John R. Maloney 


John R. Maloney, who retired several 
months ago as Insurance Commissioner 
of California and is now practicing law 
with Sidney L. Weinstock, Roger Ander- 
son and Harold J. Chase in San Fran- 
cisco, was 36 years old when appointed 
Insurance Commissioner by Earl War- 
ren, then Governor of California and now 
Chief Justice of the Supreme Court of 
the United States. He was also the 
first California State Insurance Depart- 
ment career man to have attained the 
top position and served the Depart- 
ment in many capacities before being 
Commissioner, one of his titles being 
chief of legal duties. He received his 
LL.B. from University of San Francisco 
“vith distinction” and, in addition to 
membership in the State and Federal 
bars he also is a CPA. 

Mr. Maloney’s term as Insurance Com- 
missioner was during one of the most 
noteworthy periods in the history of the 
insurance business and its regulation in 
that state. His term coincided with one 
of the most significant periods of growth 
and development of insurance in Cali- 
fornia, the dollar amount of annual 
business, as measured by premium vol- 
ume, having increased approximately 
$750 million, or 60%. He witnessed the 
considerable development of multiple line 
under California’s less restrictive laws 
as exemplified by various householders’ 
comprehensive package policy forms, the 
fire insurance organizations’ dwelling 
broad forms and, more recently, the com- 
mercial floater or block policy forms. 

During Maloney’s tenure the atypical 
California rating law met and success- 
fully withstood, in his opinion, its first 
crucial test as to wether it constitutes 
effective regulation such as is contem- 
plated by Public Law 15 of the 79th 
Congress. This crisis arose out of the 
circumstances surrounding the increase 
in automobi‘e liability excess limits rates. 
The increase promulgated for California 
was substantially higher than that uni- 
formly applicable to the rest of the 
country generally, with no differentiation 
between private passenger and commer- 
cial vehicles as elsewhere. 


Upon inquiry into the reasons for 
the special treatment for California, 
Maloney discovered that the rating bu- 
teau had first determined to treat Cali- 
fornia the same as the rest of the coun- 
try, and had in fact printed its revised 
rate sheets on that basis, but had been 
prevailed upon to make an eleventh hour 
change by a group composed principally 
ot “independents” who at a meeting in 

















California had apparently set out by de- 
sign directly to bring about an increase 
in the specific excess limit factors known 
to be contemplated by the rating bureau. 
“The State Attorney General had indi- 
cated more than a passing interest from 
the anti-trust viewpoint,” said a repre- 
sentative of the Insurance Department, 
“but Maloney obtained his acquiescence 
to the handling of the matter by the 
Insurance Department towards a non- 
punitive and purely remedial objective, 
which was done. While the rating bureau 
categorically denied any violation of law 
on its part, it withdrew the special 
California excess limits factors and sub- 
stituted those applicable to the rest of 
the country generally.” 


In the field of workmen’s compensa- 
tion insurance, Mr. Maloney promoted 
legislation which gave legal recognition, 
through licensing and regulating, to the 
long-established local rating bureau for 
workmen’s compensation. This impor- 
tant class of insurance had been ex- 
cluded from the regular rating law, be- 
cause of the statutory authority and 
duty of the Commissioner to issue or 
approve minimum workmen’s compensa- 
tion rates, but in view of the holding 
of the United States Supreme Court in 
Georgia v. Pennsylvania that ICC ap- 
proval of rates fixed in concert did not 
affect the applicability of the anti-trust 
laws, Maloney successfully urged that 
the concerted rate-making activities of 
the compensation carriers be affirmative- 
ly authorized and regulated by statute. 

Also of noteworthy significance during 
Maloney’s term as Insurance Commis- 
sioner was his approval of the contro- 
versial workmen’s compensation rating 
program supported by the National 
Council on Compensation Insurance con- 
sisting of the Premium Discount Plan 
and Retrospective Plans A, B and D. 
This program was approved by Maloney 
on the merits, after hearing and the 
filing of exhaustive legal briefs, over the 
opposition of the State Fund and domes- 
tic participating companies who collec- 
tively control approximately 80% of the 
workmen’s compensation business in 
California under the existing rate mak- 
ing system. Although the program was 
approved by Commissioner Maloney to 
be effective July 1, 1952, it has not yet 
come into effect by reason of judicial 
restraining order pending final decision 
in litigation commenced by the oppo- 
nents following Maloney’s approval. The 
trial court has upheld Maloney’s ap- 
proval, but the matter is still pending 
on appeal. 

Under Maloney’s administration, the 
California Department was the first and 
only State Insurance Department to 
formally challenge disability insurance 
advertising by filing charges of misrep- 
resentation against a number of insurers. 
In doing so, the action of the California 
Department anticipated by more than a 
year comparable activities on the part of 
the Federal Trade Commission and was 
a material factor in voluntary reforms 
instituted by the disability insurance 
industry itself 


During his term of office Maloney 
successfully withstood the brunt of liti- 
gation to set aside his predecessor’s 
approval of the plan of mutualization 
of Pacific Mutual Life, California’s larg- 
est domestic insurer. This litigation 
is currently pending before the State 
Supreme Court, the Commissioner’s ap- 
proval having been sustained bv both 
the Superior Court and the District 
Court of Appeal. Under his supervision, 
the aggregate amounts set aside by 
this company for restoration of non- 
cancellable disability policy benefits un- 
der reinsured contracts issued by its 
defunct predecessor doubled from 36% 
to 72%. 

Maloney played a prominent part in 
the affairs of the National Association 
of Insurance Commissioners, having 
served on its executive committee and 
as chairman, vice chairman and mem- 
ber of important committees and sub- 
committees. His direction of the rein- 
surance subcommittee which established 
the pattern for control of financial state- 
ment credit on account of reinsurance, 
particularly under sliding scale commis- 
sion contracts, was of lasting conse- 
quence. 

Maloney’s administration of the Cali- 
fornia Insurance Department brought 
about California’s adoption of the new 
nationwide Marine Definition, a com- 
plete rewrite of the rules and regulations 
applicable to bail bond licenses and a 
vigorous bail licensee enforcement pro- 
gram, the adoption by the local fire 
rating organization of first loss earth- 
quake rates and rules, increased mini- 
mum capitalization standards applicable 
to insurers to reflect current values, a 
vigorous enforcement program against 
high pressure sales of life insurance to 
service men on military installations 
within the State, particularly by agents 
of non-admitted insurers, improvement 
of agency qualification examinations and 
increase in reciprocity arrangements with 
other states in respect to qualification 
of non-resident applicants for licenses. 
Perhaps a more newsworthy event of his 
career as California Commissioner, how- 
ever, was the $8,000,000 lawsuit which he 
and the primary receiver for the Rhode 
Island Insurance Co. brought against the 
former chief executive officer, now a 
California resident, based upon alleged 
mismanagement. This suit is currently 
in progress in the California Court. 

One of his present partners, Sidney L. 
Weinstock, was a Deputy Insurance 
Commissioner in California from 1939 
to 1943. He also served as Deputy Leg- 
islative Counsel and assistant secretary 
of the California Code Commission. He 
was author of California’s first annotated 
insurance code, and has had consider- 
able experience in practice of law, es- 
pecially in connection with insurance. 

* * * 


Book on Rights to Counsel in 
American Courts 


William M. Beaney of the department 
of politics at Princeton University has 
written a book, “The Right to Counsel 
in American Courts,” which is published 
by the University of Michigan Press. 
The publishers say it is the first detailed 
treatment of all aspects of this vital 
right as extended in theory and prac- 
tice by state and federal courts. Ad- 
dressed primarily to the students of 
constitutional law and of the admin- 
istration of justice it is also a tool for 
practicing lawyers. It contains many 
citations. Dr. Beaney is a graduate of 
Harvard and Michigan universities. 

In a brochure the publishers say: 
“The right to counsel assumes an impor- 
tant place and function in the admin- 
istration of criminal justice. It is for 
this reason that Professor Beaney’s.com- 
prehensive treatment of the subject will 
prove to be invaluable not only to the 
scholar and teacher interested in a thor- 
ough exploration of these problems, but 
also to the lawyer, judge, and police offi- 
cer, who face the task of translating 
the right to counsel into workaday pro- 
cedures that will give concrete substance 
and meaning to the constitutional guar- 
rantee. 


“The author develops at length the 





JOHN R. MALONEY 





historical background of the right to 
counsel, both as it has developed under 
the Federal Constitution and under state 
constitutions, treats in detail the judicial 
interpretations that have given meaning 
to the constitutional provisions, points 
out clearly the distinctions to be ob- 
served between the right to counsel in 
Federal prosecutions and the right to 
counsel in state prosecutions, and gives 
an excellent statement of the importance 
and concrete significance of the right to 
counsel in the context of our day.” 


a 


Hubbard Gets Freedoms Award 


Clarence T. Hubbard, secretary of the 
Automobile Insurance Co. and Standard 
Fire of the Aetna Life Group, was re- 
cently given the award of Freedoms 
Foundation for editorial comments he 
made in the West Hartford News under 
the heading of “Freedom Is God-Given.” 
He conducts a column in that paper 
called “Ladies and Gentlemen” where 
his comments on freedom were printed. 

Recently, Mr. Hubbard wrote a feature 
article for the Hartford Courant describ- 
ing the historic tavern signs collection 
of Morgan B. Brainard, president of 
Aetna Life Affiliated Companies. The 
American Home Magazine for April is 
carrying an illustrated article on some 
items in Mr. Brainard’s famous collec- 


tion of Character Bottles. 
* 


Schickler Chosen Again by UJA 


Joseph J. Schickler of Tannenbaum- 
Harber Co., New York insurance bro- 
kers, has been selected to head the 1955 
campaign of the United Jewish Appeal 
in the general insurance field. This is 
the fourth time he has been head of 
this activity. 

x * * 


Kingery’s Reading Course . 
Robert E. Kingery of the New York 
Public Library is again giving a course 
at College ot the City of New York 
called “Creative Reading for the Busi- 
ness Person.” 
* * * 


Marking of Packages 


In a paper read before the Interna- 
tional Cargo Handling Coordination 
Association comments were made on 
inefficient marking of packages and at- 
tention was called to the standardization 
of marking successfully introduced by 
the canned fruit industry in the United 


States. 
* * * 


Wellington Fund Figures 


A total of 84 insurance companies 
and corporations made initial purchases 
of the Wellington Fund last year. Dur- 
ing 1954 individual shareholders  in- 


creased 17.6% and institutional and fi- 
Over-all 
Fund on 


duciary shareholders, 31.3%. 
total of shareholders in the 
December 31, 1954, was 138,200. 
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Eastern Agents Conference Holds 


Annual Meeting in Baltimore 


Baltimore, March 22—The Eastern 
Agents Conference of the National As- 
sociation of Insurance Agents—the 
seventh annual one which has _ been 
held—took place in Baltimore on Mon- 
day and Tuesday of this week. J. Ver- 
non Coblentz, Frederick, Md., was chair- 
man of the Conference. He ‘presided at 
some meetings as did John J. Mz iguire, 
partner in Platt, Yungman & Co., Phila- 
delphia ; and Warren Bodwell, Manches- 
ter, N. H. 

Among speakers at the banquet 
were Governor Theodore R. McKeldin 
of Maryland, Insurance Commissioner 
Charles S. Jackson and Mayor Thomas 
D’Alesandro, who runs an_ insurance 
agency. One of the luncheon speakers 
was Joseph A. Neumann, president of 
National Association of Insurance 
Agents. 

The Conference emphasized the impor- 
tance of the services by the local insur- 





Brown and Sherwood Answer 
Eastern Agents’ Queries 


At the Eastern Agents Conference in 
3altimore this week attended by 12 
state associations of National Associa- 
tion of Insurance Agents Donald B. 
Sherwood, assistant general manager of 
National Board of Fire Underwriters 
and head of its loss department, and 
Robert E. Brown, Jr., assistant manager 
of advertising and publicity, Aetna Life 
Affiliated Companies, were asked ques- 
tions following their formal addresses. 

Two of the questions asked Mr. 
3rown with their answers, were these: 

Nhat percentage of an agent’s 
gross commissions should be spent on 
advertising ? 

A. I do not believe in a set per- 
centage of the agent’s commission being 
allocated because problems of individual 
agents differ widely. Two agents with 
the same amount of commission income 
may have entirely distinct problems, 
types of clients, objectives. So in work- 
ing out the program of advertising each 
should certainly select different media 
and different advertising processes. Each 
agent, with the help of his company’s 
advertising department should decide on 
the program best adapted to his opera- 
tions and do so within the limits of the 
income which should wisely be spent. 

Q. Should an agent send direct mail 
to every policyholder on his books even 
though the customer has only one policy 
in the agency? 

He should consider whether or not 
this customer is a prospect for addi- 
tional lines of insurance. If so, the 
answer is Yes. 

Among questions asked Mr. 
were these: 

Q. In the hurricane losses of last year 
how many claims were paid for less than 


Sherwood 


A. We do not know definitely yet, but 
you want an answer and I can only 
hazard a guess. My guess is that of 
1,500,000 claims more than 50% were for 
less than $50. The National Board is 
now tabulating a large number of loss 
cards which will determine claims up to 
$49; over $50 and less than $100; from 
$100 to $249; and over $250. 

Q. Should an agent as an adjuster of 
a small loss pay the loss with a check 
on the spot—as soon as the loss is ad- 
justed ? 

A. I do not think it comports with the 
dignity of the business for this to be 
done. My answer, therefore, is No. 


ance agent and the lack of public under- 
standing of the contribution to sound 
protection performed by the agent. 

Present at the Eastern Agents Con- 
ference were these state associations of 
NAIA, together with the presidents of 
those associations: 

Connecticut, Valmore H. Forcier, Dan- 
ielson; Delaware, Caleb I. Fowler, 
Laurel; District of Columbia, J. Douglass 
Wallop, Jr., Washington; Maine, Clyde 
T. Congdon, Brunswick; Maryland, Rod- 
ney J. Brooks, Jr., Baltimore; Massa- 
chusetts, Robert J. Dowling, Hyannis; 
New Hampshire, T. Winston Keating, 
Claremont; New Jersey, Harry G. 
Mather, Trenton; New York State, 
Arthur L. Schwab, Tompkinsville ; Penn- 
sylvania, Lawrence D. Willison, Jr., 


Williamsport; Rhode Island, John F. 
Kirby, Woonsocket; Vermont, Edward 
G. Welchman, Woodstock. 


Warren Bodwell Chairman; 


Maguire, Fair Vice Chairmen 

3altimore, March 22—The Eastern 
Agents Conference today elected War- 
ren Bodwell of Manchester, N. H., chair- 
man succeeding J. Vernon Coblentz of 
Frederick, Md. Other officers are: John 
J. Maguire, Philadelphia, first vice chair- 
man; Arthur B. Fair, Natick, Mass., 
second vice chairman; Charles H. Frank- 
enbach, Westfield, N. J., treasurer, and 
Valmore H. Forcier, Danielson, Conn., 
secretary. 


Hartford Picked for 1956 


3altimore, March 22—The Conference 
picked Hartford for the 1956 annual 
meeting which will be on April 22 to 25 
at the Statler Hotel, in conjunction with 
the midyear meeting of the National 
Board of State Directors. 


Big Job of Handling 
N. E. Hurricane Losses 


EXPLAINED BY D. B. SHERWOOD 





Some Criticism Despite Quick Action 
Taken; Pattern of Hurricanes 


Being Studied 





Baltimore, March 21 — Experiences 
growing out of the hurricane losses are 
being studied by the insurance industry 
with the idea of improving methods of 
handling such happenings and also to 
determine if the pattern of hurricanes 
is changing, D. B. Sherwood, assistant 
general manager of National Board of 
Fire Underwriters, told the Eastern 
Agents Conference here. Despite the 
tremendous job of handling losses and 
the fact that every means of informing 
the public of the situation was used, 
there was considerable criticism. 


Studying Hurricane Pattern 


“If the fact that Florida has been 
free from hurricanes since 1950 and that 
the Eastern seaboard has suffered five 
hurricanes in the last 16 years, with 
three of them occurring within the past 
seven months, suggests that our weather 
pattern is in fact changed, every seg- 
ment of our business must evaluate this 
changing pattern,” said Mr. Sherwood. 
“Indeed that is exactly what the busi- 
ness is doing. You and I know of those 
companies that have established weather 
research departments. You and I know 
the task that confronted the companies 
last fall as a result of hurricanes Carol, 
Edna and Hazel, and I hope you know 
the splendid job the companies you rep- 
resent did in these disasters. 

“This is said in spite of some criticism 
that has been directed against the com- 
panies by certain producer groups, re- 
ferring particularly to the broad field 
of hurricane loss adjustments in Massa- 
chusetts, arising out of hurricanes Carol 

(Continued on Page 21) 





Want Wave Wash Coverage 

Baltimore, March 22—Without debate 
the Conference unanimously adopted a 
resolution calling on companies to write 
wave wash coverage. The resolution 
contended that the inability of our insur- 
ance companies to pay wave wash dam- 
age claims resulting from recent hurri- 
canes, bad public relations has resulted. 
It called for wave wash and overflow 
tidal water coverage at a rate commen- 
surable with sound rating and underwrit- 
ing practices. 









The Phoenix Ins. Co. 

The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co. 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 

Reliance Ins. Co. of Canada 


Meeting Competition 
Of Direct Writers 


TOLD BY SLAWSBY OF NASHUA 


First Weapon Sound, Basic Knowledze 
of Insurance Practice Plus Better 
Service Performance 





Baltimore — Archie 
Nashua, N. H., a city of 40,000 people 
located 38 miles from Boston, and a 
member of executive committee of Na- 
tional Association of Insurance Agents, 
told the Eastern Agents Conference 
meeting in Baltimore this week how his 
agency meets competition with large 
mutual insurance companies and other 
“direct writers.” 

He said that because the agency is 
so close to Boston it is natural that it 
feels the full impact of this type of 
competition. The usual appeal of the 
direct writer is price, he declared. Some- 
times the risk can be obtained by meet- 
ing or beating the price, sometimes by 
being more “coverage-wise,” sometimes 
by the services of the agent. 

The first weapon the independent 
agent can use is a sound, basic knowl- 
edge of the business enabling him to 
give the client the fullest protection at 
the lowest possible cost. Then, “our 
agency associates must give service 
which we think can’t be approached by 
any direct writer,” he said. 

From the first, ‘the agency with which 
Slawsby is associated has tried to sell 
on a survey basis. 

“In the beginning we used to do a 
complete job, neatly typed and bound,” 
he continued. “However, we found this 
too convenient for our competitors. Now 
we review all coverages and select the 
area of greatest deficiency, the one 
where we can make the greatest im- 
provement; and then we confine our sur- 
vey to the one exposure. If our ingenuity 
is recognized and rewarded by our re- 
ceiving the order we proceed to the 
next weakest point. On this presentation 
we frequently receive the order for the 
balance of the account. But, whatever 
the survey made by the independent 
agent, it must be accurate or there may 
be serious repercussions.” 


How to Keep Posted 


In describing how the independent 
agent can keep posted in these competi- 
tive situations he advised his audience 
to be constantly reading and listening. 
He recommended the reading of insur- 
ance periodicals, insurance services, ref- 
erence books and alsu attendance at 
conventions. His suggestion, too, was 
for the agent to gather all the manuals 
he can obtain—on auto, burglary, boiler, 
bond, compensation, glass and general 
liability. Continuing, he said: 

“Get yourself a set of ‘A’ rate sheets 
for burglary and liability. Get an audit 
reference manual, a Compensation Clas- 
sification Interpretation manual, the 
Auto Standard Forms manual. Get pos- 
session of compensation experience rat- 
ing sheets and forms and learn how to 
use them. You will find water damage, 
sprinkler leakage, explosion and earth- 

(Continued on Page 21) 


M. Slawsby of 





AMERICA FORE PARTY 
Baltimore—The America Fore Insur- 
ance Group was host on Monday night 
at Hotel Lord Baltimore at a cocktail 
party, the guests being those attending 
the Eastern Agents Conference mect- 
ing here. 


EAC Talks in Casualty Dept. 


In addition to the Eastern Agents Con- 
ference proceedings at Baltimore re- 
ported here, there will also be found in 
the Casualty Department of this issue a 
summary of talks by Robert E. Brown, 
Jr., assistant manager of advertising and 
publicity, Aetna Life Affiliated Cos.; 
Hugh D. Combs, executive vice president, 
U. S. Fidelity & Guaranty; Elmer J. 
Hey, secretary, Fidelity & Casualty Co.; 
and J. R. McWilliams, assistant manager, 
Automobile Division, National Bureau 0! 
Casualty Underwriters. 
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Hurricane Losses 
(Continued from Page 20) 


and Edna, we read that the National 
Board Catastrophe Plan was inadequate, 


that lack of proper publicity led to 


‘atrocious public relations,’ that Bay 
State hurricane claim handling was 
‘bungled,’ and that loss adjustments 


were made on a ‘deuces wild basis.’ 

“Reading from a widely distributed 
letter that the companies did a very 
poor job setting up and operating the 
Catastrophe Plan led us to review a few 
of our activities in Massachusetts for 
a period commencing less than 24 hours 
after hurricane Carol had struck the 
New England coast and ending five 
months later. Within 48 hours, the Na- 
tional Board Supervisory Office was 
established in Boston and a letter went 
forward to every agent and adjuster in 
Massachusetts explaining, among other 
things, that our objective was to coor- 
dinate the efforts of all those adjusting 
losses for stock fire insurance compa- 
nies and urging that temporary repairs 
necessary to protect the property from 
further damage be made. 


Quick Action Taken 


“Within 72 hours, a quarter-page ad- 
vertisement was inserted in many New 
England papers as a_ public-service 
message from capital stock fire insur- 
ance companies and ‘the local insurance 
agent and broker.’ In this announcement, 
property Owners were urged to protect 
their property from further damage, to 
notify their agent or broker so that he 
could report the loss to the insurance 
company and arrange for an adjuster, 
and urging that, if possible, itemized 
estimate of cost of repairing damage 
caused by the storm be secured. 

“Two weeks after the storm, news- 
paper advertisements appeared in Mas- 
sachusetts papers explaining that the 
capital stock fire insurance companies, 
through the National Board, had estab- 
lished facilities to assist in effecting 
prompt, orderly handling of all claims. 
That the companies are prepared to 
deal with thousands of losses; that ad- 
justers from other sections of the coun- 
try are already on the ground or en 
route. That the companies have com- 
petent men to adjust losses. That they 
recognize their responsibility and that 
the agent and broker want to help. 

“While all this was going on, meetings 
were being held with various groups and 
radio programs were scheduled. 

“The Boston Sunday Globe, Septem- 
ber 19, carried a two-column spread 
captioned: ‘350,000 hurricane damage 
claims bring army of adjusters to New 
England.’ It went on to state that this 
army of insurance adjusters moved into 
New England and were performing ‘as 
the phone and powerlinemen did—a vital 
service to the stricken area.’ 

“On October 25 a four-column ad was 
run in Massachusetts papers stating that 
every adjuster the insurance business 
can spare is on the job. That hundreds 
ot trained adjusters are at work in Mas- 
sachusetts, and assuring the public that 
the local agent and broker and the 
insurance companies are doing their 
utmost to ‘handle your claim as promptly 
as possible.’ 

“All of this publicity was backed up 
by 840 adjusters working ’round the 
clock, to say nothing of the hundreds of 
agents who were doing the same thing. 

“There were many days when over 
2,000 losses were sent on to companies 
lor payment. During a period of five 
months, Massachusetts property owners 
were receiving from the capital stock 
fire insurance companies an average of 
$350,000 for every working day. 

‘he fire insurance industry has tri- 
umphed over the greatest challenge. it 
has ever faced by having adjusted well 
above 90% of all claims arising from 
hurricanes Carol and Edna, which struck 
New England within 11 days last August 
and September and wrought the worst 
catastrophe in the history of the nation 
in terms of total claims.” 


Meeting Competition 
(Continued from Page 20) 


quake manuals useful too. You may 
have trouble getting a Compensation 
Classification Interpretation manual be- 
cause I am told it is out of print. Some 
friendly company man, however, may be 
able to borrow one for you.” 

He also advised that the agent get 
the Water Damage Legal Liability Rat- 
ing formula, if he can. “For example, 
knowing the difference between the fire 
companies’ philosophy for rating Water 
Damage Legal Liability and the casualty 
companies’ philosophy has just enabled 
our agency to acquire two very large, 
for us, accounts since January,” he said. 
“We have actually ‘cracked’ more large 
accounts with the Factory Insurance 
Association as our ally than with any 
other single weapon. 

“We make sure each compensation 
risk is properly classified and that pre- 
mium payments are convenient. We al- 
ways make the first interim audit to 
insure that company auditors will find 
payroll records in a condition acceptable 
to them and conducive to the proper 
premium being charged. 

“We keep our own records on every 
claim to check the credit or debit rate 
at which business is to be renewed. We 
can explain in a moment why the rate 
has changed.” 


How Agency Acquired Its Largest Line 


In commenting on the biggest line the 
agency has on its books Mr. Slawsby 
said it got this business because of its 
knowledge of the blanket use and occu- 
pancy formula. He thus described the 
situation: 

“The insured was buying U & O on 
one plant which was unprotected on 
which the base fire rate was $2 per year. 
His other plant, making the same prod- 
uct, had a 20-cent rate. This particular 
plant was sprinklered and had watchman 
service. The insured explained to me 
that he was not carrying the U & O 
on the lower rated operation because he 
felt nothing could happen there. This 
case illustrated the importance of your 
understanding the rating formula of 
blanket Business Interruption insurance. 

“The two plants were of equal area, 
each consisting of 20,000 square feet. 
The amount of insurance carried on the 
insured plant equaled the total U & O 
co-insurance requirements. By writing 
the U & O blanket on both plants we 
arrived at a base rate of $1.10 instead 
of $2. Then and there this insured got 
a 45% premium saving.” 


A $25,000,000 Risk 


Another example of getting business 
he described as follows: “In 1949, a 
group of civic minded citizens planned 
to take title to a large group of brick 
mill buildings. They formed a corpora- 
tion, raised the necessary equity and 
were ready to take over. The insurance 
involved in these buildings amounted to 
over $25,000,000, which up to then had 
been placed with direct writers. 

“IT learned that the deposit rate on 
these buildings was 50 cents per hun- 
dred. Simple arithmetic told me that the 
deposit required by the direct writer was 
$125,000. A deposit of this size repre- 
sented a considerable outlay and I made 
the most of it. Our FIA rate met the 
net cost of the direct writer, but the 
FIA didn’t require the large deposit 
premium. The rest of the story is really 
simple. Our plan was more convenient 
for the new owners and we got the or- 
der for the business. 

“Most of the buildings in this large 
group of structures have since been 
sold. Despite the change of ownership 
we have retained all but two of them. 
Of the two we lost only one went to a 
direct writer. As each piece of property 
was transferred we had another battle 
with the direct writers on our hands but 
we won most of them. 


Praise for Factory Insurance 
Association 


“If an agent will acquaint himself with 
the excellent forms offered by the Fac- 
tory Insurance Association, he will find 


Three Chicagoans Retiring 
Honored by 40 Old Timers 


Chicago—Three fire insurance Chicago- 
ans who are retiring this month were 
saluted at a luncheon by some 40 old 
timers, with Walter Sheldon of W. A. 
Alexander & Co., former president of 
NAIA performing as master of cere- 
monies. The three are E. B. Vickery, 
secretary in charge of Chicago opera- 
tions for America Fore; Melvin Le Pitre, 
in charge of the Illinois Department of 
Fire Association, and Walter Adolph 
Herman Schmidt, Cook county manager 
for Marsh & McLennan. J. J. Ferguson, 
Farmers of York, was chairman of the 
committee in charge. 

The joys of retirement were recited 
by Charles G. Kuechler, former Chicago 
manager of North America, and L. P. 
Warren, now of Leland, Mich., who was 
formerly with Associated Agencies. Mr. 


Le Pitre is taking off to make his home 
in that paradise of Chicago fire insur- 
ance men known as Ft. Lauderdale; Mr. 
Schmidt is going to stay right on at 
Itasca, Ill, where he is village trustee 
and Mr. Vickery has no intention of 
deserting Hinsdale. 

Greetings were sent to Charles H. 
Herrmann, former Chicago manager of 
Great American, who is in Billings hos- 
pital, and there was applause at the 
announcement that Frank McAuliffe, 
chief of the Chicago Fire Insurance 
Patrol, is now able to be at his post for 
a time each day. 





Homeowners Policy C Has 


Been Approved by New York 

The Multiple Peril Insurance Rating 
Organization’s Homeowners Policy C 
has been accepted for use in New York 
State effective April 4. The organization 
states that this form represents a fur- 
ther step in the development of multiple 
line dwelling insurance providing broader 
protection on real and personal property 
than is now obtainable under Homeown- 
ers Policies A or B at approximately the 
same relative saving in cost. 

Homeowners Policy C covers the 
dwelling described in the policy declara- 
tions, appurtenant private structures, 
personal property (world-wide) and ad- 
ditional living expense, all on an “all 
risk” basis subject to the usual exclu- 
sions, and comprehensive personal lia- 
bility and medical payments as respects 
third parties. 

Coverage on real property is essen- 
tially the same as that provided by the 
“All Physical Loss” form for attachment 
to a fire policy. 

The provisions of the personal prop- 
erty coverage in general are similar to 
those of the Personal Property Floater. 
One exception is that breakage of 
fragile articles and marring or scratch- 
ing damage are covered. It is not per- 
missible to schedule personal property, 
such as jewelry, furs, fine arts, cameras, 
etc., under this policy but separate float- 
ers should be written where necessary. 





them powerful competitive weapons. For 
example, FIA offers Interim Binders for 
physical damage and consequential cov- 
erages, Repair and Replace, and that 
fifth freedom, freedom from co-insur- 
ance. Here is a collection of forms 
which you must know if you are to ad- 
vise your client or prospect profession- 
ally free from the slanted decisions. of 
the salaried employe.” 

It has always seemed pitiful to the 
speaker the way some agents fall back 
on “our weakest line of defense,” which 
he called “the social contact as a sales 
weapon to gain new business or retain 
that which might be in danger of slip- 
ping away. Business, to be permanent, 
needs more than golf or fishing con- 
tacts—it must be backed up by superior 
know-how and the delivery of genuine 
service on the part of the agent.” 


Milton Shalleck Special 
Deputy of New York Dept. 


Superintendent of Insurance Leffert 
Holz announced the appointment of Mil- 
ton Shalleck as Special Deputy Super- 
intendent of Insurance, to be in charge 
of the Liquidation Bureau of the New 
York Insurance Department. 

Mr. Shalleck, a native New Yorker, 
was graduated from University of Penn- 
sylvania in 1927 and from Fordham Uni- 
versity School of Law in 1930. The new 
appointee has been a practicing lawyer 
for over 23 years and has held important 
positions in the New York and Federal 
Governments. He was legal secretary to 
Justice Samuel I. Rosenman for ten 
years and during World War II was 
head attorney for the Lend Lease Ad- 
ministration and special counsel to the 
Foreign Economic Administration. More 
recently Mr. Shalleck was U. S. Com- 
missioner on the South Pacific Commis- 
sion by appointment by President Tru- 
man. After five years’ service in that 
capacity his resignation was accepted by 
President Eisenhower. 


Mr. Shalleck is a member of the 
American, New York State and New 
York City Bar Associations and ‘has 


written many articles dealing with the 
law, including a short history of the 
Municipal Court of the City of New 
York. 

Superintendent Holz stated that in ad- 
dition to being in charge of the Liquida- 
tion Bureau, Mr. Shalleck would work 
closely with him in the general business 
of the Department and on special proj- 
ects undertaken by him. 





Alfred T. Bowen Made 
Pacific Asst. Resident Mgr. 


Edward A. Larner, chief executive of 
the Employers’ Group Insurance Com- 
panies of Boston announces the appoint- 
ment of Alfred T. Bowen as assistant 
resident manager of the Pacific Coast 
Department with headquarters in San 
Francisco. 

Since joining the Employers’ Group in 
1938, Mr. Bowen has served as claim 
superintendent, and most recently as 
manager in the Little Rock, Arkansas 
branch office. 





INSTALMENT CREDIT PANELS 
American Bankers Association’s Confer- 
ence Held in St. Louis; Large At- 
tendance; Subjects Discussed 
The American Bankers Association’s 
instalment credit conference held on 
March 21-23 at Hotel Jefferson, St. 
Louis, had four panels. Among panel 
topics were: 
Insurance 

Credit. 

Direct Financing for Modernization. 

Insured vs. Uninsured Property Im- 
provement Loans. 

More than 1,000 bankers attended. One 
of leaders in the conference was Phillip 
Wollcott, president, the Bank of Ashe- 
ville, located in Asheville, N. C. 





Relating to  Instalment 





J. C. Pettigrew Dead 


James Charles Pettigrew, co-founder 
and former president of Hager and Petti- 
grew Ltd., insurance brokers, died March 
15 in Montreal, after a long illness. He 
was 85. 

Montreal-born, Mr. Pettigrew began 
his insurance career in the U.S., re- 
turning to Montreal in 1916 as represen- 
tative of Marsh and McLennan Ltd., 
insurance brokers. Two years later he 
helped found the firm of which he was 
later president. 





CAMDEN FIRE APPOINTMENT 

Frank Baaches has been appointed 
special agent of the Camden Fire for 
the state of Missouri. He is widely ex- 
perienced in field activities, having trav- 
eled for many years in Illinois, Michi- 
gan and Indiana territories. He at- 
tended Northwestern University and also 
studied abroad at Oxford University. 
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Harry Newell Leaving 
.The National Board 


LONG ASS’T CHIEF ENGINEER 


Won Note in Helping Develop Stand- 
ards Connected With Flammable 
Liquids and Gases 


who is retiring from 


Harry E. Newell, 
Fire Underwriters 


National Board of 


after being with it since October 1, 1909, 
has 
gineer ot 


assistant chief en- 


for years been 
Board. Before 


the National 





HARRY E. NEWELL 


entering the insurance engineering field 
he had worked in and around Newark, 
where he was born, on engineering sur- 
veying creWy of Lackawanna _ Railroad 
and later in Cuba for the Spanish- 
American Iron Co. 

With National Board he had consid- 
erable to do with developments of vari- 
ous standards, such as those connected 
with flammable liquids, gases, house 
piping for city gas and installation re- 
quirements for liquefied petroleum gases. 


He is an honorary life member of Na- 
tional Fire Protection Association, Liq- 
uefied Petroleum Gas Association and 


American Society of Civic Engineers, 
and was awarded the Moorehead Medal 


for Installation Requirements of Acety- 
lene Generators. For many years he 
was chairman of National Fire Protec- 
tion Association committees on gases 
and flammable liquids. 
Cited by Army 
Karly in his career Mr. Newell was 


also cited by the U. S. Army for de- 
veloping engineering standards for mili- 
tary purposes. In World War I he 
headed the War Department’s Bureau 
of Fire Prevention that had been estab- 
lished by the National Board at the re- 
quest of President Wilson and it fore- 
shadowed his World War II service, 
when he assisted in the supervision of 
the Government’s shipbuilding opera- 
tions. 

In Bloomfield, N. J., 
of &re zoning commission, 
zoning board of adjustments, 
four times elected mayor. 

During his terms of office he encour- 
aged the development of improved fire 
protection and fire prevention facilities. 


he was president 
chairman of 
and was 


State Farm Boards 

Fletcher B. Coleman has been elected 
vice president of State Farm Fire and 
Casualty and a member of the board. 
He is vice president of the State Farm 
Mutual. FE. L. Hiser has also been 
elected to the State Farm Fire & Casu- 
alty board. He is on board of State 
Farm Mutual. T. F. Campbell, vice pres- 
ident and secretary of State Farm Mu- 
tual Automobile Insurance Co., has been 
elected to board of State Farm Life. 


Allstate Uses Medium Size Computer 


How Data Processing System Is Applied to Fire-Casualty 
Operations Told by Allstate Methods Research 
Director L. L. van Oosten 


How a medium size electronic com- 
puter system may be applied to fire- 
casualty operations was told to the 
American Management  Association’s 
Electronic Conference in New York re- 
van Oosten, methods re- 
Allstate Insurance 


cently by L. L. 
search director for 
Co. of Skokie, Il. 
“A data processing 
posed of four processing 
Mr. van Oosten. “The first, which is the 
most extensive and upon which the 
whole system rests, may be considered 
as the point of original document prep- 
aration. It is here, at the branch level, 
that the transactions which must even- 
tually be fed into the system are re- 
corded by the company’s representatives 
who are ch: irged with carrying out the 
company’s services. In the case of a 
casualty insurance company, it would be 
at this point that premium bills would 


system is com- 
levels,” said 


be made, notices of accidents and pay- 
ment of claims recorded, and expense 
payments mi ide. Here we use conven- 


tional equipment such as addressograph, 
special policy writing equipment, ete. 


How Information Is Fed to System 


“The information to be entered into 
our system must now be converted toa 


form usable by our processing equip- 
ment. This is done at the second level 
of our system, at a different location. 


Here a card, or its equivalent, must be 
punched for every transaction that has 
taken place. To indicate the size of 
the system we might mention that at 
least 80 million digits of information a 
month are entered into this system from 
four such locations. At this level 
though the processing is complex—little 
is done to summarize the cards that 
are being punched. 

“These punched cards are now ready 
for processing at the next level of the 
system. There are only four centers 
doing processing at this level. At these 
centers, the decks of detail cards which 
were previously created are brought to- 
gether and summarized. Not ‘simply’ 
summarized, but summarized in innu- 
merable ways—each way necessary to 
form all the classes of statistics and in- 
formation that eventually go to manage- 
ment. Also at. this level reports of 
greater complexity are run off. 

“The summary decks made at the 
processing center of the third level are 





now brought together at the fourth and 
final level of the data processing system. 
It is here that the most complex—not 
necessarily the most difficult—processing 
takes place. It is at this level that the 
statistics are analyzed and the reports 
created which management must have 
to determine what has been happening 


and what it must do to get what it 
wants. 
“We now have before us a complex 


data processing system which is already 
highly mechanized and we ask where 
can a computer be used most effectively 
and most readily. The decentralized 
structure of the organization appears to 
eliminate any immediate economical use 
of a large computer. A medium size 
computer might be used effectively at 
more than one level of the system—most 
readily at the fourth level of the system. 
At this point we are—in a sense—ready 
to explode the information that has 
been gathered. 


Use DEC Computer 


“With all this in mind, our studies of 
computers available led to the purchase 
of the Datatron from ElectroData Cor- 
poration of Pasadena, Calif. 

“One application we would like to con- 
sider in some detail is a report we turn 
out every quarter for our underwriting 
department. The report shows the loss 
experience for the private passenger 
risks. There are 116 basic categories. 
When these are combined in all the 
ways underwriting wants we will have 
generated a total of 280 categories. 

“Starting with 464 words of data—four 
words for each of the 116 categories— 
we then end up with 3,080 words of in- 
formation that must be printed out in 
report form. Actually what has been de- 
scribed is done for 60 different groups. 
These groups are defined by type of cov- 
erage, geographic area, etc. 

“This report was originally computed 
by clerks using desk adding machines 
and calculators. Listings of the basic 
information were run off on accounting 
machines and sent to the Statistical Re- 
ports Unit where 18 hundred man hours 
were spent preparing the report. This 
time did not include time spent in pre- 
paring and listing the punched cards 
which contained the necessary informa- 
tion. About a year ago this report was 
completely mechanized using the IBM 
407 accounting machine and the 607 cal- 

(Continued on Page 27) 








REINSURANCE PLANNED and 
NEGOTIATED - DOMESTIC and 
FOREIGN MARKET FACILITIES 


* 


99 John Street 
New York 38 


Telephone: BEekman 3-4191 





ALBERT WILLCOX & CO., INC. . 


Established 1916 


Reinsurance Broker 











Facultative 
Treaty 
Excess of Loss 
Fire 
Marine 


Inland 








Casualty 























State Farm Cos. Plan New 
Building at Bloomington 


Plans for a new million dollar oifice 
building in the Bloomington area were 
announced by Edward B. Rust, execu- 
tive vice president-operations, of State 
Farm Mutual Automobile Insurance Co, 
Bloomington, Ill. The building wil! be 
erected on East Oaklaud Avenue, be- 
tween Mercer Avenue and Route 60, an 
area of about nine acres. It has a front- 
age of 492 feet on the south side of Oak- 
land Avenue and is 784 feet deep. 

Construction is planned to begin in 
1957. Eventually the building will house 
400 or more of the company’s Bloom- 
ington staff. Principal function of the 
new office will be to house all of the 
operating divisions of the automobile 
insurance company that will be perma- 
nently headquartered in Bloomington, 
plus operating units of the State Farm 
life and fire companies. Space will also 
be provided for record storage. 

The home office building at East and 
Washington Streets, Bloomington, will 
continue to be State Farm Mutual’s gen- 
eral headquarters. It will house the ex- 
ecutive and general departments, super- 
vising the company’s operations in the 
United States and Canada and will be 
the head office of State Farm Life In- 
surance Co. 

Headquarters of State Farm’s fire in- 
surance affiliate, State Farm Fire & 
Casualty Co., will remain in its three- 
story building at 108 East Market 
Street. The companies also maintain a 
warehouse at East Empire and Linden 
Streets. 

State F: arm Mutual now has branches 


operating in Berkeley, Calif.; Lincoln, 
Neb.; St. Paul; Marshall, Mich. ; Char- 
lottesville, Va.; Dallas; Jacksonville; 


Birmingham; Santa Ana, Calif.; and 
Toronto, plus a branch temporarily lo- 
cated in Nashville which will move next 
month to its own building in Murfrees- 
boro, Tenn. The Santa Ana_ office 
opened for business March 14. State 
Farm Life has branches in the Berkeley 
and Birmingham Buildings, and in Up- 
per Darby, Penn. State Farm Fire & 
Casualty has branches in Berkeley, Dal- 
las and Jacksonville. 

The new building plans mark another 
step in State Farm’s growth as a Bloom- 
ington business. First offices were a 
single room in the Durley 3uilding, oc- 
cupied in the spring of 1922. A partition 
marked off .a private office tor °G.. J. 
Mecherle, founder of the State Farm 
organization, and there were two desks 
in front for “the staff.” One of these 
was the desk of Verna Crusius Huffm: Mm, 
State Farm’s first stenogr rapher, who is 
still in the company’s employ at Ber- 
keley, Calif. 

Today 960,000, or 28%, of State Farm 
Mutual’s 3,400,000 policies are served by 
operating divisions in the home office 
and 72% by divisions in branch offices. 
The Arkansas-Kentucky divisions, with 
80,000 policies, will transfer to the new 
Murfreesboro branch in June. 





Reports on Latin America 
‘The Insurance Market In Argentina,” 
the first of a series of foreign economic 
reports, is now available at the library 
of the Insurance Society of New York, 
Inc. The report was published under 
the supervision of Jerome Sachs, di- 
rector of the Bureau of Foreign Com- 
merce, Department of Commerce, Wash- 
ington, D. C. 

Also available at the library are nu- 
merous directories on Latin America 
and files on insurance laws and regula- 
tions of these countries. The next re- 
ports to be released by Mr. Sach’s oitice 
will cover Mexico and Brazil. 





DALLAS CLAIMS MGRS. ELECT 

George Hempel has been elected 
president of the Dallas Casualty Insur- 
ance Claims Managers Council. Karl 
Rogers is the new vice president and 
Andrew Garner is secretary. 
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and newest in coverages! 


With the North America Companies in your corner, you can 
always count on something new to increase your agency profits, 
For North America is the recognized leader in the pioneering 

of better, broader insurance coverages. 








One example is the Indemnity Company of North America’s new 
Mercantile Open Stock Burglary Policy, whose many exclusive features 
give you a big edge on competition. Still another is the 

Homeowners Policy, which was developed by North America over four 
years ago and since has met with remarkable sales success. 


You get everything you need from North America to give you the 
insurance leadership in your community. For the complete story on all the 
advantages of becoming associated with this alert, pioneering group, 

see, write or telephone the Manager of the nearest North America Office. 


No one group can match North America in all these facilities 
that mean bigger business, more profit for your agency: 


Pioneering in New Broader Adequate Capacity to Handle Your Business 
Coverages, such as: World-wide Claim and Loss Organization 
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- Homeowners Policies Convenient Service Office System 
© — World-wide Personal Theft Policy Decentralized Processing Offices 
e Valuable Personal Articles Policy School for Agents 

e Blanket Liability Insurance Pioneering in Installment Premium 
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Mercantile Open Stock Endorsement . 
Burglary Policy Thoroughly Trained Special Agents 
and Technical Representatives at Your Service 


Independent Aviation Facilities 
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NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 





Protect what you have Philadelphia 1, Pa. 


The newest and the best in insurance from America’s oldest and strongest company 
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AItVY DOATa, FIC IS OM DOaTd OT 
Farm Mutual. T. F. Campbell, vice pres- 
ident and secretary of State Farm Mu- 
tual Automobile Insurance Co., 
elected to board of State Farm Life. 
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reorge fiempel has _ been elected 
weesbtent of the Dallas Casualty Insur- 
ance Claims Man: igers Council. Karl 
Rogers is the new vice president ind 
Andrew Garner is secretary. 
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Southern Agents Conference Meets 


At White Sulphur Springs, W. Va. 


White Sulphur Springs, W. Va.—With 
over 250 in attendance, the seventh an- 
nual Southern Agents Conference heard 
stimulating addresses and engaged in 
spirited discussions on pertinent prob- 
lems facing the industry. 

Vice Chairman Hayne T. Glover, 
Greenville, S. C., was elevated to the 
chairmanship, and Frank R. Bell, Jr., 
Charleston, W. Va., was elected vice 
chairman. Richard Brantley, Raleigh, 
N. C., was relected secretary-treasurer. 

The Conference opened Thursday eve- 
ning, March 17, with a get-acquainted 
social hour sponsored by the West Vir- 
ginia Association. The executive session 
got underway Friday morning with 
Chairman Robert E. Bobo of Clarksdale, 
Miss., presiding. The morning session 
featured general discussion, led by Louie 
E. Woodbury, Jr., David A. Brewer, and 
James P. Walker. Topics under discus- 
sion were Property Insurance, Casualty 
Insurance, and the Public Relations Pro- 
gram presently being developed in the 
South. So gratifying was the interest in 
these discussions that the meetings were 
re-convened after luncheon and contin- 
ued until late afternoon, the election of 
officers having been held following the 
morning session. 

Dr. Walter Flick of Washington & Lee 
University was the principal speaker at 
the annual banquet Friday night, with 
Frank E. Kinzer, Covington, Va., serv- 
ing as toastmaster. 


Some Featured Speakers 


Following a breakfast meeting of the 
Central Committee, the Southern Agents 
Conference Saturday morning program 
got under way with an address of wel- 
come by Thomas J. Gillooly, West 
Virginia Insurance Commissioner, who 
pointed out the bonds linking West Vir- 
ginians with other States in the Con- 
ference. He also commented on the con- 
tributions which could be made by vital 
agents’ associations. 

National Association President Joseph 
A. Neumann deplored the attitude of 
prophets of gloom and doom, and ex- 
pressed his complete confidence in the 
American Agency System. Mr. Neumann 
pointed out that the insurance industry 
would not lend itself to mass market 
operations, but warned against com- 
placency in the agents ranks, stating that 
“insugance is America’s economic para- 
chute.” He stressed the importance of 
the human factor in the insurance in- 
dustry and pointed out that competition 
was the greatest contribution to change 
in industry. 

George V. Whitford, vice president of 
the Fire Association Companies, Phila- 
delphia, pointed out that competitive 
problems facing the insurance business 
were no different than those facing other 
industries. Much of the difficulty, he 
declared, was attributable to the growing 
pains America is having. Likening the 
competition from direct writers to dis- 
count houses and_ super-markets, he 
stated that agents can’t wish-away or 
legislate this competition out of the 
picture. 

A. L. Benjamin, Director of Insurance, 
Cincinnati Gas & Electric Company, Cin- 
cinnati, speaking on behalf of the Na- 


tional Association of Insurance Buyers, 
listed the requirements of an ideal agent, 
stating that he must have a genuine in- 
terest in and knowledge of the cus- 
tomer’s business; must live with.the cus- 
tomer’s problem; must have the courage 
of his convictions; must have a complete 
and thorough knowledge of his product; 
and must support progress in the insur- 
ance business. While amplifying the 
above, Mr. Benjamin commented on at- 
tempts to fix commissions by legislative 
action, and also suggested certain changes 
in policy forms. 

The final executive session was held on 
Saturday afternoon at which time com- 
mittee reports were acted upon. Vari- 
ous resolutions were passed, the most 
important one relating to a resolution 
which asked the National Association, 
through its officers, to enter into discus- 
sions with company officials on a nation- 
wide basis to the end that an integrated 
advertising and public relations program 
could be developed in such a way as to 
demonstrate to the American public the 
place that the local agent has in the 
insurance industry. 





Whitford Talks to Southern 


Agents About Competition 

George V. Whitford, vice president of 
Fire Association of Philadelphia, one of 
the speakers before the Southern Agents 
gc rag oe at White Sulphur Springs, 
W. Va., last Saturday, discussed compe- 
tition in different types of business and 
showed that those who were alert to 
their opportunities were the least harmed 
by keen competition. He suggested that 
the insurance producer ask himself some 
questions like the following: 

What proportion of the increase in 
car registrations in my city or state 
did I write? 

How many customers died, moved 
away, or sold insurable property, and 
how many new customers did I get? 

Is my increase explained by rate 
changes, inflation, or new customers ? 

Did I go ahead last year because my 
largest customer put an addition on 
his plant or hired 200 more workers, 
or have I successfully widened the base 
by bringing new business to my office ? 

Do I fight with my competitors for 
the customer who is already sold, or 
do I create customers who have not 
carried any coverage before? 

Have I silently reached the decision 
to stop trying so hard for the personal 
lines, or am I determined not to turn 
the battlefield over to my adversary? 
“Finally,” concluded Mr. Whitford, “am 

I drifting with ‘good times,’ or do 
follow the advice of your fellow members 
on the Executive Committee, early to 
bed, early to rise, work like hell, and 
advertise” ? 





Fireman’s Fund Dividend 

The Fireman’s Fund Insurance Co. has 
declared a quarterly dividend of 45 cents 
per share payable April 15, to stock of 
record March 31. 


VAN VECHTEN OF AKRON DIES 


Prominent Agent Was President of 
NAIA in 1951; One of Ohio’s Best 
Known Agency Leaders 
James F. Van Vechten, president of 
McIntosh-Bowers-West Co., Akron, O., 
died March 16 and funeral services were 
held Saturday, March 19, in the First 
Congregational Church of that city. 





Burial was in Esperance, N. Y., where 
Mr. Van Vechten was born. 
Widely known in agency circles, Mr. 





JAMES F. VAN VECHTEN 


Van Vechten served as president of 
National Association of Insurance Agents 
in 1951. Prior to that he had held 
various offices on the way up and had 
been a member of NAIA’s executive 
committee since 1945. 

The prediction was made at the time 
of his election to the presidency that 
Mr. Van Vechten would prove a vigorous 
and forceful leader. This was borne out. 

Prior to achieving prominence on a 
national scale he was president of the 
Summit County Board and a trustee of 
the Ohio Association of Insurance 
Agents for three years, followed by a 
vear as its president. 

Mr. Van Vechten attended the Whar- 
ton School of the University of Penn- 
sylvania. He had been continuously with 
McIntosh-Bowers-West since 1914 ex- 
cept during World War I. 





Salesmanship Forum Staged 
By Greater N. Y. Brokers 


Michael H. Levy, president of the 
Federated Brokerage Service, New York 
City, was the featured speaker at the 
March 23 forum meeting of the Greater 
New York Insurance Brokers’ Associa- 
tion. Well attended, it was held at the 
Prince George Hotel, New York. Mod- 
erator was Armand Lowell, manager, 
D. S. Friedman & Co., chairman of the 
forum committee. 

Theme of the gathering was “Insur- 
ance Salesmanshin” and besides Mr. 
Levy’s talk on that subject Matthew 
Napear, uptown broker who is a mem- 
ber of the board of directors of the as- 
sociation, was on the program. 

A final speaker was Reverend Dr. 
Nathan I. Perilman, rabbi of Congre- 
gation Emanuel, 65th Street and Fifth 
Avenue, New York, who spoke on 
“Ethics.” A question and answer period 
closed the forum. 





NEW LOS ANGELES COMPANY 

Los Angeles—Insurance Commissioner 
F, Britton McConnell has approved the 
name “California National Fire Insur- 
ance (Co., for a new domestic insurer be- 
ing organized by Los Angeles interests. 
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Buffalo Firms Consolidate 

Buffalo— The firms of Richard L. 
Wood & Co., Inc., and McPherson-Car- 
ter Co., have been consolidated at 1021 
Genesee Building, as Richard L. Wood 

Co., Inc., it was announced. Richard 
L. Wood is retiring from active partici- 
pation as head of the organization, but 
will continue as vice president in an 
advisory capacity. Officers of the cor- 
poration will be G. E. Spitzmiller, presi- 
dent; Richard L. Wood, vice president; 
Jay, W. Heckman, vice president; and 
Cyril E. Ginther, secretary-treasurer. 





NEW LACKAWANNA AGENCY 

A business name thas been filed in the 
Erie County N. Y., clerk’s office for the 
Weber Insurance Agency, 1209 Ridge, 
Lackawana, N. Y., by John Weber, Jr. 
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Fireman’s Fund Director 


A. H. Brawner, president of W. P. 
Fuller & Co., was elected to the board 
of directors of Fireman’s Fund Insur- 
ance Co. at the annual meeting. 

Mr. Brawner, who has been president 
of Fuller’s since 1946, is chairman of the 
board of the Twelfth District Federal 
Reserve Bank. He is also president of 
Mills Memorial Hospital in San Mateo 
and is a director of the Caterpillar Trac- 
tor Co., the California-Pacific Title Co., 
California Packing Corp., and the Chil- 
dren’s Hospital of San Francisco. 


Made Executive V.P. 





J. A. North Elected by FIA; 
A. L. Ross Made Vice Chrmn. 


At the annual meeting of the Factory 
Insurance Association at Waldorf-As- 
toria, New York, March 16, John A. 
North, president of the Phoenix Insur- 
ance Co., was elected chairman of the 
executive committee and A. L. Ross, 
president of United States Fire Insurance 
Co., was elected vice chairman. Re- 
elected were Felix Hargrett, vice presi- 


dent Home Insurance Co., as secretary 
and Gilbert Kingan, U. S. manager Lon- 
don & Lancashire Insurance Co. as 
treasurer. 

General Manager F. D. Ross reported 
to the FIA member companies on opera- 
tions during 1954 and cited the experi- 
ence figures for the year. The following 
member companies were elected to the 
executive committee: American Insur- 
ance Co., Continental Insurance Co., Fire 
Association of Philadelphia, National Fire 
Insurance Co, and Commercial Union 
Assurance Co. 








* TIME 
WILLIAM W. COCHRAN 


| 

William W. Cochran was elected ex- 
ecutive vice president of the Reinsurance 
Corp. of New York and its associated 
company National Reinsurance Corp. at 
directors’ meetings of these companies 
March 15. At the same meeting, Gerrit 
S. Collier was promoted and elected 

assistant secretary of both companies. 
Mr. Cochran, a resident of Morristown, 
N. J. has a background in both the 
investment and insurance fields. He en- 














> tered Wall Street from Princeton in 
I 1929, and in 1938 joined the American 
Sai Insurance Co. of Newark. After four 
021 years in the Air Corps, he returned to 
wilh American, but transferred his interests 
mek to insurance operations. In 1950 he be- 
cao came associated with ‘his present com- 
but panies as a vice president and director. 
a4 Mr. Collier, a graduate of Dartmouth, 
mong 1941, and a CPCU, has been active in the 
on insurance business all of his business 
int life, joining the Reinsurance Corp. in 
, ’ oc 
and 1951. 
Polson Joins Vt. Agency; 

: Moher Succeeds as Special 
the _David F. Polson, special agent for the 
the ES New Hampshire Group of Insurance 
Ige, Companies at Montpelier, Vt., has re- 
. é signed to be affiliated with the Morrill 

is and Hawkinson Agency at St. Johns- 
Ta ‘ bury, Vt. Mr. Polson joined the New 


Hampshire Fire in 1946 after service in 
the Navy. He is well known to agents 
and company men in Maine, New 
Hampshire, and Vermont, having at dif- 
ferent times since 1949, traveled in those 
states for the New Hampshire Group. 

Mr. Polson will be succeeded by State 
Agent Richard W. Moher, who since 
1949 has been representing the New 
Hampshire Insurance Group in Louis- 
ville. Mr. Moher is a native of New 
Hampshire and it is expected that he 
will assume his new duties at Mont 
pelier about April 





New Buffalo Agency 
Adrian Dedecker, Jr. is president of a 
new general insurance agency formed 
in Buffalo, N. Y., Matthews, Bartlett & 
Dedecker Inc. The agency will be asso- 
ciated with the George E. Matthews 
Inc, real estate company, in the Blue 
Cross Building. 
_ Evans E. Bartlett, veteran Buffalo 
insurance man, is vice president of the 
new agency and George E. Matthews, 
Jt, president of the realty company 
; bearing his name, is secretary-treasurer. 
; Mr. Dedecker and Mr. Bartlett previ- 
ously have been partners in the insur- 
ance business. 
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Allstate Computer 


(Continued from Page 22) 


culator-punch. The time taken to do 
the equivalent of the work taking 18 
hundred man hours was then reduced 
to 100 man hours, With the E.D.C. 
operation the job is further reduced to 


12 man hours. 

“The work done originally by a group 
of clerks—considered as a single proc- 
essing unit—when first mechanized had 
to be done by different pieces of equip- 
ment all working independently of one 
another. When the computer takes over 
these functions, the processing is again 
done by a single unit which singly con- 
trols «ll the operations. This alone elimi- 
nates many of the pitfalls of processing 
which) inevitably occur when we must go 
from one piece of independent equip- 
ment to another piece of independent 
equipment. It is amazing what can get 
lost in the transfer and with what ease 
decks of cards that are in balance at 
one point of the operation are not at 
the next. 

“For this application the E.D.C. will 
have under its control two of its mag- 
netic tape drives, a card reader and a 
407 tabulator. One tape drive and the 
card reader will act as input, the other 
tape drive and the 407 tabulator will act 
as output. The brought-forward or his- 
torical information is on the input tape. 
This is first read onto the drum. 

“Cards representing the current ex- 
perience are now read into the E.D.C. 
and accumulated in the appropriate cells. 
These cards were, of course, the end 
product of the first three levels of proc- 
essing. The individual cards find the 
‘appropriate’ location because the pro- 
gram analyzes each group of cards read 
in and ‘computes’ the address of the 
cell location to which the data must be 
accumulated. Because of this we are 
able to eliminate a great deal of sorting 
that was once necessary. 

“After the current experience is accu- 
mulated all the various classes of totals 
are computed. Because of the size of 
the drum, this is possible on a single 
pass through. Out of the 4,080 words 
of storage available, 3,360 are used to 
store the basic information and all the 
results of computation. The size of the 
memory in this case allows the needed 
information to be continuously present 
until we are ready for the next block to 
be processed. 

“The same program which is coded 
to create all necessary classes of totals 
also is coded to compute the loss ex- 
perience for each class. This part of the 
program has been coded as a subroutine. 
“After calculating the loss experience 
the computed information is read onto 
the output tape. The output tape be- 
comes the input tape next time the re- 
port is run off. This eliminates the 
brought-forward decks of cards that had 
to be kept under the old system. This 
procedure is repeated for each of the 60 
Processing units. This is done automati- 
cally under the control of the program. 
“As a matter of interest, we are also 
Preparing monthly expense analysis 
Statements for each of our 26 branches. 
There are presently four statements of 
this type for each branch. They are— 
othce expense, sales expense, claim ex- 
pense and public relations. Other stand- 
ad reports are being transferred from 
IBM equipment to this system. We ex- 
pect to replace rental equipment and 
clerical effort costing more than the 
live-vear equipment amortization.” 





Home Quarterly Dividend 

Kenneth E. Black, president, Home 
Insurance Co., announces that the di- 
rectors of the company at their March 
l4 meeting declared a quarterly dividend 
% 30 cents per share, payable May 2, 
'o stockholders of record April 1. 

This payment will be the 193rd_ con- 
ecutive dividend paid to Home stoek- 
holders, The company has now paid 
lividends in 101 out of 102 years since 
its founding in 1853. 


Hanover Fire New Stock 


Offered to Holders at $42 


Stockholders of the Hanover Fire In- 
surance Co. are being offered rights to 
purchase 100,000 additional shares of the 
company’s capital stock at the rate of 
one share for each four shares held of 
record March 16, at a subscription price 
of $42 per share. The offer, which 
expires at 3:30 p.m. EST on April 4, 
is being underwritten by a group headed 
jointly by the First Boston Corporation 
and R. W. Pressprich & Co. 
will purchase any unsubscribed shares. 
Following issuance of the new shares, 
the company will have 500,000 shares of 
$10 par capital stock outstanding. 

Hanover Fire, incorporated in New 
York State over a century ago, and its 
subsidiary, the Fulton Fire Insurance 
Co., are engaged principally in the writ- 
ing of fire, marine and allied classes of 


which 


insurance. Since 1950, the company has 
engaged to a small extent in casualty 
insurance through a reinsurance pool. 
Proceeds from the present financing will 
be used to expand the company’s busi- 
ness, particularly in the direct writing 
of casualty and multiple line policies. 
For the year 1954, net premiums written 
by the two companies totaled $25,296,000. 
Net income (statutory basis) for 1954 
amounted to $1,079,000, equal to $2.70 
per share on capital stock. Total ad- 
mitted assets on December 31, 1954, 
amounted to $60,695,000. 

The company has paid dividends on its 
capital stock in each of the past 102 
vears. Dividends paid in 1953 and 1954 
totaled $1.80 per share. Directors have 
declared a dividend of 50 cents per share, 
payable April 1, which will not apply to 
the additional shares now being issued. 
Subject to earnings and other factors 
affecting dividend policy, directors intend 
to declare a quarterly dividend of 50 
cents per share in July, on the shares of 
capital stock then outstanding. 


























Wm. N. Titcomb Dies 
William N. Titcomb, retired treasurer 
of the Springfield Fire & Marine Insur- 
ance Cos. and past president of the In- 
surance Accountants Association, col- 
lapsed while bowling March 15 and died 
before he could be taken to a hospital. 
He was 83. 
A native of Calisbury, N.H., Mr. Tit- 
comb began his insurance career with 
the Capital Fire Insurance Co. of Con- 
cord, N.H., later joining the London & 
Lancashire and Orient Insurance Cos. 
He joined the Springfield F. & M. in“1918 
as chief accountant. He was made treas 
urer in 1944 and retired in 1950, 


E. M. GRIGGS HAS OPERATION 
E. M. Griggs of Chicago, associate 
“eneral counsel of National Board of 
lire Underwriters, is in the St. Francis 
Hospital, Evanston, Ill. where he under- 
went an abdominal operation last week. 








AMERICAN 


Cash on Hand and in Banks 





Capital Stock: 


Premium Balances (Less Ceded Reinsurance Balances) 
Bills Receivable taken for Premiums 


York. If actual December 


HOME ASSURANCE COMPANY 


(After giving effect to merger of American Home Assurance Company 
into Globe and Rutgers Fire Insurance Company on December 31, 1954, 
and change of name of latter to American Home Assurance Company.) 


FINANCIAL STATEMENT AS AT DECEMBER 31, 1954 


ADMITTED ASSETS 


*Bonds—United States Government........... Rt erean’ Saisie ta talerat eect atais 
“Bonds—All Other a. 2s. 66.0000 0000 arseaieiard meso Sie sce ag ort Nah ee 
*Stocks (Includes Subsidiary Company at $3,975,373.60).............. 


Reserve for Losses and Loss Expenses..... et dy he PIR: Pe Ro TORR RG 
Reserve for Unearned Premiums..... Reger n oe er ects a ite ot as SiS ad op Gye ot ei 
Reserve for Expenses, Taxes (Including $59,982.68 Federal Income Taxes) 

and Contingent Commissions Due or Accrued 
Reserve for Unpaid Merger Expense 
Cash Distributable to Stockholders Pursuant to Agreement of Merger 
Funds Held under Reinsurance Treaties..... PG TIRE CER, aT ak Pee 


+$4.64 Prior Preferred Stock (26,400 shares $15.00 Par Value)....... E 
Common Stock: 

(311,032 shares $5.00 Par Value)..... eiaielents Sieeieet a wanexinwlntiersiavers 

SSE ISUD ENED Sy tfc ds cr oo eh ads ris ae oa bre ah fa rarEAD on Wim Scar on tos ett als 


POLICYHOLDERS’ SURPLUS $18,271,902.14 


* Bonds and Stocks are carried on the basis prescribed by the Insurance Department of the State of New 
31, 1954 market quotations for all except insurance stock had been used 
(such insurance stock being taken at statutory value as at December 31, 1954, with portfolio adjusted to 
Securities carried herein at $555,706.00 are 
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market) the Policyholders’ Surplus would be $18,476,692.95. 
deposited with State Departments as required by law. 


Entitled upon redemption at Company's option or upon voluntary liquidation to $104 per share with 
5 1, 1957 and June 1, 1959, in each instance 


plus accrued dividends; otherwise entitled to $100 per share plus accrued dividends. 


successive reductions of $1.00 per share on June 1, 1955, June 





HOME OFFICE 


111 WILLIAM STREET, NEW YORK 38, N. Y. 


OCEAN 
MARINE DEPARTMENT 
102 Maiden Lane 
New York 5, N. Y. 


INLAND 
MARINE DEPARTMENTS 
169 William Street 
New York 38, N. Y. 

102 Maiden Lane 
New York 5, N. Y. 

FOREIGN DEPARTMENTS 


102 Maiden Lane, New York 5, N. Y. 
206 Sansome Street, San Francisco 4, Calif. 
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$ 5,789,887.92 
4,606,143.62 
17,138,490.60 
4,753,863.85 
2,071,142.26 
14,218.08 
86,852.81 
2,540,794.84 


$37,001,393.98 





$ 3,477.018.08 
9,688,962.32 


597,597.15 
16,234.45 
19,733.36 

4,148,219.70 

786,726.78 


$18,729,491.84 


$ 396,000.00 


1,555,160.00 
$ 1,951,160.00 


16,320,742.14 18,271,902.14 





$37,001,393.98 
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Crop Cover Report 


(Continued from Page 1) 


meets at Skytop, Pa. on May 6 and 7. 
Its study of crop insurance has been 
conducted by a committee, chairman of 
which is H. Clay Johnson, Deputy 
United States manager and_ general 
counsel of Royal-Liverpool Group. .That 
committee has not yet completed its re- 
port, but is expected to have done so by 
the time of the meeting. 

The AIA committee’s study had _ its 
origin about two years ago. It is not 
believed the report will be adopted 
unanimously in the sense that all com- 
panies will subscribe to it. While many 
of the leading companies are favorable 
to their writing crop insurance, the like- 


lihood is that some other companies will 
not see fit to adopt any program advo- 
cated as they do not contemplate enter- 
ing the crop field at this time, if ever. 
But the report will be of great value to 
those companies sympathetic to writing 
the coverage. They will welcome hear- 
ing the facts which will be submitted 
and the suggestions, or program, which 
will be presented. In brief, they want 
all the information available on this sub- 
ject, with particular respect to how such 
a plan of operations should be set up, 
whether by pool or individual company 
writing. 


Almost a Government Monopoly 


Another important consideration is for 
private enterprise to give another 
demonstration of its usefulness in the 
private economy; its ability to progress 
in a field where the government has 
almost a monopoly which without oppo- 
sition can grow to astronomical propor- 
tions. This factor assumes special im- 
portance because of the present program 
of the Federal Crop Insurance Corp. 
which is to widen its field of operations 
by strenuous sales methods. 

In an article on crop insurance which 
the Wall Street Journal published on 
March 15, written after numerous con- 
ferences with Federal Crop Insurance 
Corp.—an unusually good article written 
by Lester Tanzer—that paper said that 
the government’s goal is $500,000,000 of 
crop insurance coverage; in brief, top- 
ping its present coverage by $100,000,000. 

Business executives have been consid- 
erably interested in a report on govern- 
ment expenditures made by the Citizens 
Committee for the Hoover Commission 
for Reorganization of the Executive 
Branch of the Government, Inc. One 
paragraph of that report reads: 

“The Hoover Commission finds hidden 
subsidies in the failure of some (govern- 
ment) agencies to charge fees, premiums 
and interest rates sufficient to pay their 
administrative expenses. Congress ap- 
propriates these costs directly from the 
Treasury ... and they are, therefore, 
a burden on the taxpayers instead of 
on the beneficiaries of the particular 
program.” 


Government’s Experience 


Included in the data gathered by AIA 
committee has been FCIC’s own experi- 
ence and records gathered in the 15 
years the corporation has been operat- 
ing. Many of these records have been 
microfilmed. In the search for facts by 
the committee the government officials 
have been cooperative. 

That the hazards of writing crop in- 
surance are so many that they should 
not be minimized is demonstrated by 
the experience of the government with 
the coverage. Since FCIC has been sell- 
ing farmers policies against crop failure 
it has collected $262,000,000 of premiums 
while loss payments have passed $343,- 
000,000, the net loss being $81,000,000. 

The Wall Street Journal in discussing 
this loss record said on March 18: 

“Most FCIC officials contend the 
Government’s red-ink record is not as 
discouraging as it sounds. Most of the 
15-year, $80 million deficit was run up 
in the first eight years of the program, 
when the FCIC was almost continuously 


in trouble; in 1944, Congress even sus- 
pended the program for a year. In the 
period from 1939 to 1947, the agency 
tried offering insurance to all wheat 
growers, instead of just the better risks; 
and the farmers were insured not just 
fora portion of the value of their crops, 
but for a ‘normal return’ on their invest- 
ment to boot. 

“The result was that by 1947 FCIC’s 
deficit amounted to over $70 million. 
Congress again closed the agency down, 
revamped the program, and started the 
current insurance drive on an. ‘experi- 
mental basis’ in 1948, with the idea that 
it would evolve over the years into a 
— wide, all-risk crop insurance set- 


PECIC began in 1948 by offering in- 
surance in a few counties, picked to 
provide a cross-section of good and bad 
risks. Slowly the program has expanded 
to meet demand. This year insurance is 
being offered in 834 counties, out of the 
3,000 rural counties in the country, a 
jump of 31 from last year; next year 
another 50 counties will be added. 

“The record since 1948: Net losses of 
about $8 million, due chiefly to severe 
drought in 1953 and 1954 and to heavy 
wheat losses last year from the disease 
called stem rust. From 1948 to 1952, the 
corporation actually showed a $2 million 
profit, but 1953-54 losses of $10 million 
wiped it out.” 


Hoover Commission Would 
Raise Crop Coverage Rates 


Washington—The Hoover Commission, 
in a report on the lending and insur- 
ance activities of the Federal Govern- 
ment, has asked that premiums for all- 
risk crop coverage charged by the Fed- 
eral Crop Insurance Corp. be increased. 

“The premiums are obviously not large 
enough to pay administrative expenses, 
provide reserves, or repay the Federal 
capital invested,” the report stated, after 
noting that after “14 years of actuarial 
experience” the corporation is failing to 
cover even losses with premium income. 

The Commission recommended that, 
“premiums charged by the Federal Crop 
Insurance Corp. be increased to an 
amount which will cover losses, the cost 
of administration, and provide reserves.” 

Present law does not permit the /CIC 
to use any part of premium income for 
administrative expenses, but the Admin- 
istration is backing a bill which would 
permit such changes against premiums 
on a limited, experimental basis. At 


present Congress appropriates funds for 
administration. 


New Hampshire Group Opens 
New Office in Albany, N. Y, 


New Hampshire Fire Insurance Group 
has opened a new office in Rooms 409. 
403, 11 North Pearl Street, Albany, 
N. Y., for the conduct of its multiple 
line operations. 

The Companies’ Fire and Allied Lines, 
automobile and inland marine business 
for eastern and northern New York will 
continue to be supervised by State Agent 
James R. Ryan and Special Agent Hovy- 
ard F. Sargent from the new office, In 
western New York they will continue 
under the supervision of Special Agent 
John W. Bartemus from his office at 
923 Granite Building, 130 Main Street, 
East, Rochester, N. Y. 

The casualty operations of the group 
in the fields supervised by State Agent 
Ryan and Special Agent Bartemus will 
be under the direct supervision of Hnu- 
bert J. Mallia, casualty manager. Mr, 
Mallia was decorated for his service in 
the Air Corps in World War II. Subse- 
quently he was associated for several 
years with the branch office of the Cen- 
tury Indemnity Co. in Albany, both as 
an underwriter and as a special agent. 








SECURITY « STRENGTH « SERVICE 


UNITED STATES RESOURCES AS OF DECEMBER 31, 





1954 


SURPLUS TO 

















ASSETS LIABILITIES POLICYHOLDERS 
= (Includes Capital) 
Year Securities 2 Ea 
Estab. weiss at a. 
lished by Law Assets _ Assets _ liabilities Capital Basis Basis 
1896 American and Foreign Insurance Co. $ 460,548 $23,014,967 $23,475,515 $14,212,818 $1,500,000 $ 9,262,697 $ 9,256,254 
1863 *The British and Foreign 
Marine Insurance Co. Ltd. 1,044,164 13,845,919 14,890,083 8,874,486 500,000 6,015,597 5,978,225 
1911 Globe Indemnity Company 1,147,168 79,159,187 80,306,355 49,551,962 2,500,000 30,754,393 30,204,747 
1836 *The Liverpool and London and 
Globe Ins. Co. Ltd. 1,401,185 49,765,112 51,166,297 31,411,763 500,000 19,754,534 — 19,509,575 
~ 1811 Newark Insurance Company 766,115 29,277,808 30,043,923 18,373,608 2,000,000 11,670,315 11,641,036 
1891 Queen Insurance Company of America 842,824 75,658,781 76,501,605 46,866,559 5,000,000 29,635,046 29,415,933 
1910 Royal Indemnity Company 1,191,215 88,410,397 89,601,612 57,030,062 2,500,000 32,571,550 32,115,415 
1845 *Royal Insurance Company, Lid. 1,352,677. 57,964,297 59,316,974 37,357,214 500,000 21,959,760 21,844,926 
1896 Star Insurance Company of America 463,508 25,505,071 25,968,579 15,937,717 - 1,000,000 10,030,862 9,990,759 
1860 *Thames and Mersey Marine 
Insurance Co., Ltd. 1,041,433 8,042,082 9,083,515 5,380,349 500,000 3,703,166 3,714,870 
1832 Virginia Fire and Marine 
Insurance Company 502,562 8,434,311 8,936,873 5,327,489 1,000,000 3,609,384 3,635,080 


* United States Branch. The amount shown under “Capital” is the 
statutory deposit required to transact business in the U.S.A. 


CASUALTY—SURETY—FIRE—MARINE 


ROYAL-LIVERPOOL INSURANCE 


GROUP 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK 38, N. Y. 
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C. G. Cornwell Reelected 
Marine Syndicate Head 


At the annual meeting of the American 
Marine Insurance Syndicate here last 
week, Clifford G. Cornwell was reelected 
chairman of the board and manager. 
Other officers elected at the meeting of 
the board of managers include: Percy 
Chubb, named vice chairman of the 
board; S. Donald Livingston, under- 
writer and secretary; Romer F. Weyant, 
treasurer; Samuel Gore, manager, loss 
department and Bernard V. Burns, as- 
sistant treasurer. 

At the annual meeting of subscribers, 
the following companies and their rep- 
resentatives were elected as managers 
for a term of three years: Aetna In- 
surance Co., Frank A. Aiken; American 
Central Insurance Co., John F. Ulreich; 
Atlantic Mutual Insurance Co., Miles F. 
York; Fireman’s Fund Insurance Co., 
Woodward Melone; Great American In- 
surance Co., Emil A. Kratovil; The 
Home Insurance Co., John W. Morrow; 
and Orient Insurance Co., Leslie A. 
Ward. 

The term of office of these companies 
expires in 1958. 





A. T. Persson to N. Y. Office 


Toplis & Harding, Wagner & Glidden, 
Inc., announces that A. T. Persson, Jr., 
vice president, has joined the staff: of 
their New York Office. Mr. Persson 
comes to New York from the Los An- 
geles office and previously was in the 
Detroit and Chicago offices. 

Upon leaving the service, Mr. Persson 
was an employe of the Underwriters 
Salvage Co. in Chicago and has been 
associated with Toplis & Harding, Wag- 
ner & Glidden, since 1947. He will be 
active in the adjustment of fire and 
inland-marine claims. 





American Auto Petitions 
SEC on Common Stock Sale 


American Automobile Insurance of St. 
Louis has filed a registration statement 
with the Securities & Exchange Com- 
mission covering 250,000 shares of its 
$2 par common stock. The stock is to 
be offered for subscription by holders 
of outstanding capital stock at the rate 
of one new share for each six shares 
held on the record date. Record date, 
subscription price and underwriting 
terms are to be supplied to the SEC 
by amendment. 

_ Unsubscribed shares will first be of- 
fered to officers and employes of the 
company at the subscription price to 
stockholders. 

_ The purpose of the financing, accord- 
ing to the company, “is to provide the 
company with additional capital funds 
which would permit the company (and 
its subsidiaries) to continue to accept an 
Increasing amount of insurance pre- 
miums,” 

The American Automobile, the state- 
ment explained, has been increasing its 
volume of premiums in fire and allied 
lines and in the fidelity-surety lines and 
plans to continue its efforts to expand 
these and other classes of business as 
desirable opportunities can be developed. 
“The proceeds of the proposed stock 
sale will be of material assistance in 
the development of these lines.” 





L. P. Tremaine Endowment 

Friends of the late Laurence P. Tre- 
maine, who was for many years an offi- 
cer and director of Pacific Fire Insurance 
Co., have established an endowment fund 
in his memory with the Insurance So- 
ciety of New York, Inc. Mr. Tremaine 
died last January 20. The fund was es- 
tablished a short time later. 
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Eric F. Shaw Made Marine 


Superintendent Aetna Group 

Appointment of Special Agent Eric F. 
Shaw as marine superintendent for the 
Connecticut field on his 35th anniversary 
with the Aetna Insurance Group recently 
was announced by President Clinton L. 
Allen. 

A native of Ottawa, Ontario, Mr. 
Shaw was educated in the public schools 
there and at Ashbury College at Rock- 
liffe, Ont. After serving as a lieutenant 
in the Canadian Engineers, C.E.F., dur- 
ing World War I, he joined the Aetna 
in 1920 as a member of the accounting 
department. Six years later, when the 
Aetna’s casualty company was organ- 
ized, Mr. Shaw was made an auditor 
in the accounts department. In 1930 he 
was transferred to the inland marine 
department and in 1938 was appointed 
special agent for New York State ma- 
rine business. Shortly thereafter he 
was made special agent for Connecticut 
and western Massachusetts. In his new 
position, Mr. Shaw will continue to make 
his headquarters in the home office. 





Insurance Society Course 
For Teachers Gains 50% 


More New York City high school 
teachers are learning the fundamentals 
of insurance than ever before, according 
to a report recently released by the 
School of Insurance of the Insurance 
Society of New York, Inc. The Insur- 
ance School has announced a 50% in- 
crease in the number of enrollments in 
its course of “Insurance for High School 
Teachers.” 

The course is given by the Insurance 
Society for the New York Board of 
Education. Scheduled only during the 
spring semester, the course includes: 
policy coverages of primary interest to 
the layman and to be used by high 
school teachers in their curriculum; a 
detailed study of the New York City 
Teachers’ pension plan. 





ELMIRA AGENCY CHANGE 

The name of Henbest & Sons Inc., 
Elmira, N. Y., insurance agency, has 
been changed to Henbest & Morrisey 
Inc. J. William Morrisey has joined the 
firm as vice president and secretary. 
Robert L. Henbest is president and 
treasurer. 
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429 Vessels Lost by Mines 
Since Halt of World War II 


The American Cargo War Risk Re- 
insurance Exchange of New York re- 
ports that 429 vessels have been sunk or 
damaged by explosive mines from the 
termination of hostilities in World War 
II to December 31, 1954. The first casu- 
alty of 1954 occurred on January 16 when 
the Maersk liner Brigit Maersk struck 
a mine on her maiden voyage in the 
Skagerrak with damage to hull and en- 
gines. Eleven other vessels were sunk or 
damaged. 

The U. S. Navy Hydrographic Office 
reported 5 mines, 4 suspected mines and 
4 torpedoes sighted in Atlantic waters 
during the year and 19 mines, 22 sus- 
pected mines and one depth charge in 
Pacific waters. Lloyd’s Weekly Casualty 
Index reported 163 mines during 1954. 
The U. S. Navy Hydrographic Office is- 
sued a new loose-leaf publication in 
October called “DAPAC” (Danger Areas 
in the Pacific) listing extensive danger 
areas in Far East waters. It was ex- 
plained that while at the end of World 
War II it was believed that mine haz- 
ards would be eliminated in a short time, 
“such was not the case * * * many areas 
still remain dangerous.” 





W. A. Hall Goes to Florida 


Appointment of William A. Hall as a 
multiple line special agent for Aetna 
Insurance Group in Florida was an- 
nounced by President Clinton L. Allen. 

Mr. Hall, who will specialize in ma- 
rine business, will make his headquar- 
ters in Jacksonville and will be associ- 
ated with State Agent H. A. Chad- 
bourne and Special Agent Norman R. 
Reid. He replaces Special Agent Arthur 
A. Pendleton, who resigned to enter the 
agency business. 

Mr. Hall started with the Aetna in 
November, 1952, as a clerk in the ocean 
marine department and a year later en- 
tered the company’s Multiple Line 


Training School. Following his gradua- 
tion he returned to the marine depart- 
ment and was engaged in underwriting 
inland marine business until his appoint- 
ment to the field. 
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Farm Bureau Offers Package 
Policy to Meet Family Needs 


Farm Bureau Mutual Automobile has 
introduced a new package policy de- 
signed to meet all the liability insurance 
needs of the average family. The pack- 
age consists of the standard automobile 
contract combined with an expanded 
personal liability policy. Called the com- 
prehensive family liability and automo- 
bile combination policy, it costs less 
than the total price of its major cover- 
ages sold separately, the Farm Bureau 
maintains. 

Bowman Doss, executive vice presi- 
dent, says that the company has added 
without additional charge five new cov- 
erages not contained in previous basic 
personal liability policies. The new lia- 
bility provisions cover fire damage to 
the house which the policyholder rents, 
mishaps to people visiting the site of 
the home he’s building, injuries to per- 
sons at his place of employment, and 
accidents to visitors in a school, studio 
or office contained within his home. 

The fifth coverage provides medical 
payments to go with each of the other 
coverages. 

The new policy will be sold now in 
Connecticut, Vermont and Rhode Island 
and at later dates elsewhere. 

In another change in the auto policy, 
the Farm Bureau has extended its regu- 
lar auto medical payments coverage to 
children of the policyholder. Depending 
upon the premium selected, the broad- 
ened policy pays from $500 to $5,000 for 
medical needs of any member of the 
family involved in an automobile acci- 
dent. It provides for payment regardless 
of fault or whether the injured person 
was passenger, driver or pedestrian. 


Fire Association Sets 


New Resources Record 

K. B. Hatch, president of the Fire As- 
sociation of Philadelphia and its wholly 
owned subsidiaries, Reliance Insurance 
Co. of Philadelphia and the Eureka Cas- 
ualty Co., in announcing the 1954 results, 
stated that the companies had the high- 
est assets, surplus, and premium vol- 
ume in their history. 

The assets of the Fire Association 
Group on a consolidated basis for the 
year 1954 exceeded $100,000,000 for the 
first time—the exact figure being $101,- 
897,485. The policyholders’ surplus was 
$41,150,029. Net premium income for the 
three companies was $44,608,322—-which 
represented an increase of $300,351. The 
underwriting experience was greatly af- 
fected by the three hurricanes which 
hit the Eastern Seaboard in the fall of 
1954. Primarily because of these storms, 
the companies suffered an underwriting 
loss of $1,510,901 during the year, against 
a profit of $559,787 in 1953. 

Investment income in 1954 was $2,750,- 
912—which represents an all time high 
for the three companies involved. 

Mr. Hatch stated that the results for 
1954 include operations for the entire 
year of the Eureka Casualty Co. During 
the year, the parent company—Fire As- 
sociation of Phiiadelphia—increased its 


capital from $3,400,000 to $6,800,000. 


Gorman Named at Oakland 


Robert T. Gorman has been appointed 
special agent for American of Newark 
in the East Bay area with headquarters 
in Oakland, Calif. He was a multiple 
line fieldman for another company before 
joining American. 


Deaa 21 














an RU 
A TYE EASTERN = 





























Pp 30 a oe hee ae March 25, 1955 ) 
age ‘calm Siet UNDERWRITER US 

li 

st 

tt 

si 

$2 

ol 

th 

th 

cs 


wy mee 6 iomebateeie. “aks 















































HE fi 

4 f pa 

J f th 

J i m 

4 . 1s 

j & th 

Dh de 

a= R de 

on 1 mi 

Sk la 

se) “a 

ee le 

aH 7 

| s 

Ll L de 

E a 

Ta 

Va 

Or 

tic 

flo 

th 

. VO 

The Home Insurance Company Pe 
The Home Indemnity Company tal 
United States Fire Insurance Co. ay 
North River Insurance Company ; ye 
Marine Office of America ta 
Fidelity & Deposit Co. of Maryland ‘ 


* : : Massachusetts Bonding & Insurance Co. 
“ak a American National Fire Insurance Co. 


Eagle Star Insurance Company, Ltd. 
Universal Insurance Company 

Northern Assurance Co., Ltd. 
Hartford Steam Boiler Insp. & Ins. Co. te 

















_——— 





= — THE EASTERN 




























1955 March 25, 1955 Page 31 
UNDERWRITER | 2s . 
<———— 


Net premiums for the inland marine 
lines written last year nationwide by 
stock insurance carriers and a few mu- 
tual companies which operate upon a 
similar rate basis totaled approximately 
$278,875,000, slightly off from the total 
of $280,000,000 reported for 1953. In 1952 
the total was $261,000,000 compared with 
the 1951 figure of $238,000,000. The 1954 
estimation would indicate that inland 
marine production did not go ahead, and 
if this is borne out by the final figures 
of the Inland Marine Insurance Bureau 
(to be available in a few months), it will 
signify that the upward pace has been 
halted for the first time in many years. 

It should be pointed out that the fig- 
ures which appear in this and following 
pages are taken largely from reports 
filed with the New York Insurance De- 
partment, and therefore do not include 
the returns of stock carriers not ad- 
mitted to this state. Even at that, there 
is little doubt that the production in 
these lines maintained during the past 
decade has slackened perceptibly. Stu- 
dents of trends do not feel that this 
means a diminished buyer interest in in- 
land marine. Witness that the appeal of 
“all risks” protection is still at a high 
level and is expected to continue. 

One reason given for the slackening 
is that a stepped-up refinement of un- 
derwriting in some of the heavy volume 
personal has arrested, tempo- 
rarily at least, the sharp production ad- 
vances made in the years prior to 1954. 
One underwriter feels that this is par- 
ticularly true of the personal property 
floater and personal jewelry classes in 
the larger centers where a density of 
volume subject to high loss ratios exists. 
Part of the 1954 decrease is also attribu- 
table to the peculiarities of the three- 
year cycle stemming from the original 
year of advent of PPF in some impor- 
tant volume states where 1954 was not 
a “renewal” year. It is also noted that 
some business has gone to combination 
dwelling-contents forms. 





classes 


Comparison With Previous Years 


1953 total direct inland marine 
Writings reported by the Inland Marine 
Insurance Bureau in New York for its 
member companies was  $281,096,476; 
other stock carriers—$29,009,684, and for 
member companies of the Transporta- 
tion Insurance Rating Bureau—$14,264,- 
598. This makes a total of written pre- 
miums of $324,370,758 compared with a 
1952 grand total of close to $303,000,000. 

When the IMIB’s official figures for 
1954 become available it will be inter- 


For 











esting to see how much of a falling off 
in volume is indicated in the light of 
the year-end results shown in this edi- 
tion for the companies both individually 
and in groups. A reduction is definitely 
indicated. 

Including the premiums of companies 
belonging to the TIRB the total gross 
writings for last year will approximate 
$323,875,000. The difference of $45,000,- 
000 between the gross and the net pre- 
miums written is due to the fact that a 
considerable volume of reinsurance 
sent to Lloyd’s of London Underwriters 
and other non-admitted insurers. Fur- 
thermore, the figures of the IMIB are 


is 


written premiums before reinsurance 
whereas the net premiums written, as 
reported in this edition, are retained 


premiums after reinsurance ceded. 


Bird’s-Eye View of 1954 Experience 


Conversations with company people 
over the past few weeks point to the 
fact that so-called commercial inland 
classes fared somewhat better than the 
PPF and personal jewelry classes, both 
in volume and in loss experience. This 
will have a salutary effect upon the un- 
derwriting picture far “dry- 
marine” results are concerned. 

On the other hand, the inland marine 
experience did suffer some extent 
from the 1954 hurricanes although prob- 
ably not sufficiently to have a severe 
effect claim ratios. Attention 
also called to six figure wind 
which have been reported in the tele- 
vision and radio tower policy field. 
Motor cargo hijacking, collisions and 
fires are still high in the loss brackets 
of the companies but these lines, in con- 
trast to somewhat earlier years, should 
turn out an over-all favorable experi- 


as as 


to 


is 


upon 
losses 


ence for 1954. However, underwriters 
caution against over-optimism or the 
easing of strict underwriting require- 


ments because of several good years in 
this category. 


Little Change in Company Ranking 


From the standpoint of net premium 
production in 1954 the rankings of the 
leading companies are almost the same 
as in 1953 and 1952. However, only a few 
of them report gains in volume which is 
in contrast to the two previous years. 

The Home of New York is the No. 1 
writer with $24,368,018 with the Hartford 
Fire ($15,933,956), Insurance Co. of 
North America ($15,281,022) and Fire- 
man’s Fund ($12,498,831) following in the 
order named. The Automobile of Hart- 
ford held fifth place among the leaders 
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INLAND MARINE PREMIUM 
WRITINGS for 1954 


Net Premiums Show Slight Drop After Sustained Years of Gain; Last Year’s 
Total Estimated at $278,875,000 Compared With $280,000,00 for 1953 


with $10,315,353. Sixth was Aetna (Fire) 
of Hartford with $9,687,931 and seventh 
was St. Paul & Marine with 
$9,581,124. 

Following our practice of last year the 
inland marine writings of the casualty 
carriers are reported separately. With 
multiple line underwriting on a steady 
increas¢é more casualty companies are 
reporting net at the 
close of each year. While their writings 
will ultimately be integrated with those 
of the fire-marine insurers in these tables 


Fire 


inland business 


they are kept separate for the time be- 
ing for purposes of emphasis. 


North America Again Group Leader 


Top for company groups in 
1954 again went to the North America 
Companies, reporting net writings of 
$17,906,636 compared with $17,316,131 in 
1953. It one of the 
which reported a production gain in in- 
land marine for last year. 

Fireman’s Fund Group jumped ahead 
of Hartford Fire Group to occupy sec- 
ond place. Its 1954 net writings were 
$17,855,473 (a gain over 1953) compared 
with Hartford Group’s total of 
$16,903,075 which showed a drop from 


honors 


was few groups 


Fire 


1953. with comparative figures for 1953, 1952 
The Aetna Insurance Group main- and 1951. 
1954 1953 1952 1951 
Home of New York.ii.i..<case $24,368,018 $24,675,911 $20,925,392 $19,591,913 
EUARELOEC RIE! cciicidc ait oiavune 15,933,966 16,090,063 15,503,062 14,048,377 
Insurance Co. of North America 15,281,022 14,749,127 13,618,233 12,607,935 
Pivemian'S Bund «2256606060040 12,498,831 13,155,402 12,916,629 11,529,459 
Automobile of Hartford........ 10,315,353 10,772,800 9,666,826 9,134,843 
Aetna (Fire) of Hartford...... 9,687,931 9,718,557 7,631,128 8,937,360 
St. Paul Fire & Marine........ 9,581,124 9,518,428 9717,111 9,098,702 
ESAVCICTS CPAP. 25 o%- 06.0. 54.010 viele 7,694,907 8,083,561 7,202,769 6,077,171 
American of Newark.......... 6,763,505 6,806,941 6,532,462 5,603,359 
Phoenix of Hartford.:......c.. 5,997,491 6,181,407 5,961,191 5,702,044 
CCRT RENO ENE Gio 5-6 Sisiekain vote See 4,692,477 4,885,094 4,658,083 4,485,455 
Greab AINeMCatia. oe ccd ees 4,443,095 3,895,782 3,032,175 3,461,352 
National Fire, Hartford........ 4.357.161 4,183,185 3,663,855 2,483,249 
Fidelity-Phenix Fire ........... 3,912,644 4,208,222 3,716,963 3,840,317 
Bostotigmtstni cone. csccinenuces.s 3,912,441 3,089,386 3,048,650 2,533,036 
Providence Washington 3,846,330 3,856,222 4,637,392 3,965,899 
Connectiont Bire 6 .ccdec sa cence 3,619,175 3,729,942 3,597,270 3,440,889 
National Union Fire of Pa..... 3,179,317 3,113,744 2,967 900 2,896,750 
Springfield Fire & Marine..... 3,140,028 3,249,163 2,735,865 2,204,912 
Firemén's of Newatk.,..c. ses .s0%s 3,048,450 3,476,547 2,778,548 2,570,574 
Gerieral of “Ametica.. ..s....65. ‘3,014,255 2,574,242 2,567,945 2,429,605 
Atlantic (NEGRIAY 6 e<icesi ons won 2,920,102 3,069,102 2,787,382 2,434,096 
Fire Association of Phiia...... 2,699,145 3,102,477 3,140,681 3,000,182 
Home Fire & Marine.......... 2,678,321 3,288,850 3,229,157 2,882,364 
Federal of New Jersey......... 2,612,361 2,425,099 1,649,441 1,560,010 
National Surety Marine........ 2,360,242 1,985,827 2,059,267 1,957,163 
Employers’ Fire ......... 2,286,638 2,197,072 1,929,396 1,681,559 


Glens Falls 2,265,66 


(Continued on 



























































tained its fourth place position among 
the leaders with a total of $14,091,530, 
only slightly off from 1953. Next 
the Aetna Life Group with $12,135,838, 
followed by the America Fore Group 
with $11,305,831, also a reduction com- 
pared with the previous year, 


came 


Saint Paul Companies were next in 
the ranking with $10,943,287 compared 


with 1953 production of $10,633,985. Then 


came the Phoenix-Connecticut Group 
with $10,388,290, the Appleton & Cox 
Group with $9,683,176 and Travelers 


Group with $7,694,907. 

Other leaders among the groups in the 
order named Wm. H. McGee, 
Chubb & Son, Royal-Liverpool, National 


of 


were 


Hartford, Great American, Boston 


Old Colony, Loyalty Group, Atlantic 
Companies, Springfield F. & M. and 
Glens Falls. 


While the Home of New York is the 


leading inland marine writer from the 
standpoint of net premiums there is no 
Home Group as the Home Indemnity 
does not report any net retained inland 
marine premiums. 

Following are the net premium writ- 
of the companies for 1954 together 


ings 


4 2,293,935 2,189,814 
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Inland Marine Premium Writings 


(Continued from Page 31) 


Philadelphia F. & M. Ins. Co... 
United States Fire............. 


PROMUANIE NL. Bievicshseeeues asia 
Commercial Union of London.. 
New Hampshire Fire........... 


Asnericat Haele: o.s.cessk.54eus 
Hanover Fire, NN: Y..c5660265< 
NOTA? GROVER 5 o265.0044 Seaueese 
Camden Fire Ins. Ass’n........ 


CePA os ce csace ee cera 
London Assurance ............ 
Security New Haven ........... 
Century of Scotland........... 
Northern Assurance ........... 
Queen of AMPTICA. ... 020665005 


ROM TAD iw shes acn an mses wesc 


Marine of London ............ 


PRBS ANG es sehenwesseecs 
Royal Insurance Go.....5..<.+. 
American Home Assurance..... 
pea OF Laverpoeol...<.6.<s..5..2. 
PeaeeC ESI acc hice Chee oot 
World Fire & Marine.......... 
Pennsyivania Fire .....<.0..<5. 
Milwaukee Mechanics ......... 
North British & Mercantile.... 
Pacihe National: «.<.4.<...<..s 
Oreste SNE OW: was sucessns tunes 
Liverpool & London & Globe... 
American Central, St. Louis.... 
Switzerland General ........... 
Merchants Assur., New York... 
Equitable Fire & Marine....... 
Millers National, Chicago ..... 
Northwestern National ........ 
Pearl ASSUFANCE  o6.6osss sees 
Retence OF Phila. .scs.esn5s.cs 
Standard Marine, Liverpool.... 
Alliance of London ............ 
Union of Canton .....566<..5.- 
Eureka-Security F. & M....... 
Royal Exchange Assurance .... 
Sun Insurance Office, Ltd....... 
American Equitable, N. Y...... 
Western of Toronto .......... 
Indemnity Marine, London..... 
New York Underwriters........ 
CeAIE DIATE: bcs x50 sa seles'sans 
POO WANS -ssncbaceesssncsos 
Calif. Ins. Co., San Francisco... 
Pa ADE oie bs ca davawases > 
PRR ha sai osmateatyeswos cases e 
NOW BEANE oss kcsccadwssauns 
Gommerce ins, Co. .........5.. 
DERIAENE osn4kSéscasssksssnes 
GOMMIOTIWEANETD 5c 5 sno se soa ses 
Mouniets F-86015, ..50 00s ves0< 
Bankers & Shippers of N. Y.... 
Shai Ki PAMRIETICA: 6 oe cos enes sans 
Prudential of Gt. Britain...... 
SURI PURINE < vaeccsbaesaen ads 
Insurance Co., State of Pa..... 
patemanntiom. Pa. soci. .cass cares 
New England Fire ............ 
fe Cr ec tl de |. nee eee ae 
Commercial Union, New York.. 
American Reserve ............. 
American & Foreign .......... 
Ren: Moors OF. ¥.5..scus0%> 
Atias of EianGon: «0. eescssss0s 
Ohio Bares Goss sons sas acess 
National-Ben Franklin ........ 
Girard Fire & Marine.......... 
Planet 
DIME G25 cawspeke each aasunines 





1954 
2,198,707 
2,106,321 
1,869,847 
1,820,485 
1,761,442 
1,740,485 
1,689,302 
1,680,113 
1,656,735 
1,538,539 
1,527,920 
1,356,029 
1,352,278 
1,337,877 
1,262,728 
1,255,866 
1,254,176 
1,181,081 
1,176,760 
1,175,622 
1,102,195 
1,020,597 

915,833 

900,939 

894,107 

893,510 

880,721 

870,292 

864,485 

817,245 

808,425 

797,054 

793,309 

759,697 

741,617 

733,752 

723,835 

715,313 

700,990 

684,820 

674,786 

646,563 

638,635 

600,846 

576,691 

572,800 

569,352 

552,637 
519,145 
515,246 
476,318 
476,470 
465,462 
463,230 
449,899 
441,545 
428,132 
411,938 
402,600 
402,600 
402,285 
395,033 
394,950 
392,814 
386,652 
383,401 
381,520 
380,609 
378,213 
370,584 
363,358 
361,453 
351,083 
327,387 
319,857 
318,494 
318,494 
—315,084 
314,251 





1953 
2,134,670 
2,574,242 
2,322,727 
1,900,411 
1,767,010 
1,903,625 
1,568,464 
1,797,882 
1,786,596 
1,974,305 
1,477,623 
1,200,848 
1,261,926 
1,283,278 
1,104,011 
1,228,810 
1,162,693 
1,326,400 
1,324,022 
1,120,130 
1,145,600 
1,189,945 
1,042,316 

106,556 

831,443 
1,008,634 

883,505 

972,197 

918,209 

909,350 
1,126,008 

818,952 

900,862 

853,976 

709,335 
1,190,244 

745,988 

725,769 

727,312 

663,110 

775,618 

732,874 

603,442 

659,401 

558,408 

568,267 

576,464 

526,601 

690,167 

520,613 

454,080 

442,387 
524,293 
520,717 
506,688 
419,564 
370,285 
517,079 
449,502 
449,502 
483,533 
444,897 
437,422 
592,598 
336,269 
425,965 
379,636 
393,838 
740,305 
416,574 
417,906 
399,261 
302,232 
347,454 
288,853 
338,287 
338,287 
421,406 
504,795 





1952 
2,090,063 
2,642,593 
2,355,799 
1,927,414 
1,581,927 
1,807,756 
1,411,104 
1,597,014 
1,646,337 
2,018,867 
1,496,595 
1,166,704 
1,110,018 
1,228,720 

921,878 

925,306 
1,161,413 
1,509,872 
1,306,564 

989,789 
1,285,271 
1,102,958 
1,184,432 

108,913 

765,919 
1,060,440 

676,376 

787,457 

879,874 

762,883 

816,413 

745,777 
1,039,024 

812,535 

624,279 
1,219,269 

719,454 

721,049 

738,513 

585,333 

785,170 
1,067,818 

532,518 

680,547 

492,911 

660,203 

686,450 

505,797 

709,525 

620,147 

399,984 
398,003 
603,773 
495,448 
469,474 
378,551 
308,708 
398,148 
363,441 
363,441 
364,157 
412,220 
419,665 
533,317 
313,202 
419,829 
329,766 
331,620 
817,577 
396,358 
167,630 
447,197 
362,709 
331,172 
254,831 
324,164 
324,164 
332,754 
426,653 


1951 
2,022,502 
2,486,097 
2,195,531 
1,305,013 

992,707 
1,648,812 
1,217,618 
1,446,583 
1,535,943 
1,887,391 
1,474,583 

977,827 
1,209,572 
1,219,850 

768,858 

763,683 
1,182,110 
1,465,480 
1,085,587 

955,966 
1,168,484 
1,011,970 
1,142,097 

104,112 

719,392 

992,901 

747,137 

719,941 

814,015 

684,928 

775,512 

565,905 
1,010,015 

730,954 

560,053 
1,086,368 

688,177 

670,205 

666,689 

527,031 

750,045 
1,050,429 

516,766 

693,986 

443,816 

661,838 

700,911 

489,604 

665,566 

335,729 

359,867 

343,430 

584,468 

445,704 
436,258 
360,926 
260,292, 
250,668 
333,638 
333,638 
346,070 
383,056 
432,972 
449,103 
285,756 
464,294 
353,626 
365,426 
532,313 
365,563 
273,417 
432,104 
414,876 
317,700 
212,872 
299,900 
299,900 
382,618 
359,282 
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Pacific Coast Fire ............. 
Phoenix Assurance ............ 
Michigan Fire & Marine...... 
Wbuaue: Le AY Wess ce cares. 
Patriotic of America .......... 
Rochester American ........... 
Dyaycevin One <a). | ERO esse ee 
Massachusetts Fire & Marine.. 
Manhattatied. OC Messi. cess 
Sun Underwriters Ins. Co....... 
MINNOIS HARE: <2 cm > cache... 6s: 
Seaboard Fire & Marine ...... 
BAREPPENIES siete clots tous Siacee oS 
Reliance’ MAMINE <2 20.506 6055 60 
Franklin National of N. Y..... 
Mechanics and Traders ....... 
Transcontinental of N. Y....... 
Export ..cccecccscccccccesscece 
Palatine of London ............ 
Union Assurance, London ..... 
feolimbiacG IN. Ye. eisissceecss 
New VOT WTO Fh cs0scs see see ns 
Jersey of IEW. WOR sie scx 05,2 
(eerieral SeCUTItY: 0.552.000.0056 
Potomac: Of TO We. sie estes es-cs ie 
PAITISH) PAIMOTIOCA. o.oo ss sc s-0 oe ss 
London & Lancashire ......... 
British & Foreign Marine...... 
Apia, AOWItA.. S05 ass viceies ee ts 
Northeastern Ins. Co. of Htfd... 
MIDe a states ovo statsrerbstias sips ee 
Inter-Ocean Reins. Co.......... 
Globe & Republic of America... 
Northwestern F. & M.......... 
Hepler Stab INSs (Onc 65 6.0 Gsree' 
Homeland of America.......... 
REDDING, LOXAS) oie ccheca Set s asefeds. 
Universal of New Jersey....... 
Christiana General, N. Y....... 
Western Pure se is6 cs eed Gaes 


1954 

313,966 
311,754 
285,487 
281,238 
280,709 
279,783 
279,783 
279,783 
279,434 
279,153 
277,778 
274,263 
273,885 
273,732 
272,322 
272,322 
272,322 
261,172 
259,408 
239,408 
234,326 
253,301 
252,382 
246,837 
242,247 
241,220 
229,565 
228,418 
227,083 
225,774 
223,377 
209,269 
207,246 
205,334 
203,887 
203,307 
202,605 
198,556 
197,470 
192,959 


1953 

307,202 
323,284 
295,378 
303,841 
284,566 
253,222 
253,222 
253,222 
265,493 
282,939 
277,633 
342,629 
342,561 
342,283 
261,449 
261,449 
261,449 
225,485 
291,601 
291,601 
259,635 
241,359 
284,239 
412,062 
226,517 
345,364 
221,214 
238,071 
228,575 
231,444 
272,158 
216,997 
197,475 
207,346 
372,103 
226,475 
204,533 
372,103 
120,749 
191,852 


1952 
231,326 
325,660 
248,715 
264,057 
326,943 
219,001 
219,001 
219,001 
267,463 
326,990 
253,042 
350,599 
350,662 
350,435 
228,990 
228,991 
228,990 
$35,255 
277,451 
277,451 
262,581 
231,823 
263,363 
335,210 
200,017 
355,256 
218,419 
243,017 
233,926 
229,459 
265,110 
178,837 
189,673 
199,782 
300,487 
181,720 
233,196 
300,487 
93,559 
169,971 


326,334 
247,239 
247,230 
247,239 
277,265 
326,675 
230,811 
318,426 
318,713 
327,283 
231,508 
123,350 
231,555 
301,513 
249,594 
249,504 
106,072 
224,401 
244,730 
254,190 
165,558 
333,379 
201,336 
223,197 
200,946 
220,778 
248,225 
166,045 
183,601 
181,035 
313,101 
169,761 
129,546 
313,101 
57,887 
161,529 


1954 
Cale ain bo rae os Gk «ke aidine 8 181,816 
WGI eo); wl Ot 180,215 
Scottish Union & National..... 175,538 
Guaker @ity F.-G Mee: .eccaccs 166,300 
Citizens of New Jersey......... 164,267 
od C=) a1 ial Oe 150,875 
Union Marine & General ...... 148,049 
Orient of Hattiord .......<.... 144,938 
United Piremien’s: ....<5<3.0.50- 139,469 
Merchants & Manufacturers.... 138,164 
Phames  Merséy: ... 6.050650 137,745 
Virgitign ks Gro Mivcc< coc. cc senda 136,250 
American National ............ 133,771 
| EL SS ee 124,887 
GDS BS 52a) 5 | a a er 123,200 
OMe CALONNAS 83 oso 8ieddsesaee 114,153 
British GeneGPal 6.20 6idbse.dcee. eds 111,175 
OMCs CISIN ao hicacsedtecwaeees 106,169 
American Union: «.... 6.036.000. 94,520 
IN ACI CePA OO. Sooo wale beng eli 92,637 
Kansas City Po ar Ble. sc ceccese 91,889 
WOPRSMIT@ (OL UN: -Y .c socks sence. 88,896 
INGERO RIG EROS oe org cro a bSisrercicrerexiersts 87,770 
PYOVICGHE RIfG.cdis's hss sie siaeiaie's 87,017 
ES ONOINGM ioc tie prsie ooeal Chix soeak eats 86,708 
Birmingham Fire, Alabama..... 83,755 
London & Scottish ........3.%. 83,161 
PRC Ghetlebr ok Seton ower sie har aula aeess 78,562 
Norwich Union Fire ........... 77,299 
INGENOTIAHGS oi wisceow.sdciwWaseas 75,756 
151 | a eo ee ee 71,550 
Eagle Fire of New York........ 71,431 
arity tve@b ec one Sc ccaneeotns 68,754 
Iidustriak ONG hs 4c0 cies oo4000e8 67,338 
OMGUIENOION..c «scleaclevieie cosas 62,537 
Fidelity & Guaranty............ 60,673 
Safeguard of New York........ 60,411 
Metropolitan Fire Reassur..... 59,804 
American Fidelity Fire ........ 59,050 
VemrersonnGt IN PY. cnn. chee te disc 58,132 


1953 
184,309 
174,502 
181,582 
139,707 
165,876 
232,976 
141,799 
139,609 
140,071 
131,650 
138,353 
145,126 
202,577 

99,970 
124,407 
61,542 
124,972 
72,959 
97,775 
74,222 
110,922 


75,083 
84,846 
15,893 
69,594 
71,348 
126,198 
81,405 
76,795 
76,758 
79,724 
69,907 
31,503 
49,913 
43,162 
58,207 
125,989 
25,898 
4,689 


1952 

153,338 
154,034 
143,277 
129,528 
159,825 
239,868 
171,736 
140,435 
143,332 
126,449 
140,102 
161,804 
165,242 
88,556 
119,869 
53,360 
118,907 
77,144 
77,194 
70,869 
145,062 
99,505 
70,784 
71,063 
55,672 
59,567 
106,663 
67,899 
65,824 
73,492 
116,363 
54,402 
36,906 
38,110 
110,322 
58,517 

246,824 


2,094 


































1951 
132,945 
138,692 
116,801 

91,223 
144,828 

206,662 
104,191 
127,159 
127,169 
122,401 
127,705 
162,585 
148,343 

58,522 
108,621 
23,066 
106,968 
73,857 
130,501 
62,420 
122,690 
106,213 
65,576 
44,083 
58,169 
89,820 
117,738 
53,178 
66,059 
34,250 
31,036 
48,451 
19,254 
1,605,894 
52,983 
157,215 
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AUTO PHYSICAL DAMAGE 


Founders’ Insurance Company 
Massachusetts Fire & Marine Insurance Co.* 


National-Ben Franklin Insurance Co. 
North River Insurance Company* 
Palatine Insurance Company, Ltd. 


Reliance Insurance Company 


Safeguard Insurance Company* 


Sun Insurance Office Ltd. 


Sun Underwriters Insurance Co. 


Gill PREMIUM CORP 


masta 
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stom 


for 
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ORATION 


BONDING & CASUALTY 






Founders’ Insurance Company 


Ocean Accident & Guarantee Corp., Ltd. 





Springfield Fire & Marine Insurance Co. 
Sun Indemnity Company of New York 






SURPLUS, EXCESS 
and SPECIAL LINES* 






*Represented by Merrill Agency, Inc. 


MERRILL AGENCY, Inc. 
A Whitehill Agency affiliate 
10 GOLD ST., New York 38 HAnover 2-8850 
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Inland Marine Premium Writings Importance of Accounts Receivable 
Copenhagen ...2...06.0.0.2560- en hit in rap Coverage Not Realized by Many Cos, 


b 




















American Avia. & General..... —54,470 360,835 224,008 90,655 : 
Commercial of Newark ........ 53,789 11,130 aes sew 3 
American Marine & General... 48,971 46,517 41,226 eee By FRANK J. RoGERs : 
Law Union & Rock............ 48,329 46,465 46,813 42,386 : ¢ 
Great Eastern .....0...0..000+. 47,789 41,144 27,778 30,867 New York City 
Caledonian American .......... 45,454 46,077 44,136 26,589 
Hawkeye Security ............. 44,486 35,965 16,072 PEs 
Assurance Co. of Amer......... 41,054 44,071 42,572 30,802 How many metropolitan New York in- The accounts receivable policy pro. 
PIT isa dun oss oeie saeeeens.s 40,623 33,800 25,166 16,205 surance brokers are alert to the im- vides “all risks” coverage with only the 
Ocean Marine, London ........ 36,137 31,037 32,587 52,954 portance and saleability of the accounts ST ee a .— ye ~~ 
Central Trust, China ......-..5,02.+.. — 34,896 30,074 38,480 89,643 receivable “all risks” policy? In our honest act on the part of the rial el 
PAPRMMINE oo kecek Se ahce ls es 33,106 24,020 53,277 43,094. opinion, this is not only a fertile field It is evident therefore, that although 
American Motorists Fire....... —12,568 65,644 ieee .... to develop among present customers but fire may be the prime hi vzard, Protection 
Skandinavia of Copenhagen.... 12,368 11,797 9,781 4,275 is a means of gaining entry to new ac- a afforded against loss by pei 
First National of America...... 11,590 11,587 4,064 1,908 counts. ers, disgruntled employes, aafe “hee. 
Blots ASSHEANCE . 6s os ccsscacee 5,254 2111 1,916 nae The balance sheet of the average busi-  glars, or any other similar cause. Fire- | 
igwemabtess) 0): Wicceccikakeunxccs 4,683 4,526 2,464 _... ness concern contains an item indicating proof buildings and safes alone are not | 
Ser ener ae eal 3,496 7.709 9 334 11,208 the value of merchandise on hand as — protection for these valuable . 
Colonial Assur. ................- 3,279 2,206 5.091 5,574 well as one indicating the accounts ree ~ . 
Union & Phenix Espanol....... 2,814 3113 6,005 7,180 ceivable from customers. The elimination _ ceemmuaen vienesnes , 
UMRAO cnc <SawdwieeSwew sss 1,517 328 ae .... Of either item from the financial state- In selling this type of insurance, the BR 
IE Lethe ce esan ound ies 1,288 1,364 2,167 3,208 ment would, in the great majority of cases MOSt common question asked pind 4 sl 
PRPNCN AION <n. 256. weessonas 917 975 1,531 .... Produce a bankrupt condition. Basically, records are damaged or destroyed low | 
cea WEG ee ie nee, 131 age 462 .... therefore, one item is just as important is the loss adjusted?” Briefly, the ad- ; 
PEANSDOTIAUNION! ,.2..5 ss05-00 eee 0 —147,012 551,433 36,465 as the other, and both should be pro- we would — as pape ag : , 
North American F, & M........ pene 44,690 62,541 51,160 tected equally. However, in the vast mn ce ee ae of a _ 
majority of cases, great diligence is exer- corresponding month of the previous s . 
Casualty Companies cised in maintaining adequate insurance year. (The company would obtain this : 
P : . on stock while little or no thought is ‘formation from its original application FF f 
1954 1953 1952 1951 given to that equally, or in some in- (Continued on Page 37) ' 
Fireman’s Fund Indemnity ..... 2,678,321 946 1,196 283 stances, more important asset—accounts a 
U. 3: F. & Sc uoete eee eebewkes 2,216,054 3,382,807 2,033,031 pine receivable. a 
Continental Casualty ........... 2,172,331 2,274,136 1,145,221 Sates : 5 
Century Indemnity ............. 1,761,442 1,767,010 2,395,326 ae ot 43% Could Not Resume Business Wm. H. McGee 
Glens Falls indemnity.......... 1,441,786 1,459,776 1,393,518 Svate A survey of 100 serious fires revealed g 
Royal Indemnity ............... 1,173,692 953,627 770,372 251,567 the startling information that 43% of & Co., inc 0 
Globe Indemnity ............... 1,006,348 826,703 682,197 467,592 the concerns involved did not resume il 
Amentan Surety ....-2...25.05.2 864,620 860,283 847,610 .... business because their accounts receiv- RENE CHEER ESTES a 
Indemnity Ins. Co. of N. A..... 426,907 432,334 504,449 459,760 able records were destroyed and were 111 John Street, New York 38, N.Y. Aa 
Conn: Indemnity: 3... 3... .5.225s. 420,909 368,003 307,292 256,286 not covered by insurance. ReiGacte Los Angeles 
Employers’ Liability ........... 395,339 260,409 130,084 mee This brings out with dramatic empha- Boston Montreal 
United National Indemnity ..... 272,322 261,449 228,991 .... sis what loss of records means in busi- “seen ol 0. ee yma 
Maryland Casualty ............ 265,410 208,626 85,263 .... ness mortality. It also gives the signal Dallas San Francisco It 
General Accident .............. 251,237 226,517 200,016 .... to the insurance producer to take heed Houston Seattle : 
American Employers .......... 235,893 213,294 93,458 .... and start pushing the sale of the ac- : : 
New Amsterdam Casualty ...... 179,609 65,302 72,269 tat rg receivable policy. Obviously it OCEAN MARINE 
: AES 2) 1) en ee eee 5,477 03,317 128,907 .... Will mean additional income for him. But 
a avails 3 eis. ‘OHS 86000=—=««S8G19.—=S« sore important, he will not be called INLAND. MARINE 
Shey ae : ; upon to explain to an assured who fig- HOMEOWNERS COMPREHENSIVE f OF 
1. 35; ASUONY 25505 2hs seep ees 89,119 49,230 32,984 ‘+++ ured that he was “fully covered,” why MANUFACTURERS OUTPUT H 
Peeriess (Casualty: 6.<.25.24.2%5.< 44,169 39,975 33,897 ...» he is out of business because Iris ac- : gM F 
Central Surety ’.b. i .2s.c0n855 29,929 19,200 15,780 .... counts receivable were not covered by and similar covers 
American Reinsurance .......-. 31 —22,041 50,700 Deh pee . ‘ream 
H: 
ALAN F. Errert, President : 2 
iN¢ 
H COMPANY Established in 1931 Ci 
EIFERT, FRENCH & | T 
INCORPORATED 


basaranee Waderweiters Edwin D. Weinstock, Inc. = 


51 EAST 42np ST., NEW YORK 
MUrray Hill 2-7010 


Adjusters 








7) AM chine Agency 


FIRE 


William Strahler 
Charles Reich 


John Finnen 


CASUALTY 
and 
FIRE & THEFT 


Edward McLaughlin 


Donald Eifert i eee 84 William Street, New York 38, N. Y. 
—= — Call: HAnover 2-8350 


FIRE - INLAND MARINE 
INLAND MARINE CASUALTY 


Clarence Ingald 


PRODUCTION 
Harry Bender 
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How 
On Inland 


On the preceding pages the 1954 picture of the inland marine net premium 
income of each company was shown. On this and following pages the year-end 
figures are arranged according to company groups. It will be noted that in some 
cases they are arranged according to group ownership, and in others according to 
group Management. 

As in previous years the tabulations are arranged to show the relative rank- 
ing of each group on the basis of its 1954 net inland marine premiums. For 
purposes of comparison we have included the 1953, 1952 and 1951 premiums. 

It should also be noted that in listing member companies of groups not all 
companies are mentioned. This is because some of them do not write inland marine 
business and some reinsure their direct business 100% with other members; hence, 
they show no net income from this line. 

The changes brought about by multiple line underwriting and mergers have 
removed some companies entirely from the inland marine field. As a result a few 
groups, for inland marine purposes, no longer exist as all the inland premiums 
are retained in one company. On the other hand, some companies have been 
added to groups, such as the New Amsterdam Casualty and United States Casu- 
alty which went into the Appleton & Cox Group for inland marine business last 
summer when they decided to enter this field. 

In studying these results also keep in mind that the “total” figures in the 
group tables for years other than 1954 are not always sums of the premiums 
of companies now shown in a group. This is because changes have been made 
in the groups since those years. We have retained the old “totals” to show the 
actual premiums of each group as it was constituted in former years. 

Following are the groups ranked in the order of their 1954 production: 











1954 1953 1952 1951 

North America Companies ey 
Insurance Co. of N. A.......... $15,281,022 $14,749,127 $13,618,233 $12,607,935 
Philadelphia F. & M. Ins. Co... 2,198,707 2,134,670 2,090,063 2,022,502 
Indemnity Ins. Co. of N. Amer. 426,907 432,334 504,470 459,760 
Mitac we ee ees $17,906,636 $17,316,131 $16,212,775 $15,090,197 
Fireman’s Fund Group 5 
Fitreman’s Find Ins: Co...::.... $12,498,831 $13,155,402 $12,916,629 $11,529,459 
Home Fire & Marine.......... 2,678,321 3,288,850 3,229,157 2,882,364 
Fireman’s Fund Ind. Co........ 2,678,321 946 1,196 283 
MNase ieee ots Shine Secs $17,855,473 $16,455,198 $16,718,807 $14,954,975 
Hartford Fire Group - 
PIATUOTO AUNRE” Ge cans aa eae es $15,933,966 $16,090,063 $15,503,062 $14,048,377 
New York Underwriters........ 476,318 454,080 399,984 359,867 
Northwestern F. & M........... 205,334 207,346 199,782 181,035 
Citizens of New Jersey......... 164,267 165,876 159,825 144,828 
JP ASTa gs Gn Gila ae nes Seekers rai erage ea 123,200 124,407 119,869 108,621 
MES EAN ES clic ous ook erste $16,903,075 $17,041,772 $16,382,522 $14,842,728 











THE GOSZ AGENCY, Inc. 


Alex J. Gosz, President 


Insurance Underwriters 


Aas 


e OCEAN MARINE ¢ AUTO 


INLAND MARINE 


al 


45 John Street New York 38, N. Y. 
Telephone: Digby 9-0889 




















The Company Groups Stand 


Marine Income in 1954 


1954 1953 1952 1951 
Aetna Insurance Group 


PREETI OIG CONS ls a ce sic ao vc beis $ 9,687,931  $ 9,718,557 $ 7,631,128  $ 8,937,360 





Standard eBid oss aes vanes 1,761,442 1,767,010 1,581,927 992.707 
World Fire & Marine.......... 880,721 883,505 676,376 747,137 
Cemtuny) Tid. (C6. 52 20s ood See. s'e 1,761,442 1,767,010 2,395,326 ere 

Mo) | Ge $14,091,536 $14,135,000 $12,284,757 $10,677,204 


Aetna Life Group 











Automobile OF HAartOrd ook $10,315,353 $10,772,800 = $ 9,666,825 $ 9,134,843 
Standard Fire of Hartford...... 1,820,485 1,900,411 1,927,414 1,305,013 
co $12,135,838 $12,673,211 $11,594,239 $10,439,856 


America Fore Group 


COMMON Cal sch otc ns oe cietocats $ 4,692,477 $4,885,094 $ 4,658,083 $ 4,485,455 





POGCF ECE 2.05 seen esnc sins 3,912,644 4,208,222 3,716,963 3,840,317 
American [SC 2) ee ee oer 1,680,113 1,797,822 1,597,014 1,466,583 
ANSE IRENE RO xt 5 Ga cc8Go6 nares a\Slawaies @aarobs 4 1,020,597 1,189,945 1,102,958 1,011,970 

Ct ee $11,305,831 $12,081,083 $11,075,018 — $10,804,325 


Saint Paul Companies 


St. Paul Fire & Marine........ $ 9,581,124 $9,518,428 $9,717,111  $ 9,098,702 





INTGROUEVE saasrcacerne each a egies 1,362,163 1,115,557 1,059,310 1,022,437 
en hd cic sel $10,943,287 $10,633,985 $10,776,421 $10,121,139 


Phoenix-Connecticut Group 


Phoenis of Hastiotd.. ccs. a. $ 5,977,491 $ 6,181,407 $ 5,961,191  $ 5,702,044 





Connecticut, Pire\. os se.aiccsvcn 3,619,175 3,729,942 3,597,270 3,440,889 
Equitable Fire & Marine....... 723,835 745,988 719,454 688,177 
Great Eastern, White Plains.. 47,789 41,144 27,788 30,867 
*Minneapolis Fire & Marine... * * * * 
*Cetitral’ States Pikes. sicsic.css.08. * * * * 
PPCCATHEC CRIP Ys <. Groe. dis sector oss * * * * 
DCRR er oOo keys aioe See $10,388,290 $10,698,481 $10,305,693  $ 9,861,977 


* Direct business entirely reinsured in other members of group. 


Appleton & Cox Group 


Unsted States Fire ssc. «.ccteses $ 2,106,321 $ 2,574,242 $ 2,642,593 $ 2,486,097 


Westchester Fire ... 6... 660%: 1,869,847 2,322,727 2,355,799 2,195,531 
INCRE EE ICEV OES cco cis's.S Siatieso sied ze & 1,538,539 1,974,305 2,018,867 1,887,391 
Merchants Fire Corp., N. Y.... 733,752 1,190,244 1,219,269 1,086,368 
PRSPICUILUEAN. Potcaishee stsis o 5:0 Sale ates 893,510 1,008,634 1,060,440 992,901 
Western Assurance ............ 519,145 690,167 709,525 665,566 
LD) a 7 Co) 0 | oe a cr 241,229 345,364 356,256 333,379 
Reliance Marine Ins. Co. Ltd... 273,732 342,283 350,435 327,283 
Matitume Ins, Co. Ltdis cess 273,885 342,561 350,662 318,713 
Seaboard Po Ge Mincesk een esie 274,263 342,629 350,599 318,426 
Pome SEALE ~ coco clases 223,377 272,158 265,110 248,225 
SOUEHOER (PING. cee ot s wienwsictens 150,875 232,976 239,868 206,663 
Aipma Ins. Gos Mates sis. 2 coos 227,083 228,575 233,926 200,946 


(Continued on Page 36) 
g 














“Mom can’t 
be on guard 
24 hours a 
day — but 
BABACO can.” 








NX 
BABACO ALARM SYSTEMS, INC. \/ 


723 WASHINGTON ST. * NEW YORK 14, N.Y. 


Nationwide Service 
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Telephone: WHitehall 3-9660 


1954 Standing of Company Groups THE 





(Continued from Page 35) 
oO 
1954 1953 1952 1951 W R | G ond T : 
a of New Vork........5. 88,890 i 
New Amsterdam Casualty ...... 179,609 3 
United States Casualty......... 89,119 75 MAIDEN LANE A G 2 N C Y } 
ey - New York 38, N. Y. ’ nc. 
TT) RR eae ee $ 9,683,176 $12,107,198 $12,396,807 $11,483,168 


METROPOLITAN — SUBURBAN — INLAND MARINE 
AUTOMOBILE and WORLD-WIDE BINDING FACILITIES 


a Travelers Group 
[ravelers Fire $ 7,694,907 $ 8,083,561 $ 7,202,769 
iarter (ak Pare. .............. “i 321,822 379,093 


$ 6,077,171 
319,851 































































































«inet tae - ween aeeeees $ 7,694,907 $ 8,405,383 $ 7,581,862 $ 6,397,022 ‘= ——— = 
vec ustness Teinsured. 
Wm. H. McGee & Co., Inc., Group 1954 1953 1952 195] 
Sun Insurance Office, Ltd......  $ ead 5 eee aD .... Commercial of Newark........ 53,789 11,130 
Royal Exchange Assurance..... kere oe peers .... Metropolitan of New York..... 59,804 sees 
The Ind. Marine Assur. Co., Ltd. 
Sun Underwriters Inc. Co., N. Y. MURALS coc at ere ees $ 4,663,516 $ 5,082,460 $ 4,630,914 $ 4,284.289 
Patriotic Ins. Co. of America... 
meet rod — *~ * — Vbaess Springfield Fire & Marine Group 
rovident Fire Ins. Co.......... Shei iol Oe 2. | rn $ 3,140,028  $ 3,249,163 $ 2,735,865 $ 2,204,912 
gape ecco" Reco gaan New England Ins. Co........... 860,609 393,838 365,426 
2 sitet : sang —_ -iaeiigual cs = he bie eh fs ne wate’ . AN eee Seca 285,487 295,378 248,715 157,642 
ee een ND $ 7,130,333 $ 2,417,675 $ 2,780,073 $ 2,414,282 is canes ean ae $ 4,286,124 — $ 3,938,379 $ 3,316,200 $ 2,727,980 
eS ‘i The Atlantic Companies 
2 sg ClARHTIC -WINGHEL oc cic e ewes $ 2,920,102 $ 3,069,102 $ 1,787,382  $ 2,434,096 
Bederal Ins. Go. N. J...5...05:52. $ 2,612,361 $ 2,425,099 $ 1,649,441 $ 1,560,010 : ered aaa pass Dp 
London Assurance (Mar. Dept.) | 1.337877 —_—‘1,283,278 1,228,720 1,219,850 UNO aK Hb sae nee Deenhns 1,352,278 4,331,028 2,897,400 3,643,668 
Marine of London. ..:...s.25.. 1,175,622 1,120,130 989,789 955,966 079 
en of Livmetel............... 854,107 831,443 765919 719,392 RO anise taste esnties $ 4,272,380 $ 4,331,028 $ 3,897,400 $ 3,643,668 
Alliance of London............. 638,635 603,442 532,518 516,766 — a 
igilz 5 ASG SL, Box canine ass 545 9,5 378,55 
ae, Se Roky 2 wis ie ee wists Glens Falls Ins. Cou... -..--++ $ 2,265,664 $ 2,203,935 $ 2,180,814 “ 
‘otal ~ - 70 ommmmence 86. 1G. ..eisisacs oes 411,938 417,079 98,148 * 
hein aide iaiaianiiie 57RD SORA SOPRA FAM Cy Gals tad Co............. 1,441,786 1,459,776 ~—=—:1,393,518 * ° 
Royal-Liverpool Group : 
Rinyal fas. Goi. ...essc0seresces $ 915,833 $ 1,042,316 $ 1,184,432 $ 1,142,097 — Total.......-....-..0. $ 4,119,388 — $ 4,170,790 $ 3,981,480 — $ 3,538,449 : 
Liverpool & London & G lobe... 793,309 900,862 1,039,024 1,010,015 * Individual premiums not known for this year. . 
Queen of America. ........2500. 1,181,081 1,326,400 1,509,872 1,465,480 3 . 
Royal Indemnity ............+-. 1,173,692 953,627 770,372 521,569 Commercial Union-Ocean Group i 
Globe Tndcenity ..........-.+.. 1006,348 826,703 682,197 467302 Com. Union Assur. Co. England $ 1,740,485 $ 1,903,625 $ 1,807,756 $ 1,648,812 : 
RE eA ee er perenne 465,462 524,293 603,773 584,468 Amer. Central Ins. Co., St. Louis. 759,697 853,976 812,535 0,954 fi 
Star of America...............- 394,950 437,422 491,665 432,972 Calif. Ins. Co., San Francisco... 463,230 520,717 495,448 445,704 h 
American & Foreign........... 361,453 399,261 447,197 432,104 Com. Union Fire Ins. Co., N. Y. 370,584 416,574 396,358 365,563 d 
3ritish & Foreign Marine..... 228,418 238,071 243,017 223197 Palatine, Hoagland .....:......: 259,408 291,601 277,451 249,594 
WATRII EE 2, WOr WSs ooo oe Say-seminie 136,250 145,126 161,804 162, 585 Union Assur., England......... 259,408 291,601 277,451 249,594 d 
Thames & Mersey Marine..... 137,745 138,353 140,102 127,705 British General, England....... 111,175 124,972 118,907 106,968 d 
DG Se tacaiasats $ 6,794,541 $ 6,932,434 $ 7,273,455 $ 6,569,782 Ce $ 3,963,987 $ 4,403,066 $ 4,185,906 $ 3,797,189 
f 
National of Hartford Group * National Union Group , 
National Fire of Hartford...... $ 4,357,161 $ 4,183,185 $ 3,663,855 $ 2,483,249 National Union Fire, Pa........ $ 3,179,317 $ 3,113,744 $ 2,967,900 $ 2,896,750 
Transcontinental .............. 272,322 261,449 228,991 231,555 Birmingham of Pa............. 381,520 379,636 329,766 353,626 = 
Franklin National of N. Y...... 272,322 261,449 228,990 231,508 
Mechanics and Trader : sbeeeeees 272,322 261,449 228,991 123,350 a Fit es $ 3,560,837 $ 3,493,380 $ 3,297,666  $ 3,250,376 
United National Ind. Co........ 272,322 261,449 228,991 or 
a 7 e Fire Association Group ; a 
Total........+.++++4+ $ 5,446,449 $ 5,228,981 $ 4,579,818 —$ 3,069,662 Fire Association ..........6600+ $ 2,699,145 $ 3,102,477 $ 3,140,681 $ 3,000,182 r 
Reliance of Philadelphia........ 74,786 775,618 785,170 750,045 b 
ar oo ggasi $ 4,443,095 $ 3,895,782 $ 3,032,175 $ 3,461,352 4 
Great AseriCatl nae oie éo:s0 sie 443,095 $ 3,895,782 3,032,175 461, ; c | 
Sailanar A Gibie s...00cs. 279.783 253.222 219,001 247'239 Poth... -..ceeesseesess $ 3,373,931 $ 3,878,095 $ 3,925,851 $ 3,750,227 ; 
Detroit Fire & Marine......... 279,783 253,222 219,001 247,239 n 
Massachusetts Fire & Marine.. 279,783 253,222 219,001 247,239 General of America Group m Pe ‘ it 
Amer. Nat'l Fire of New York.. 133,771 202.577 165,242 148,343 General of America, Seattle... $ 3,014,255 $ 2,656,915 $ 2,567,945 $ 2,429,605 f 
First National of America...... 11,590 11,587 4,064 1,908 te 
yc S| eee $ 5,416,215 $ 5,064,442 $ 4,380,022 $4,944,786 ay 
hc) 1) Deere ee Sra $ 3,025,845  $ 2,668,502 $ 2,572,000 $ 2,431,513 & 
Boston-Old Colony Group W 
"TS 9 Sapa RSI REDS $ 3,912,441 $ 3,089,386 $ 3,048,650 $ 2,533,036 North British Group | i 
UE III cos ccc ansnes nxavons- 1,176,760 1,324,022 1,306,564 1,085,587 North British and Mercantile.. $ 817,243 $ 909,350 $ 762,883 684,928 D 
ae Pennsylvatiia Fire .... 0220... 870,292 972,197 787,457 719,941 A 
Total coe rere sees ssveccs $ 5,089,201 $ 4,413,408 $ 4,355,214 $ 3,618,623 Mercantile of America che esa om 402,600 449,502 363,441 333,638 I 
Commonwealth of N. Y........ 402,600 449,502 363,441 333,638 re 
Loyalty Group 7 oe Homeland of America.......... 203,307 226,475 181,720 169,761 R 
Firemen’s of New Jersey...... $ 3,048,450 — $ 3,476,547 $ 2,778,548 — $ 2,570,574 ct 
Milwaukee of Wis...........++- 864,485 918,209 879,874 814,015 eeiht..<, of... bie $ 2,696,044 $ 3,007,026 $ 2,458,942 $ 2,241,906 se 
Girard of Philadelphia......... 318,494 338,287 324,164 900 Sade la 
Natiogal-Ben Franklin, «is... 318,494 338,287 324,164 299,900 (Continued on Page 38) a 
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Accounts Receivable 


(Continued from Page 34) 


or the assured’s monthly reports, if the 
company had the risk over a year.) 

2. Calculate the increase or decrease 
in the monthly total of accounts re- 


Matar 


FRANK J. ROGERS 


ceivable for the 12 months, prior to the 
loss, or for such months as the assured 
has rendered reports, as compared with 
the corresponding months of the pre- 
ceding year. 

3. The amount determined under (1) 
is increased or decreased by the per- 
centage calculated under (2), considera- 
tion being given to the experience of the 
business since the last report was ren- 
dered. 

4, From the amount so determined is 
deducted the amount of accounts evi- 
denced by records not damaged or lost 
or otherwise established or collected by 
the assured, together with a deduction 
for the probable amount of bad debts 
that would be normal to the business. 











F, J. Rogers’ Career 

Frank J. Rogers of New York City, 
author of this timely article on accounts 
receivable “all risks” coverage, has long 
been a well known figure in inland mar- 
ine circles along William Street. Presi- 
dent of his own agency, Mr. Rogers ob- 
served his 24th anniversary in the busi- 
ness a year ago. Starting as office boy 
in Hall & Henshaw, he developed a flair 
for production and traveled suburban 
territory as a special agent for that 
agency. After a dozen years with Hall 
& Henshaw he joined Fuller & Kern 
where he organized and managed the 
inland marine department. He then re- 
peated the performance in the Mezey 
Agency, Inc., heading up the department 
tor /1%4 years until October, 1949. He 
resigned at that time to form Frank J. 
Rogers Agency, Inc. which made a suc- 
cess trom the start and which repre- 
sents several leading companies for in- 
land marine and fire business. 


(SARE > Spo A CRESTS 





_. How the Rate Is Promulgated 

The second question most commonly 
asked is “What will it cost?” While the 
entire rating structure may be obtained 
‘rom your underwriter it might be well 
'o set forth the basic factors used in 
Promulgating the rate. Starting with 
40% of the 100% co-insurance rate ap- 
plying to that portion of the building 
where the records are kept, credits of 
from 10% to 40% are granted depend- 
ing on the type receptacle used to house 
the records when not in use. 
for example, a safe bearing the label 
Four Hours Exposure” would entitle 


« 


the assured to a 40% credit, whereas* 


one bearing a “One Half Hour Expos- 
ure’ would be granted a 10% credit. 
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Although other factors enter into the 
rate making, it is evident that in most 
cases, the valuable accounts receivable 
records can be insured against “al! risks 
of physical loss” for a rate substantially 
lower than the assured pays to protect 
his stock against fire only. 

There is an old saying that “seeing is 
believing.” Why not decide now to make 
a careful study of a specimen accounts 
receivable policy as well as the basic 
rating principles? Then lose no time in 
bringing the desirability of this protec- 
tion to the attention of your business 
clients. You will be rewarded by more 
premium income and commissions but, in 
addition, you will be secure in the knowl- 
edge that you have left no “loop-holes” 
in the complete insurance program to 
which your assureds are entitled. 





Jim Manchester Back 
After Appendectomy 


James G. Manchester III, New Jersey 
branch manager of the East Orange 
office of the Royal Exchange Group was 
welcomed back to his office after having 
spent a few weeks at home recuperating 
from an emergency appendectomy at 
Hackensack Hospital on February 18. 


Henry L. Collier, Jr. Dead 


Henry L. Collier, Jr., general adjuster 
in the Southeastern department of Gen- 
eral Adjustment Bureau, Inc. died 
March 18 at his home in Eau Gallie, 
Florida. Funeral services were conducted 
in Atlanta on March 21. 

Mr. Collier was born in Atlanta and 
started his insurance adjusting career in 
that city in 1919. He was with the Home 
Insurance Co. from 1922 until 1926, when 
he returned to the independent adjust- 
ing field. He joined the Bureau in 1930 
and would have completed 25 years of 
service on May 1, 1955. 

Mr. Collier is survived by his widow, 
Mrs. Christine Collier; his son, Henry 
L. Collier, 3rd; a brother and two 
grandchildren. 


Employers’ Group Promotes 
Anderson to Arkansas M¢g<x. 


The Employers’ Group Insurance Com- 
panies of Boston announce the appoint- 
ment of Arthur M. Anderson as manager 
for the Companies’ Little Rock, Arkansas 
branch. 

Mr. Anderson joined the Employers’ 
Group in 1949 as an underwriter in the 


Mrs. Bennett Bean Dies 


Louisville—Bennett B. Bean, former 
state agent for Commercial Union in 
Kentucky, who retired about six years 
ago, lost his wife, Mrs. Jennie Webb 
Bean, March 12, who died after an ill- 
ness of several months. 

Louisville representatives 
turned out in force for the funeral serv 
ices because Bean, although out of the 
insurance business, had continued his ac- 
tivity of the Kentucky Pond of the Blue 


Goose, and generally attended the meet 


company 


ings of the Kentucky Fire Underwrit- 
ers Association and Kentucky Fire Pre 
vention Association. 





Companies gulf department. In 1950, he 
Was appointed special agent for the Little 
Rock, Arkansas area, in which capacity 
he has served until his most recent 
assignment. 

Mr. Anderson replaces Alfred T. 
Bowen, who has been appointed assistant 
resident manager in the Employers’ 
Pacific coast department. 

















For more than 60 years we have dedicated ourselves to public 
service through the American Agency System, for the con- 
tinuance of Private Enterprise — insuring the “American Way 


of Life.” 


A\DHERENCE to this principle and the loyal support of our 
agents and brokers have proven profitable and this spurs us to 


ever greater expansion. 


W: invite your participation. 


OCEAN — INLAND MARINE FACILITIES INCLUDING YACHT COVERAGES 


»> ae John A. Meyer, Secretary 
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New Hampshire Group 
New Hampshire Fire........... 
Granite State 


AR Oats okra te 


Northern of London Group 
Northern Assurance 
Lonion: & Scothistt; .o55..s.6.55. 
American Marine & General... 
Indemnity Marine Assurance .. 


BAL: ee eet beer es 


Security-Connecticut Cos. 
Security Ins. Co. of New Haven 
Connecticut Indemnity Co...... 


C1 Dre Oars cea ae prea 


Pearl American Group 
Pearl Assurance 
Eureka-Security F. & M........ 
Monarch Fire 


Corroon & Reynolds Group 
American Equitable 
New Wotk $00.42 300656600002 
Globe & Republic of America.. 
Merchants & Manufacturers... 


SEONG wee teers 


1954 


$ 1,689,302 
476,470 


(Continued from Page 36) 


1953 


$ 1,568,464 
2,387 


1954 Standing of Company Groups 





$ 2,165,772 


$ 1,254,176 
83,161 
48,971 

515,246 


$ 2,010,851 


$ 1,162,693 
71,348 
46,517 











$ 1,901,554 


$ 1,262,728 
420,909 


$ 1,280,588 


$ 1,104,011 
368,003 





$ 1,683,637 


$ 684,820 
576,691 
180,215 


$ 1,472,014 


$ 663,110 
558,408 
174,502 

















$ 1,441,726 


$ 552,657 
253,301 
207,246 
138,164 


$ 1,396,020 


$ 526,601 
241,359 
197,475 
131,650 











$ 1,151,368 














$ 1,097,085 


and Air Cargo Lines 


CAI) 





1954 1953 1952 195] 
_ London & Lancashire Group 
Stantiard Mamneiy ior) ee. e 646,563 $ 732,874 $ 1,067,818 — $ 1,050,429 
London & Lancashire.......... 229,565 221,214 218,419 201.336 
Orient “Of AIAHEOTE 6.6: 66ss eosie urns 144,938 139,697 140,435 127159 
Safeguard of New York........ 60,411 58,207 58,517 52,983 
1952 1951 Law Union & Rock....... Seats 48,329 46,565 46,813 42386 
‘Marine -of- iondon. «::...5.... * * * 
$ 1,411,104 $ 1,217,618 Wp. ei vascer one. $ 1,129,806 $ 1,198,557 $ 1,332,092 $ 1,474.23 
390,003 343,430 * Listed in Chubb & Son Group. 
~ * Pacific Fire Group 
$ 1,801,107 = $ 1,561,048 pacife Fire, New York........ $ 449,899 $ 506,688 $ 469,474 $ 430.258 
Bankers & Shippers of N. Y... 395,033 444,987 412,220 383,056 
Jersey of New York........... 252,382 284,239 263,363 244,73) 
$ 1,161,413 $ 1,812,110 We ES $ 1,097,314 $ 1,235,914 $ 1,145,057 $ 1,064,044 
59,567 58,169 
American Home Group 
Insurance Co., State of Pa..... $ 383,401 $ 425,965 $ 419829 $ 464204 
American Home Assurance..... 517,538 106,556 108,913 104,112 
$ 1,220,980  $ 1,240,279 a $ 900,939 $ 771870 $ 709854 $ 746,603 
Phoenix of London Group 
Phoenix Assur. Co., Ltd........ $ 311,754 $ 323,284 $ 325,660 $ 301,803 
S 2878 S$ Jesess  Wnited Pitemen’s ....0.52..5.. 139,469 140,071 143,332 127,169 
307,292 256,286 Columbia of New York........ 254,326 259,635 262,581 106,072 
‘ ve Union Marine & General...... 148,049 141,799 171,736 104,191 
$1 220,170 $ 1,025,144 ihe 2h a ed, $ 853,598 $ 864,789 $ 903,309 $ 766,409 
Atlas Group 7 
Atlas “Assur Co; Istd....... 2... $ 327,387 $ 347,454 $ 331,172 $ 317,70 
S 853339 3. 527031 Albany ns) Mo0.8..%.56552..0. 71,550 76,758 73,492 66,059 ( 
492,911 443,816 = “ie zs : 
154,034 138,692 BUSHES ree Uk eo ee $ 398,937 $ 424,212 $ 404,664 $ 383,759 i 
Scottish-American Group p 
$ 1,232,278 $ 1,109,539 American Union, N. Y.......... $ 94520 $ 97,775 $ 77,149 $ 130,501 
Scottish Union & National..... 175,538 181,582 143,277 116,801 
PNITAUUMR sis c.ssc cise os sas Smal * 2 * * 
5()5 Pal sity kate weveSae es $ 270,058. $° 279,357 220,426 247,302 
$ ime $ pony * Under ehoninn American management, for a, reason aalt are vos taal. : 
189,673 183,€01 Norwich Union Fire Group 
126,449 122,401. Norwich Union Fire ........... $ 77,299 $ 81,405 $ 67.899 117,738 
Eagle Pire of W.. Y........2...... 71,431 79,724 116,363 34,250 
$ 1,053,742 $ 1,020,007 RE eee Sent $ 148,730 $ 161,129 $ 184,262 $ 151,988 
executives. The principal speaker at 





Appleton & Cox, Ine. 


Inland, Ocean Marine, Yacht 


111 John Street, New York 38, N. Y. 


Branch Offices in Principal Cities 


Insurance Women Meeting 
In New York This Week 


The Insurance Women of New York 
are the hostess club for the 10th An- 
nual Region I Conference of the Na- 
tional Association of Insurance Women 
being held at the Hotel New Yorker 
March 25 to 27. Ada P. MacGregor, 
conference chairman, and her committees 
have planned an interesting and varied 
program. The theme of the Conference is 
“Friendship and Service.” 

Business sessions Friday evening, Sat- 
urday morning and Saturday afternoon 
will be presided over by Regional Direc- 
tor Roberta L. White of Hartford. 

On Friday night, following the first 
business session, there will be a Knick- 
erbocker Holiday Party at which there 
will be gala entertainment for the mem- 
bers and their guests. 

A cocktail party and banquet will be 
held on Saturday night at which there 
will be present many leading insurance 


the banquet will be Dr. Tingfu F. Tsiang, 
Permanent Representative of China to 
the United Nations with the rank of 
Ambassador. 

Kay M. Lavin of St. Louis, president 
of the National Association of Insurance 
Women, will be present for the entire 
conference. NAIW has a membership of 
approximately 12,000 throughout the 
United States and the Territory of 
Hawaii and is divided into eight Regions. 
Region I is comprised of 26 clubs in 
Connecticut, Maine, Massachusetts, New 
Hampshire, New Jersey, New York, 
Pennsylvania, Rhode Island and Ver- 
mont and has a membership of about 
3,000. 

The Insurance Women of New York 
celebrated its 20th anniversary last No- 
vember. The Club has a membership of 
one hundred, all holding responsible po- 
sitions in the fire, casualty, surety and 
marine insurance business. Frances 
Delph is serving her second term as its 
president. 














45 JOHN STREET 


American Employers’ Insurance Co. 
Caledonian Insurance Co. 
California Insurance Co. 

Columbia Casualty Co. 


INLAND MARINE 





FRANK J. ROGERS AGENCY, INC. 


Representing the following companies for New York City, 
suburban and countrywide: 


Twin City Insurance Co. 


Digby 9-1736-7-8-9 


OCEAN MARINE 


NEW YORK 38, N. Y. 


Connecticut Indemnity Co. 
Glens Falls Insurance Co. 
Marine Office of America 

Northern Assurance Co., Ltd. 
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1951 ai ‘ ari ‘ a ace ae gueretieg 
See West Pa. Loss Higher; See Passage of Some of Philip Dubey President of Earl Sanborn President of 
050 2 "4° . . : > . bs 
201 Sap “57” May Reach $4 Million Texas Reform Legislation State Fire Prevention Group Underwriters Service Assn. 
127,159 Revised estimates of storm losses re- Dallas—Eventual passage of a major Baltimore—Philip J. Dubey, Jr., of the Chicago—Earl R. Sanborn, vice presi- 
52,983 ported by Douglas W. Rodda, chairman portion of the insurance reform legisla- Travelers Fire, succeeded Frank B. Hall dent and western manager of the Great 
42,386 of the ig ss ig hee Loss gcd si pom ener by Texas capital ae of the America Fore Group as president American Insurance Co., was elected 
and Fred Berlin, chairman of the Catas- re and casualty interests is anticipatec Hip >: See pS were 5. peg e ite neh 
ae Saehé Cane Committee sl -is Seats thes secemtanee’ of some compromiees of the State Fire ee seem president of the Underwriters Service 
475,293 and Cinder Club, indicate a probable to- in the program, according to Vernon 0 Delaware-Maryland-District of Co- Association at the annual dinner meet- 
tal of 18,000 claims in Pittsburgh and Coe, widely known insurance attorney, lumbia at the annual meeting March 14. _ ing. Formerly vice president, he suc- 
Western Pennsylvania, and total insured who discussed progress of the legislation Others elected were: vice president for ceeds C. G. Thro, of Crum & Forster. 
3 loss of $1% million. at a luncheon meeting of the Dallas Marviand—Robert S. Ewens. National Vice President is Bert H. Aust of Han- 
456,258 This is a larger total of claims than Association of Insurance Agents, March [Ujnign Fire: vice president for Delaware Ver Fire, while Lyman McIntyre of 
383,056 first estimated by the two Pittsburgh 18. cae Glee Aamo  eapaeatat Springfield Fire and Marine is the new 
244,730 insurance committees that are coordi- In summarizing h's observations, Mr. rhs abe. president pate Washinuetcn D.C. secretary. — 
eo nating the adiustment work on behalf Coe said that the basic bill increasing ieee © ee a picepesanme oe Mahon: Peter Eriksen, manager of USA, is 
DO-4,044 of members of the National Board of capital and surplus requirements up to oan fo % secretary—Jack B Magnuson back on the job after undergoing an op- 
Fire Underwriters, announced Lewis A. $500,000 for multiple line carriers is Piet caeustices Group; treasurer— tation for what turned out to be re- 
Vincent, general manager. ' “now gathering support” after having Gerald R. Collins—United States Fidelity ™oval of a piece of cellophane, resulting 
04,294 To handle the larger volume of esti- been attacked as a “big company monop- & Cunenabe 7 z ; “ in some joshing by his friends. 
W412 mated claims, the General Adjustment oly proposal.” He indicated that some ik 
a Bureau has augmented its regular Pitts- concessions might have to be made in = ——— mcs 
46,603 burgh staff in the Sheraton Hotel build- the amounts specified and in the 10-year sale of insurance securities by the board, - ‘ 
ing with 30 additional experienced ad- period given to smaller companies to which would be given power to approve Julian F. Bailey Dies 
justers and office personnel from other comply, but he believed that most of the or disapprove the security offered. A Julian F. Bailey, 65, insurance broker 
301,803 sections of the country. A separate other provisions, including one broaden- third would authorize appeals to the active in Los Angeles for the past 25 
27,169 storm claims office has been set up to ing the powers of the Board of Insur- court from rules issued by the board years, died at his home late last week. 
106,072 facilitate its service to the public. Es- ance Commissioners, are generally ap- as relating to policy forms and rates. He is survived by his widow, Mrs. Lora 
(04,191 tablished local independent adjusting proved. The bill passed the Senate last Mr. Coe referred only briefly to other Bailey, a son, Julian, a daughter, Mrs. 
AL = firms are taking similar steps. ps week. : insurance measures, such as proposed’ Lorett Ost, and a brother and sister. He 
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Net Net 
Premiums Losses 

Written Paid 
Unity Fire & General... 68,754 26,466 
Universal ..eeeeeeeeeee 198,556 150,679 
Urbain€ «secre eeeeerees 1,288 77 
Utah Home ....---eeees 386,652 161,371 
Vigilant ...-++eeeeeeees 441,545 204,599 
Virgin aF.& SAP ey 136,350 68,200 
Westchester ...eeeeesee 1,869,847 1,199,879 
Western Assurance ..... 519,145 364,700 
Western Fire .......... 192,959 79,901 
World Fire & Marine... 880,721 384,079 
Yorkshi Cb eas whan eae 88,890 14,198 





Worcester Mutual Fire 
Reports Gains for 1954 


The 13lst annual meeting of the 
Worcester Mutual Fire, was held re- 
cently in the new offices at 49 Elm 
Street, Worcester, Mass. 

In 1954 premium writings of the com- 
pany amounted to $5,171,218, a gain of 
59% over 1953. This increase in pre- 
miums resulted in an increase of 2.7% 
in unearned premium reserve to a total 
f $4,832,578. During the year policy- 
holders were paid $2,600, 292 in gross 
losses under contracts and members re- 
ceived savings in the form of dividends 
amounting to $867,182. Net premiums 
earned increased 12.3% to $4,452,174. The 
over-all ratio of incurred losses, includ- 
ing adjustment expenses, to earned pre- 
miums was 52.95%. For the second year 
in succession this is a higher than usual 
loss ratio and it reflects the three hurri- 
canes. The corresponding ratio without 
hurricane losses would have been 37.07%. 

Assets increased from $8,919,482 to $9,- 
499,503 or 6.4%, and surplus increased 
5.2% to $3,822,594. 


NORTH AMERICAN RE. 


Company Had Assets of $44,196,000 at 
End of 1954; and Surplus of 
$9,811,518 
The North American Reassurance Co. 
ended the year 1954 with assets of $44,- 
196,000. Its surplus to protect policy- 

holders is $9,811,518. 

Chairman of the board of directors is 
Lawrence M. Cathles. A. H. McAulay 
is president and treasurer of the com- 
pany. Other officers are Raymond A. 
Burke, vice president; William S. Con- 
nell, vice president and actuary; Henry 
M. Cathles, vice president; A. Neilson 
Kerwin, secretary; Charles J. Rozea, as- 
sistant secretary; Robert R. Gallagher 
and John C. Wooddy, assistant actuaries; 
and Dr. E. V. Higgins, medical director. 


FIGURES 








Insurance Women Meet Here 


Anita O. Carlson, registrar of the 
School of Insurance and Ruby E. 
Church, librarian of the Insurance So- 
ciety of New York, Inc., who are mem- 
bers of the Insurance Women of New 
York, will be among those serving as 
hostesses for the tenth annual Confer- 
ence of the National Association of In- 
surance Women (Region I) held March 
25-27 at Hotel New Yorker. Advance 
registrations for the convention have 
reached well over the 300 mark. 





Huggins Buys Agency 


The Huggins Insurance Agency of 
Coos Bay, Ore., ‘has purchased the W. 
R. McDonald Agency of Portland, and 
will continue its operation under the 
“ime name according to George C. Hug- 
gins, 

Robert Thompson will manage the 
McDonald agency. Mr. Thompson is half 
Wwner together with George Huggins 
and Charles H. Huggins. This brings 
'0 seven the number of offices in the 
State. Others are at Salem, Coos Bay. 
Myrtle Point, Coquille, Gold Beach and 
Sprinefield. The McDonald agency was 
founded by W. R. McDonald i in 1914. He 
Operated it until his death in 1946. 





TEXAS APPROVES REVISION 

Revision of Texas automobile policies, 
as recommended by the National Bu- 
reau of Casualty Underwriters, have 
been approved by the Texas Board of 
Insurance Commissioners to become 
effective April 

The revisions relate to the following 
forms: Physical damage, basic automo- 
bile liability, combination basic auto- 
mobile, schedule automobile _ liability, 
comprehensive automobile liability and 
the endorsement for finance company 
certificate. 


L. W. Larson Lumber Mgr. 


Of Kemper Insurance Group 

Chicago—Leonard W. Larson has been 
named head of the Lumber Insurance 
department of the Kemper Insurance 
companies, Chairman James S. Kemper 
announced today. Larson has been man- 
ager of the Companies’ Division of Lum- 
bermens Mutual Casualty Company, Mu- 
tual Insurance Building, Chicago. 

Since joining Lumbermens and affiliated 
Kemper insurance companies in 1927, and 
except for a three-year military leave of 


absence, Larson has served in various 
sales, administrative and executive ca- 
pacities. He was discharged from the 
Army Air Corps with the rank of major. 
Larson earned the designation of Char- 
tered Property and Casualty Underwriter 
in 1949. He was president of the Chi- 
cago chapter of the CPCU in 1953 and 
now is chairman of the meeting commit- 
tee of the National Society of CPCU. 
He attended Dartmouth College and 
Chicago Kent College of Law. He is 
a member of ‘ie University Club of 
Evanston and Westmoreland Country 


Club. 














Like some mighty sphinx or lion couchant, Diamond Head guards the approach to 
Honolulu, the favorite seaside resort of Hawaii's ancient kings. Originally known as 
Leahi, meaning “Place of Fire’’, it is said to have been the home of the fire goddess, Pele. 
It was her tears that were found by the British sailors who, thinking the gleaming 
crystals were diamonds, called it Diamond Head. 


This picturesque promontory jutting out five or six miles east of Honolulu is the most 
perfect as well as the best known of all secondary craters in the islands. The regularity of 
the elliptical cone indicates that it was created within a few hours by an extremely rapid 
projection that was deflected to leaward by a strong trade wind piling the tuff up 
disproportionately. Animals now enter the crater freely through some small breaks in the 
rim and it is used as a pasture. 


Since the harbor which can shelter the world’s largest ships meant little to the 
Hawaiians who preferred to run the surf at Waikiki, it is not surprising that at least five 
expeditions including those of Captain Cook and Captain Vancouver passed this famous 
landmark before the harbor was discovered in 1794 by Captain Brown of the “Butterworth.” 


TAwWEeOT, BIRD. & CoO., 


Insurance Underwriters 


111 John Street, New York 38, N. Y. 


INC. 








193,018 


Page 42 











March 25, 1955 








N. Y. Insurance Dept. Releases Report 


On Examination of National Bureau 


The New York State Insurance De- 
partment this week released its report on 
the examination of the National Bureau 


of Casualty Underwriters which was 
made January 7, 1955 by Examiners 
Harold Rothbart and Abraham Silver. 


The report includes a number of recom- 
mendations and comments. For the most 
part the report covers the period from 
January 1, 1947 to December 31, 1953. 
The New York Insurance Department 
examiners noted that the period under 
review was one of vast war and post 
war industrial expansion. With the in- 
crease in size and number of industry 
operations has come the demand for in- 


surance rating of such activities on a 
combined basis and on the individual 
experience of such risks. The report 


stated: 

“The answer to these requests has been 
the adoption of the composite rating 
plan, retrospective rating plan and simi- 
lar rating plans. The attention of the 
rating organization in recent years has 
been increasingly focused on the estab- 
lishment of such plans to take care of 
the desires of these risks. More and 
more risks are becoming eligible to the 
benefits or provisions of these plans and 
modifications are made from time to time 
as deemed necessary in expense pro- 
visions or in the reporting of classified 
statistics. 


Important Development of 
Multiple Line Policy 


“Another important development in in- 
surance coverage and rating is the multi- 


ple line policy. Some years ago the 
Bureau cooperated with the National 


Automobile Underwriters Association in 
the adoption of the automobile liability 
and Comprehensive combination form 
and in recent years has further col- 
laborated with fire companies in a limited 
way in multiple line provisions for plate 
elass and similar coverages endorsements 
for attachment to fire policies. 

“Tt is now exploring the possibility of 
a multiple line policy for private dwell- 
ings. The problems as to coverage, rate 
and provisions attendant upon the com- 
bination of fire and casualty coverages 
under one policy will probably require 
the increasing attention of the rating 
organization in the near future. Partly 
connected with the multiple line develop- 
ment (fire companies becoming members 
or subscribers of the Bureau) and sub- 
sequent increase of writings and unit 
reportings, there was considerable ex- 
pansion of the Bureau’s statistical di- 
vision. 

“A problem of serious concern is the 
tight automobile market and the auto- 
mobile rate classification system. Seven 
classifications are now employed in most 
states outside of New York to rate cars 
according to usage and age of driver. 
Whether this new plan is practical and 
is sound ratewise, is still to be deter- 
mined.” 

In regard to mercantile safe, interior 
robbery and fraud, crime and merchants 
protective coverages, the report stated: 


Immediate Revision Indicated 


“(1) Immediate revision of residence 
theft rates are clearly indicated with sub- 
stantial reductions indicated for some 
territories on inside theft. All other rates 
for the various coverages should be care- 
fully reviewed for possible modifications. 

“(2) Further study should be made of 
the relationship between “theft away 
from premises” before and after the ex- 
clusion of theft from unattended auto- 


bial 


mobiles with consequent adjustment to 
eliminate any remaining inequities. 

“(3) Rates for classifications or groups 
within sub-lines are established by use 
of tables of relativities. These tables 
have not been revised for many years 
and appear to need revision. This should 
be done before the next revision. 

“(4) A review should be made of the 
assignment of classifications of risks to 
trade groups under mercantile open 
stock. 

“(5) Data on the results of experience 
rate modifications in New York should 
be assembled so that the percentage of 
such average rate modifications may be 
ascertained and reviewed in the light of 
the basic rate level. The use of sched- 
ule rating in connection with the ex- 
perience and schedule rating plan would 
seem to require reconsideration. The 
Bureau should make every effort to have 
the experience rating plan effective in 
most states outside of New York made 
mandatory in all such states.” 

With respect to the automobile rating 
procedure of the Bureau, the Insurance 
Department report gave the following 
recommendations: 


Ease Present Restricted Market 


“(1) A means should be found for the 
(Continued on Page 47) 


Urge Consolidation of 
Nat’! Bureau With NAUA 


The seventh annual Eastern Agents 


Conference of the National Association 
of Insurance Agents which was held at 


the Lord Baltimore Hotel, Baltimore, 
Md., March 20-22, without debate unan- 
imously adopted resolutions favoring 
consolidation of the National Bureau of 
Casualty Underwriters with National 
Automobile Underwriters Association. 

The agents also urged continued op- 
position to compulsory automobile in- 
surance. 


NAIC ZONE 2 APRIL MEET 


At SinitineRelunlions Hotel, Baltimore, 
April 27-29; Commr. G. A. Bowles to 
Preside; Claris Adams Speaker 


Tentative plans have been made for 
the Zone 2 meeting of the National 
Association of Insurance Commissioners, 
according to an announcement by Charles 
S. Jackson, Insurance Commissioner of 
Maryland, and Peter H. May, chairman 
of a group of Maryland insurance com- 
panies that are in charge of arrange- 
ments for the meeting. 


The meeting will be held April 27 
through Apri] 29 at the Sheraton-Belve- 


dere Hotel in Baltimore. George A. 
Bowles, Commissioner of Insurance of 
Virginia, chairman of Zone 2 of the 
NAIC, will preside. 


Claris Adams, executive vice-president 
and general counsel of the American 
Life Convention will be the featured 
speaker at a dinner to be held Wednes- 
day evening, April 27. 

A complete program of business ses- 
sions and_ social activities has been 
planned for the Commissioners repre- 
senting the eight states and the District 
of Columbia of Zone 2. 
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Tribute to Richardson 
On 35th Anniversary 


DINNER HONORS OCCASION 





Over 200 Employes of National Counci] 
on Compensation Insurance Gather 
at New York Restaurant 





On March 17 the employes of the 
National Council on Compensation In- 
surance held a dinner at the Toots Shor 
Restaurant, New York, in honor of their 
general manager, Harry F. Richardson's 
35th anniversary with the organization, 
The party was planned by a committee 
of employes composed of Miss Doris 
Greenwood, Miss Gladys Sorensen, Miss 
Aida Tomaselli and George Hill. 

Over 200 employes of the National 
Council attended. Among these were the 
managers from the National Council 
administrative bureaus who were present 
in New York for their annual meeting. 

During the course of the evening Mr, 
Richardson was presented with a leather 
bound book containing the personal 
signatures of all National Council em- 
ployes and employes of the various in- 
dependent administrative bureaus who 
knew him personally. This book was 
presented by S. C. Southard, manager 
of the Southeastern Compensation Rat- 
ing Bureau, himself an employe of the 
National Council for more than 30 years. 


A. Z. Skelding Makes Presentation 


A. Z. Skelding, assistant manager of 
the National Council on behalf of all 
the employes of the National Council 
and its administrative bureaus then pre- 
sented Mr. Richardson with a set of 
power tools for his woodworking shop. 
William Leslie, Jr., assistant manager of 
the National ‘Council and soon to be 
Mr. Richardson’s successor as general 
manager, followed by reading a resolu- 
tion passed by the membership of the 
National Council at its last annual meet- 
ing on March 3 eulogizing Mr. Richard- 
son and his accomplishments. 

In a very moving response Mr. Rich- 
ardson thanked his employes for their 
past cooperation and for their gift. He 
expressed confidence in the future of 
the organization and particularly com- 
mended to the employes their new gen- 
eral manager. 


American F. & C. Declares 
30c. Common Stock Dividend 


Directors of American Fidelity & 
Casualty Co., truck and bus insurers, 
have declared the usual quarterly divi- 
dend of 30 cents a share on the common 
stock, payable April 11, 1955 to stock- 
holders of record March 31. 

The board also voted the regular quar- 
terly disbursement of 31% cents on the 
$1.25 convertible preferred stock, pay- 
able April, 11, record March 31. 








WESTPHAL ASST. SECRETARY 
Advanced by Royal-Liverpool Group; 
A. A. Christian His Successor As 
Bonding Dept. Manager 
The Royal-Liverpoo] Insurance Grou) 
has announced that effective April | 
August Westphal will be appointed an 
assistant secretary and will be succeeded 
as manager of the bonding department 
by A. A. Christian. Mr. Christian. will 
be transferred to the Group’s New York 
office from San Francisco where he is 
presently manager of the bonding de- 
partment in the Royal-Liverpool’s pacific 

department. 

Mr. Westphal has been in the bonding 
department for 43 years and in order to 
prepare for succession on his retirement 
he will relinquish day-to-day administra- 
tion of the department. As assistant 
secretary Mr. Westphal’s duties will be 
primarily consultative. 4 

Mr. Christian has had 26 years 01 ex 
perience in the bonding field, in_ both 
agency and company ranks. He joined 
the Group in California eight years ag? 
B. E. Joline will continue as associate 
manager of the Group’s bonding de 
partment. 
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Surety Bond Producers Assn., 11 Years 
Old, Plans N. Y. Meeting May 2 to 4 


Organization, Headed by Speed Warner, Kansas City, Is Con- 
structive Force in Bonding Field; Members Annually 
Write $40 Million in Contract Bond Premiums 


The National Association of Surety 
Bond Producers, which observed its 
tenth anniversary a year ago, is now 
preparing for its annual convention to 
be held May 2 to 4 in the Waldorf- 
Astoria Hotel, New York. As in previ- 
ous years this will be a representative 





SPEED WARNER 


gathering of leading bond producers 
from all parts of the country, and they 
will meet under the chairmanship of 
Speed Warner of Kansas City, nationally 
known, who is now the president. The 
first day will be devoted to executive 
session for administrative matters re- 
quiring attention and for discussion of 
problems that have arisen during the 
year. On the second day, as is the cus- 
tom, the association will have as its 
guests 150 or more company executives. 
This is followed by election of officers 
and windup of business on the third 


day. 
A Select Membership 


Ever since it was organized in 1943 
the National Association of Surety Bond 
Producers has held to the belief that 
its strength was in maintaining a small, 
quality membership rather than striving 
for a large organization. Adhering to 
this pattern, care is taken to screen 
applicants and before they are admitted 
they must pass muster with present 
members in their respective general 
areas. Today about 125 are on the rolls, 
all of whom do a substantial volume of 
business with the construction industry. 
In fact, it is estimated that members of 
NASBP writes annually about $40 mil- 
lion in contract bond premiums. 
Currently R. Lewis Patton of the firm 
ot James J. Harris & Co. Charlotte, 
N. C, is chairman of the membership 
committee. 


Close Cooperation with Company Assns. 


President Warner told The Eastern 
Underwriter the other week that the 
‘ssociation prides itself on maintaining 
close cooperation with the Surety Asso- 
“lation of America and the Association 
ot Casualty & Surety Companies to the 
end that common problems may be 
solved amicably. “We are constantly 
Striving, as are the company executives, 
'o develop new sources of business and 
fo improve our procedures,” said Mr. 
arner, . 
“We believe that through cooperation 
of both the producers and the company 


men that a _ better understanding is 
reached on such matters as claim pay- 
ments under contract bonds, broader 
forms of bonds on construction work— 
particularly private work—and closed ac- 
quaintanceship and relationship. As a 
result of our meeting we have achieved 





H.. PHELPS SMITH 


a harmonious climate which is of im- 
measurable value to both producers and 
the companies.” 

This “working together” spirit is a 
permanent feature of NASBP and its 
members are keenly conscious of the 
results obtained. There are, of course, 
problems which still need to be solved. 
Producers and companies do not always 
see eye to eye. One situation which 
NASBP would like to see ironed out 
is that of captive agencies. The associa- 
tion has and will continue to oppose vig- 
orously the practice of appointing an 
agency owned and controlled by a con- 
tractor so as to obtain a desirable ac- 
count. 

Unhealthy Designation of the Surety 

Another practice which has its un- 
healthy aspects, in the opinion of 
NASBP, is the designation of surety 
resulting from the influence of local 
boards and the promotion by special 
agents of surety companies. “This is 
not in the best interest of either the 
surety industry or the companies’ rela- 
tionship to contractors and vice versa,” 
says Mr. Warner. “The contractor re- 
lies upon his surety company the same 
as he does upon his bank. He should 
not be expected to make a new banking 
connection for every job he takes on. 
Sometimes the surety bond seems to be 
an easy mark for politicians and others 
to prey upon. 

“Certainly the commission in the bond 
on any individual case is no big thing. 
And the request for a contractor to 
change his surety company is not in 
keeping with the best interests of the 
contractor who might be the lower bid- 
da. 

It is to the credit of the surety in- 
dustry that these practices are not 
spreading. Both the companies and the 
producers have conference committees 
for this purpose, and their members un- 
derstand each other—talk the same 
language. Chairman of the NASBP 
committee is Morris Moughon, first vice 
president of the association who is of 

(Continued on Page 50) 


Harriman Questions 
Car Inspection Law 
NOTES COST TO MOTORISTS 
Declares Case for N. Y. Law’s Justifica- 
tion Has Not Been Made; Considers 


Repeal or Postponement 








New York State Governor Averell 
Harriman told a recent press conference 
that he questioned the wisdom of put- 
ting compulsory New York motor vehi- 
cle inspections into effect this year be- 
cause “a case for its justification has 
not been made.” 

Under legislation enacted in New 
York last year at the recommendation 
of former Governor Dewey, prepara- 
tions are being made for inspection at 
designated private garages and service 
stations of all passenger cars by Sep- 
tember 1 and all other vehicles by De- 
cember 1. The law calls for semi-annual 
inspections thereafter. 

Governor Harriman said he was seri- 
ously considering “asking the legislature 
either to repeal the inspection law or 
at least to postpone its application for 
a year pending further study.” 


$25,000,000 in Yearly Fees 


Noting that inspections would cost 
New York motorists about $25,000,000 a 
year in fees, the governor called this 
the equivalent of an extra gasoline tax 
of almost one cent a gallon. He said a 
statistical study prepared for him by 
the State Motor Vehicle Bureau indi- 
cated that states with operating inspec- 
tion programs appear to have a_ higher 
percentage of defective cars involved in 
fatal accidents than does New York. 

The Governor further indicated that 
a lack of response by garages to invita- 
tions to apply for licenses as inspection 
stations was to some extent responsible 
for his views on the matter. He said 
he understood that only 5,000 applica- 
tions had been received for 13,000 open- 
ings for stations. 

Because of the dearth of applications 
for inspection stations, the New York 
3ureau of Motor Vehicles recently eased 
requirements garages must meet to 
qualify for testing station licenses. 

A bill to repeal the inspection law 
was introduced in the New York legisla- 
ture early in March by Senator Fred J. 
Rath, Utica Republican, but had not yet 
been acted upon. 


SAYS HARRIMAN NOT INFORMED 





N. Y. Board of Trade Sends Letter to 
Governor Asking No Repeal of 
Car Inspection Law 
In a letter sent to New York Governor 
Averell Harriman on March 18, the New 
York Board of Trade, Inc., viewed with 
“orave apprehension” the current pro- 
posal to repeal the motor vehicle inspec- 
tion law enacted at the last session of 
the legislature. The Board of Trade said 
that from article appearing in the press, 
they are convinced that the governor 
“has not been fully informed of the full 
effects of compulsory inspection in 

neighboring states.” 

The letter to the Governor stated in 
part: “Complete figures from neighbor- 
ing states furnish conclusive evidence 
that compulsory inspection was followed 
immediately by reduction in the number 
of traffic accidents. The present law 
empowers the Motor Vehicle Commis- 
sioner, with the approval of the gov- 
ernor, to postpone the effective enforce- 
ment date for a period of six months. 
If in your judgment, because of tech- 
nical difficulties, the law cannot be im- 
plemented in September, we hope that 
the six months allowable period will be 
sufficient to put the law fully into 
operation. 

“This Board continues to petition that 
our state does not abandon the gains we 
have made, except for alternative and 
better solutions. Most earnestly this 
Board petitions that a sincere effort be 
made to enforce the law as now on the 
statute books, amending it only for the 
purpose of giving added strength.” 
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A. G. BAKER, JR., EDU. ASSISTANT 





Appointed to Staff of N. Y. Insurance 
Society’s School of Insurance; 
to Assist A. Leslie Leonard 


SNES 





ALAN G. BAKER, JR. 


Alan G. Baker, Jr., has been appointed 
to the position of educational assistant 
with the Insurance Society of New York, 
Inc. School of Insurance, according to an 
announcement by Dean Arthur C. Goer 
lich. Mr. Baker’s appointment became 
effective March 21. 

In his capacity with the Insurance 
School, he is serving as assistant to A. 
Leslie Leonard, assistant dean, in the 
conduct of the educational activities of 
the Insurance Society. 

Prior to his present appointment, Mr. 
Baker was employed in the claims de- 
partment of Liberty Mutual Insurance 
Co. where he was engaged in the prepa- 
ration of legal cases. His past career 
includes experience in the advertising 
and radio fields. 

Mr. Baker is a graduate of Columbia 
University. He holds an A.B. and M.A. 
degree in English and American litera- 
ture. A member of the Phi Gamma 
Delta Fraternity, he was assistant editor 
of the University newspaper while at 
Columbia. 

In commenting on Mr. Baker's ap- 
pointment, Dean Goerlich expressed con- 
fidence that he would be a_ valuable 
addition to the Insurance School’s edu- 
cational staff providing service to the 
insurance industry. 





R. C. Mathews to Manage 
New Federal L. & C. Branch 


Federal Life & Casualty is opening a 
home office branch at Battle Creek, 
Mich., and has retained Roy G. Mathews, 
president of the Michigan State Life Un- 
derwriters Association, to become ‘ its 
manager. 

The new office is to be opened April 
1. Mr. Mathews has been located in 
Lansing for the past four years. He 
now is field representative in the Fed- 
eral Life’s agency department. 

In his new capacity, Mr. Mathews 
will supervise underwriting by new 
branches of the local carrier to be 
opened, and will recruit and train a 
sales force. It is planned to open new 
branches in several major Michigan 
cities, including Lansing, Grand Rapids, 
Kalamazoo and Saginaw. 

Prior to joining Federal L. & C., Mr 
Mathews was state manager for Wis 
consin National Life. Prior to that he 
was district manager at Flint for Ohio 
National Life. 


E. C. LECHNER RECOGNIZED 
E. C. Lechner, president of General 
Fire and Casualty of New York, has 
been elected a member of the President’s 
Council of the American Institute of 
Management in recognition of his con- 
tribution in the field of management. 





clusion of 


& 


Page 44 


theft from unattended auto- 


eT eT TE. 






ae 
THE EASTERN 
UNDERWRITER 





Pal tiene 


March 25, 1955 








7th Annual 


Eastern Agents 


Conference In 


Baltimore 





Hugh D. Combs Maintains Qualified 
Agents Key To Good Public Relations 


Hugh D. Combs, executive vice presi- 
dent of the United States Fidelity & 
Guaranty, declared this week that al- 
though the American Agency System 
and its member agents have come a 
long way, the summit is not yet in sight. 
The competent insurance agent, he said, 
will reap a profitable harvest for his 
work and efforts. He pointed out that 
the agent will have that feeling of sat- 
isfaction and contentment which comes 
from the knowledge that a useful job 
has been well done. 

Mr. Combs addressed the Eastern 
Agents Conference March 22 at Balti- 
more on the subject, “Efficiency Im- 
proves Public Relations.” 

The speaker said that perhaps two of 
of the princips il causes or irritation have 
arisen from the handling of claims and 
lawsuits, and from misunderstanding or 
misinterpretation of coverage. He em- 
phasized that although not so large a 
percentage of serious cases are taken 
to trial nowadays, the verdicts on many 
of the cases tried are very high. “This 
is due, in part,” he declared, “to the 
lessened value of the dollar and the high 
cost of surgical and medical attention, 
as well as to the seriousness of the 
injuries which are due to the speed of 
the modern automobile. Percentage-wise, 
there has been perhaps a decrease in 
the number of minor-accident cases; but 
there has been no appreciable lessening 
‘in the cases involving serious injuries.” 


A Large Verdict Is News 


He brought out in his talk that the 
press reports as news a large verdict. 
But there is no publicity concerning the 
thousands of cases where claim men 
have refused to meet exorbitant demands 
and juries have agreed with them by 
bringing verdicts below the amount for 
which the case could have been settled. 

“We hear a great deal today about 
modern methods of presenting cases be- 
fore the judges and juries,” continued 
Mr. Combs. “We hear about bringing 
into court skeletons, models of limbs, 
and other gruesome exhibits; but a good 
claim man is not stampeded by this 
threat, nor does he believe that it con- 
tributes as much to the large verdict 
as is sometimes thought. 

“Many large verdicts are justified by 
the facts in the case,” he declared. “High 
verdicts make necessary adequate cover- 
age. This places an added burden on 
the agent to be sure that his insured 
carries proper limits. An agent cannot 
properly serve his insured by jeienkoue 
or over the counter in a careless or 
haphazard fashion. He must study and 
familiarize himself with the limits needed 
by the particular insured. He must have 


a market in which he can purchase the 
limits needed, and he must hand-tailor 
coverage to fit the insurance needs of 
each particular case. 

A Careful Balance Necessary 


“The claim man and the insurance 
company on the other hand must observe 
a careful balance between what is right 
and proper to pay in settlement of a 
case, and must know when to refuse to 
meet a demand which is truly exorbitant 
and rely on the fair judgment of a jury. 
Obviously, there is less possibility for 
mistake or criticism if the case can be 
disposed of by settlement.” 

Mr. Combs then said that another 
cause for misunderstanding, sometimes 
leading to lawsuits, is the exclusion un- 
der care, custody, and control, or, as 
is sometimes used, the words: “In charge 
of.” 

He felt that this exclusion obviously 
is necessary, if the premium is to be 
kept within reasonable bounds. “If an 
insured were to be permitted to deal 
as he willed, without cost to himself, 
with property coming within these cate- 
gories there would be a great deal more 
carelessness and losses would go beyond 
all reasonable bounds,” said Mr. Combs. 

“Tt may be said that the primary rea- 
son for including the exclusion of care, 
custody, and control in the policy is to 
keep them from overlapping into the 
field of inland marine insurance and, of 
course, to furnish broad, general cover- 
age suitable in the majority of cases at 
a premium commensurate with the limi- 
ted risk. 

“All of these difficulties may be avoid- 
ed by an understanding of the coverage 
needed in each particular case and by 
its purchase before a loss occurs. 

“It is true that determination some- 
times is difficult as to just what is 
care, custody, and control, or ‘in charge 
of an insured.’” 

Mr. Combs advised his agent audience 
to keep in mind that on property dam- 
age coverage there has to be an acci- 
dent. The occurence must be unforeseen, 
he declared. “Deliberate actions under 
circumstances which indicate that there 
will be damage may not be construed 
as accidental,’ he continued. “However, 
in a case where the insured’s employes 
were digging in the street and cut 
through a wooden casing for telephone 
wires under the mistaken assumption 
that they were cutting through old 
railway ties and several thousand wires 
were cut and damaged, there was no 
question about the coverage and liability, 
and immediate payment was made for 
the damage by the insurance company. 

“Incidentally, on any risk involving 
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HUGH D. COMBS 


construction, if the insured does not 
purchase coverage for collapse, explosion, 
or underground damage, the policy does 
not cover property damage caused by 
any of these hazards. It is a little late 
to ask for a covering endorsement after 
the policy has been written since the 
risk involved might not have been ac- 
cepted in the first instance if it were 
known that these hazards were to be 
covered. Of course, they can be covered; 
but under no circumstances would a 
careful underwriter accept such coverage 
Without a complete engineering survey 
of all the circumstances involved before 
the coverage is granted. 


Mysterious Disappearance Under Resi- 


dence and Outside Theft 


“And now a word concerning another 
possible source of misunderstanding— 
the mysterious disappearance clause of 
the residence and outside theft policy. 
This policy is intended primarily to 
cover what its name implies—thefts from 
the residence-premises and thefts from 
outside, with certain limits. Theft is de- 
fined as including larceny, burglary, and 
robbery. In order to make it easier for 
the insured to recover, mysterious dis- 
appearance, except of a precious or semi- 
precious stone from its setting, is pre- 
sumed to be due to theft. This clause 
means just what it says, and it does 
not mean that the mere loss of an 
article is covered. All-loss coverage could 
not possibly be included for the present 
premium charged.” 

Mr. Combs said that unfortunately, 
there is a possibility for misunderstand- 
ing sometimes occasioned in the selling 
of the policy, and in others by an at- 
tempt to strain the wording. He de- 

(Continued on Page 46) 
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Brown Sees Ad Program 
Supplement to Service 


ADDRESSES EASTERN AGENTS 


Maintains Advertising Plan Is Method 
of Saving Good Customers and Meet- 
ing Direct Writer Competition 


Referring to a sound advertising pro- 
gram as “customer insurance,” Robert 
E. Brown, Jr., assistant manager, adver- 
tising and publicity department, Aetna 
Life Affiliated Cos., told the large audi- 
ence of agents present at the Eastern 
Agents Conference held at Baltimore, 
Md., March 22, that such a program js 
one of the most effective competitive 
weapons against the direct writers, 

However, Mr. Brown cautioned that 
advertising is not a aubstibane for per- 
sonal service. He said that no agent 
should attempt to make a_ three-cent 
stamp do the work for which he has 
received $30 or more in commission. The 
speaker said that advertising should be 
used as a supplement to personal calls, 

“For example, how often are you able 
to see personally the present customers 
on your books?” he asked. “By chance, 
do you have certain customers who have 
not seen anyone from your office for 
several weeks, for several months, or 
perhaps longer? Do you know how 
many of your competitors these custom- 
ers may have seen in this same period ? 
Or how many of your competitors’ ad- 
vertisements these customers may have 
read in this period? 

“Now, how many of these customers, 
during this same period, have received 
any advertising from your office? Hovw 
many have been exposed to any adver- 
tising over your name in the local news- 
paper or on the radio?” 





Saving Good Customers 


Saving the good customers already 
on your books certainly is a job that 
advertising ¢ can help you perform, said 
Mr. Brown. “But above and_ beyond 
this, important as it is, independent in- 
surance agents today need to speak up 
generally on the value of their personal 
services,” he added. “Individually and 
collectively, in small towns and_ big 
cities, in newspapers and on the radio, 
in every practical media, the story of 
your kind of agency service and what 
it means to every buyer of insurance 
needs to be told, and told again. 

“Many companies,” he continued, “are 
telling this story in their current na- 
tional magazine advertising and I think 
you can look for even more of this in 
the months ahead, with possibly addi- 
tional companies joining the parade. The 
National Board of Fire Underwriters 
also is telling this story, and both groups 
are offering tie-in material for use at 
the local level. Through this volume oi 


(Continued on Page 50) 
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Competitive Problems in Auto Liability 
Market Discussed by J. R. Mc Williams 


While the automobile liability business 
has made spectacular growth during the 
past decade and especially during the 
past five y -ars—and with every prospect 
of continued expansion — James R. 
McWilliams, assistant manager, automo- 
hile division, National Bureau of Cas- 
ualty Underwriters, told the Eastern 
Agents Conference in Baltimore March 
2? that the picture is not a rosy one. 
This is despite the great volume of auto- 
mobile business available and with rate 
tevels which are at long last adequate in 
most areas. : ; 

Facing the facts in the current situa- 
tion, Mr. McWilliams said that auto- 
mobile premium volume of stock agency 
companies “is leveling off or thas ac- 
tually dropped . This means that the 
number of units insured is no longer 
showing a steady and_ substantial in- 
crease but is actually falling oft. “That, 
of course, is not good,” the speaker said. 
“It means that competitors are making 
inroads, and this is particularly true of 
the specialty companies in the automo- 
bile field which write the business at 
substantially lower rates than those of 
the stock agency compi inies. These spe- 
cialty companies have had a phenomenal 
growth during the past five years.’ 


Competition Will Crow More Intense 


In looking toward the future, Mr. 
McWilliams said: “We can expect that 
competition as we know it today will 
continue and also that, in all probability, 
it will grow more intense. It is not only 
in price, but in policy coverage, policy 
term, instalment premium payment 
plans, additional optional coverages and, 
last but by no means unimportant, serv- 
ice.” 

Among the reasons given by the 
speaker as to why the specialty com- 
panies are able to operate profitably at 
substantially lower rates than the stock 
agency companies, hé listed the follow- 
ing as most important: 

They endeavor to insure a better 
than average group of insureds from the 
hazard standpoint and, through strict 
underwriting, are able to weed out in 
advance or cancel other less desirable 
risks. 

2. They get their premium payments 
on time or no insurance is afforded, 
thereby avoiding the twin evils of “not 
taken” policies and free insurance which 
unquestionably raise the costs of the 
stock agency companies materially. 

3. They have substantially lower ex- 
pense ratios due primarily to their dif- 
ferent methods of doing business. 

He declared that automobile liability 
insurance “is now in the category of a 
mass production item that is bought by 
the public in many instances in order to 
comply with the requirements of finan- 
cial responsibility laws. There is no 
question but that the steady increase in 
automobile insurance rates has led many 
of the better type risks to seek a market 
at a lower price than that of the stock 
agency companies.” Continuing the 
sneaker said: 


Agents Must Sell Quality Service 
and Product 


“A partial solution to the problem of 
the growing and aggressive competition 
of the specialty comps inies for automo- 
bile insurance lies in the expenditure of 
more effort on the part of the local 
agent to sel his quality service and 
Product against the lower-priced com- 
petition of the order taker for the cut- 
rate companies, Today's economy, with 
‘eerier competition for the consumers’ 
dollars and with automobile insurance a 
‘must’ for most car owners, suggests the 
need for the producer to establish a 
“loser relationship with every policy- 
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holder. Our industry is much the same 
as any other. With the possible excep- 
tion of utility companies, most every 
business has competition of one kind or 
another. 

“As a rating bureau employer, | am 
more or less out of my field in any dis- 
cussion of production problems. How- 
ever, in my case, | feel somewhat quali- 
fied to get into the argument because 
prior to rejoining the staff of the Na- 
tional Bureau in 1947, I had 11 years 
experience as a company underwriter, 
field representative and local agent. So 
in this regard I speak to you as a former 
member of the California Association of 
Insurance Agents. 

“It seems clearer to me that our indus- 
try should give more thought to the 
Fuller brush method and if this means 
additional manpower then more and 
more young men should be brought into 
the business. Any business that resists 
change in methods or products is a busi- 
ness that is doomed to extinction. It’s so 
easy, you know, to return a policy to an 
agent you haven’t seen in two, three, or 
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More manpower will reduce 
takens.’ 


more years. 
the ‘not 
Simplify Handling of Policies 

“I also believe steps must be taken to 
simplify the handling of automobile pol- 
icies from beginning to end in both 
agency and company othces. Then, by 
passing on to the insurance buying pub- 
lic the resultant savings that companies 
and agents using their ingenuity can 
create, the difference in cost between our 
policies and those of competitors can be 
narrowed to the point where specialty 
companies will no longer be able to at- 
tract the most desirab’e business.” 

Mr. McWilliams also felt that the 
business machines of tomorrow give 
promise of reducing the work and the 
cost of handling automobile policies and 
of making possible savings that can be 
passed on to insureds. “Mechanical 
equipment,” he explained, “is becoming 
available to make it possible to process 
policies and compile internal records on 
a mass production basis. For example, 
modern machines provide, by way of 
punch cards with appropriate codes, a 
means of rating the risk, writing the 
policy and printing the premium bill all 
from one operation. 

“It seems likely that automobile classi- 
fication refinement will have to be con- 
tinued if not expanded. The seven classi- 
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how much 
would 


you 


if a client 
were 
robbed ? 


You could lose a disgruntled client’s entire account if he were 
held up or his house burglarized—and you had failed to provide 
him with a low-cost broad-protection Residence and Outside 


Theft Policy. 


Practically every householder carries fire insurance, but com- 
paratively few have theft insurance. Yet every year there are 
many more burglaries and robberies than fires. 

Close this gap in your clients’ protection. Take advantage of 
the wide-open, profitable business possibilities of the Residence and 
Outside Theft Policy. Zurich-American sales aids will help you do 
it easily and efficiently. Let the Zurich-American field man tell 
you more—or write to the address below. 


LURICH- 
AMERICA 


INSURANCE COMPANIES 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S. LA SALLE ST., CHICAGO 3, 





ILLINOIS 








Hey Cites Agents For 
Professional Skills 


IN EASTERN CONFERENCE TALK 


Points to Adbeuiteiiain to Comprehensive 
Form of Legal Liability Policy as 
Service to Client 
In his address covering “comprehen 
sive general liability insurance” given 
before the Kastern Agents Conference, 
March 22, at Baltimore, Md., E. J. Hey, 
secretary, Fidelity & Casualty of New 
York, told the agents assembled that 
they have achieved the reputation of 
being likened, in their particular field, 
to the services of a doctor or a lawyer, 
by caring for the financial security of 
their clients. The comparison is neither 
pretentious nor exaggerated, he said, 
since the financial security of a business 
could very well depend upon the fore- 
sight and attention given to its insur 
ance coverages by you, the insurance 


agent. 
Mr. Hev declared that many producers 
have performed, and are performing, 


an outstanding sales job in applying the 
comprehensive general form of legal 
liability policy. However, he noted that 
unfortunately others have yet to appre 
ciate its value not only as a material 
sales aid, but also as an absolute neces 
sity if disservice to a client is to be 
avoided. 
Three Reasons for Coverage 

He pointed out the 
important reasons why this 
should be sold: 

(1) An insured is entitled to no less 
than the broadest protection to avoid 
financial loss. 

(2) The producer, not the insured, 
the technician trained in providing, or 
at least bringing to attention, such 
necessary protection, 

(3) The producer who fails to do so 
exposes his business to attack from 
competitors who eagerly await the op- 
portunity of offering broader protection. 
Broad form liability coverage above all 
other types of insurance offers an ideal 
means for “getting one’s foot in the 
door.” 

“Of course, the best salesmanship in 
the world cannot convince or persuade 
everyone,” said Mr. Hey. “In one sense 
the sale of insurance is no different 
from any other merchandise where, for 
reasons of economy, arbitrary resistance 
to sound sales proposals, failure to rec- 
ognize the value of the product as se- 
curity against financial loss or whatever 
may be the reason, the buyer simply 
cannot be persuaded that he needs more 
than limited protection. He therefore 
settles for less and may thereby, be- 
come a partial self-insurer. 

“However, in a more realistic sense, 
insurance which guarantees against loss 
arising out of a business risk is not 
ordinary merchandise, It is an integral 
part of the business operation and must 
be considered as such. Whether the sale 
is made or not made, the producer still 
should do no less than to draw attention 
to broad form liability protection and 
to clearly point out to the client that 
the latter must assume responsibility for 
inadequate protection.” 

Number of Policies Below 
Reasonable Mark 

While the sale of broad form cover 
age is substantial, Mr. Hey said he was 
convineed that the number of policies is 
far below a reason: ible potential. “It is 
my guess,” he continued, “that casualty 
insurance companies today average no 
better than one-third—perhaps consid 
erably less—of their general liability 
business under broad form policies. If 
that is reasonably correct, then the 
consequence of inadequate protection is 
substantial. 

“In my company, with reasonable fre- 
quency, non-covered claims are brought 
to attention with a large percentage of 
cases echoing the much repeated story 
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National Bureau Files 
7-Class. Plan in Okla. 


EFFECTIVE DATE ON APRIL 27 





Also Propose Revised Rates of Various 
General Liability Lines and Changes 
in Burglary Rates 





A new plan of classifying private pas- 
senger automobiles for automobile lia- 
bility insurance rates in Oklahoma and 
revised rates for the new car classifica- 
tions were filed with the State Insurance 
Board, March 21, by the National Bu- 
reau of Casualty Underwriters on be- 
half of its member and subscriber com- 
panies. 

“The proposed plan, which will classify 
private passenger automobiles in seven 
classes of risks for rate purposes, will 
apportion insurance costs more equitably 
among insureds than the three-class plan 
presently in use,” William Leslie, gen- 
eral manager of the National Bureau, 
stated. “It will relate rates to the vari- 
ous recognized hazards of automobile 
operation to a greater degree than the 
present plan. The plan proposed for 
Oklahoma is the same one that has been 
approved in 41 other states and the 
District of Columbia.” 

“Private passenger automobile liability 
insurance rates in Oklahoma have re- 
mained unchanged since September 10, 
1951, although there have been two up- 
ward rate revisions in most states since 
that date,” Mr. Leslie said. “The pro- 
posed rate revision for private passenger 
cars will result in a statewide average 
increase for bodily injury liability and 
property damage liability combined of 
approximately 19%, or about $5.85 per 
car, because of unfavorable automobile 
liability insurance experience within the 
state. The proposed rate changes vary, 
however, according to classification as a 
result of applying the new classification 
plan.” 


Rates for Commercial Cars 


The Bureau proposed revising liability 
insurance rates for commercial cars; 
these have remained unchanged since 
September 10, 1951. The rate changes, 
which will vary by classification and 
territory, will result in an average state- 
wide increase of approximately 24% for 
bodily injury and property damage com- 
bined, with reductions in some classifica- 
tions and increases in others. 

It also proposed revising rates for au- 
tomobile liability insurance policies writ- 
ten on a payroll basis for those garage 
risks buying the broad coverage. The 
combined bodily injury and _ property 
damage rates are proposed to be in- 
creased about 36%. These rates have 
remained unchanged in Oklahoma since 
November 3, 1947, although the coverage 
was materially broadened in December, 
1949. The Bureau proposed that the au- 
tomobile liability insurance revisions be- 
come effective April 27, 1955. 

Revised rates for various lines of gen- 
eral liability insurance were also pro- 
posed to be effective May 11. For some 
lines the proposed revisions will result 
in rate reductions and for others in 
increases. However, the over-all effect 
of these rate changes will be a reduction 
of approximately 13% of the total gen- 
eral liability insurance premium volume 
in Oklahoma. 

Changes in burglary insurance rates, 
to be effective June 1, were proposed 
for Oklahoma as part of a countrywide 
program. The proposed changes will 
produce approximately no change in the 
total burglary insurance premium in 
Oklahoma. The Bureau did not propose 
any changes in rates for residence and 
outside theft insurance. 


PRATHER ERIE GENERAL AGENT 

Gene Prather has been named by 
Mutual of Omaha as general agent for 
Erie, Pa. He has been eastern regional 
director since the summer of 1953, hav- 
ing joined the company in Cincinnati. 
He has specialized in field training and 
instruction. 


Stevens Nominated to Head 


Detroit A. & H. Association 


Raymond Stevens, Michigan Life In- 
surance Co., heads slate of officers nomi- 
nated for 1955 by the nominating com- 
mittee of the Detroit Association of 
Accident & Health Underwriters. The 
committee is composed of Jack Whiting, 
Robert Guy, Harold Boadway, and Wil- 
liam Brink. 

Other officer nominations are: Leonard 
Maender, General American Life—first 
vice president; William Paull, Detroit 
Mutual Insurance Co.—second vice pres- 
ident; James Cooper, Loyalty Group— 
third vice president. 

Nominations for the board of directors 
are: Edward Matyn, American Agency; 


John Brink, Earl B. Brink Agency (Mu- 
tual of Omaha); E. J. W. Griffith (Mu- 
tual Benefit H. & A. of Canada); Harold 
Hall, Detroit Insurance Agency. 





MICH. BILL ON A. & H. EXCLUSION 

A bill (House 235), introduced in the 
Michigan legislature recently by Rep- 
resentative Wozniak, Detroit, and sev- 
eral colleagues, would prohibit issuances 
in Michigan of A. & H. policies con- 
taining exclusions as regards expenses 
incurred by an insured in government 
hospitals or agencies. 





Combs on Public Relations 
(Continued from Page 44) 


clared: “The word ‘presume’ from the 
insurance company standpoint means: 
‘we take or suppose your statement to 
be true when you make it. You are 
presuming that the loss is due to theft, 
and you are worthy of belief without 
prior examination or proof of your state- 
ment on the strength of the probabili- 
ties. 

“However,” explained the speaker, “you 
have made the wrong presumption. There 
may be surrounding facts and circum- 
stances which make it clear that your 
original presumption was not founded 
in fact. Therefore, the presumption may 
be rebutted. A man may be found alone 
in a room with a dead body and a smok- 
ing revolver. The immediate presump- 
tion would be that he was a murderer. 

“But further investigation might show 
that, dazed by horror, a smoking gun 
was pressed into his hand by the real 
culprit. Prior presumption of guilt would, 
of course, be rebutted by this proof of 
innocence. 

“Tt would be well if an insured or an 
agent did not make a claim unless it is 
felt or presumed that the article missing 
was stolen and not just lost. Embarrass- 
ment will be saved if this phase of cov- 
erage is explained to the insured when 
the policy is sold. 


No Place for Amateurs 


“Again, the moral of all this is that no 
overnight-amateur should assume the re- 
sponsibility of selling insurance,” de- 
clared Mr. Combs. “A trained insurance 
agent has to know a lot more than the 
cost of $10 and $20 thousand limits on 
an automobile. He has to have more 
than the ability to be able to quote a 
price for proper and complete insurance 
to meet every catastrophic contingency 
which may confront his customer. 

“The peace of mind which will ensue 
to the client of a good insurance agent 
will be worth far more when catastrophe 
strikes than the few dollars which may 
be saved by the piece-meal purchase of 
cut-rate insurance. 

“There is no competition which can- 
not be overcome by the qualified agent. 
His earnings today are limited only by 
the amount of time and effort he gives 
to the production of business. The field 
is unlimited and the need is great. There 
is nothing in sight which should change 
this picture. This country is growing 


by leaps and bounds, and prosperity will 
continue.” 


Hey Cites Agents 
(Continued from Page 45) 


that ‘the insured thought he had pro- 
tection,’ or that ‘the producer was sure 
he asked the company to extend the 
necessary insurance.’ Very rarely do in- 
surers encounter deliberate acts or ex- 
cuses to enforce coverage which is not 
in the policy. 

“Most of these cases arise because of 
the mistaken belief that the coverage 
existed, with the result that a disgrunt- 
led insured or producer may vow never 
again to do business with the company 
denying a claim. Again speaking for my 
company, our claims department makes 
every effort to find affirmatively in the 
coverage—and to even go ‘overboard’ 
in borderline or questionable cases, but 
neither we nor any insurance company 
can deal with these situations on the 
basis of ‘what was intended.’ 

“I hope you will agree with the 
premise that under the agency system 
of operation companies must depend 
upon their producers to evaluate the 
client’s requirements and to point out 
before the claim arises the circumstances 
under which certain insurance protec- 
tion may be inadequate.” 

Mr. Hey brought out that whether 
or not broad form coverage is involved, 
one line of insurance in particular re- 
quires special comment. “That line is 
products or completed operations pro- 
tection which, over the years, has been 
‘bought’ rather than ‘sold,’” he declared. 
“By this is meant that risks dealing in 
commodities or services which represent 
a recognized potential—foods and bever- 
ages, drugs, pharmaceuticals and _ cos- 
metics, chemicals and various contrac- 
tors, to name a few, do not have to be 
‘sold’ this protection; they realize the 
need for it and require it. 


Same Claim Ratio 


“Yet, others who manufacture, handle 
or distribute commodities or those who 
deal in services, are no less vulnerable 
to claims even though the frequency 
may be considerably less. Literally every 
risk is confronted with a products or 
completed operations hazard of one de- 
gree or another and it is simply a ques- 
tion of analyzing each case to develop 
the exposure. I am sure that all of you 
have read of court decisions where the 
responsibility of the defendant ‘just 
didn’t seem possible. The market for 
products —completed operations cover- 
age is substantial—from a ‘sales’ stand- 
point! 

“It could very well be that to some 
of you—perhaps many of you—what I 
have thus far said is ‘old stuff.’ If so, 
fine, because that means that you have 
recognized the problem and have effec- 
tively dealt with it. To others who may 
have found interest in my comments I 
would point out that there are any num- 
ber of producers who will settle for no 
less protection for their clients than 
that afforded by a broad form policy. 

“If you haven’t tried it, you might be 
surprised to learn how large a percent- 
age of your business can be converted 
by the simple expedient of a two point 
program requiring: (1) a review of your 
present business; (2) solicitation of new 
broad form accounts with the aid of 
survey forms provided by your company. 

“As to the first point,” said Mr. Hey, 
‘it is important that you protect what 
you now have, to say nothing of in- 
creasing your income by selling addi- 
tional protection. Don’t forget that you 
can automatically pick up coverage writ- 
ten through a competitor under limited 
form policies! As to the second point, 
the survey form serves the important 
purpose of analyzing the business haz- 
ards of your client, it will develop ex- 
posures which you and perhaps he also 
may not realize exist.” 


All Features Should Be Sold 


Mr. Hey advised that no less than 
the complete features of the broad form 
policy should be sold. He said that when 
they are applied, the agents may be 
sure of providing the best possible 
protection. 

In his closing remarks, Mr. Hey gave 
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Advocates Incentive 
Traffic-Safety Plan 


BY SAFETY PROMOTION FUND 








Former City Court Judge Jacob Gitel- 
man Urges Program Based on 


Accident Safety Record 





Any state desiring to do so can adopt 
the incentive traffic-safety plan. That 
is the opinion of Jacob Gitelman, a for- 
mer City Court Judge in Rochester, 
N. Y., who had wide experience in han- 
dling traffic cases. An article by Mr, 
Gitelman appeared in a recent edition 
of the New York Herald-Tribune. 

A state can adopt such a program, 
said Mr. Gitelman, “by providing a 
safety promotion fund, on based on 
population, let us say 50 cents a person, 
You will obtain your share of this fund, 
based on your population, if you earn 
it, by having no greater number of 
persons killed as the result of motor- 
vehicle accidents during the current 
year than you had as an annual average 
of the preceding three years. Any lo- 
cality that does not improve or at least 
equal its safety record, using this 
method as a basis of comparison, will 
not receive the amount that has been 
set aside. 


Many Groups Interested 


“There are groups everywhere, such as 
safety councils, insurance underwriters, 
civic clubs, parent-teacher associations 
and so forth, which have given much 
thought and study to the promotion of 
safety in their own communities. 

“Led by these groups, together with 
tax leagues and others primarily inter- 
ested in tax reduction, the public in 
general will make its demands known 
to its responsible officials. Prompted by 
such demands and assured of public co- 
operation, the safety program would re- 
ceive all the official activity it required. 
It would become good politics to see 
that there was maximum enforcement 
of the law because such enforcement 
holds accidents to a minimum.” 





APPROVE AUTO LIAB. COVER 





Indiana Recognizes Auto Death and 

Total Disability Indemnity Cover- 

ages of Zurich-American Cos. 

Indiana has approved the automobile 
death and total disability indemnity cov- 
erages written by the Zurich-American 
Insurance Companies in conjunction with 
their automobile liability policies. The 
coverages are now available in 31 states 
and the District of Columbia. 

Benefits are paid in case of death or 
total disability in an automobile accident 
(including bus, taxi, or truck) anywhere 
in the United States, its territories or 
possessions, or Canada, regardless of who 
is to blame or whether the insured is the 
driver, a passenger, or a pedestrian. 

Death indemnity coverage, which may 
be purchased alone, is available in prin- 
cipal sums ranging from $5,000 to $10,000, 
with annual premiums of $2 to $4 per 
insured; total disability coverage with 
weekly indemnity amounts ranging from 
$25 to $50 and with no time limit, costs 
$3 to $6 annually per insured. 





a brief word about medical payments 
protection. He pointed out that the suc- 
cessful operation of any business de- 
pends largely upon the good will and 


public relations between seller and 
buyer. 

“Accidents occurring upon business 
premises frequently involve  circum- 


stances under which the operator could 
not be held legally liable,” he said. “But 
injury may be serious requiring medical, 
surgical or hospital treatment. To bridge 
that ‘gap’ it is strongly recommended 
that you call your clients attention to 
medical reimbursement insurance — the 
voluntary, non-legal liability offering 
which can be obtained for accidents 
occurring on insured premises when 
sustained by members of the public. The 
cost is not great!” 
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Ins. School Announces 
16 Award Winners 


DURING PAST FALL SEMESTER 





Insurance Society of New York, Inc., 
School of Insurance Gives Names 
of Leading Students 





The School of Insurance of the In- 
surance Society of New York, Inc., has 
released the names of 16 award-winning 
students who achieved the top places in 
their respective insurance classes during 
the fall semester. Formal presentations 
will be made at the closing school year 
exercises scheduled to be held June 14. 

The prize winning students are listed 
below with the name of the donor in- 
surance organization or memorial fund 
in whose name the School of Insurance 
makes the award. 

The Surety Association of America 
prizes for leading students in bonding 
1—first place; Norman E. McPherson, 
Great American Indemnity Co., and 
Arthur I. Stukhart, Kemper Insurance 
Co., tied; third place: Edward B. Ayres, 
Chubb & Son. The Ida B. Berman Me- 
morial prize in commercial geography: 
Rufus Barringer, Chubb & Son. 

The Julian Lucas Memorial prize, es- 
tablished by Davis, Dorland & Co., in 
the fire contracts course: Robert C-. 
Biermann, broker. 


A. Duncan Reid Memorial Prizes 


The A. Duncan Reid Memorial prizes 
for the two leading students in casualty 
contracts—first place: Donald T. Kipp, 
Great American Indemnity Co., second 
place: Edwin G. Blair, General Fire & 
Casualty Co. 

The New York Mariners Club prize in 
the inland marine class—David J. Burke, 
Royal Liverpool Insurance Group. The 
Atlantic Companies (Atlantic Mutual— 
Centennial) prizes in the ocean marine 
cargo course—first place: David Wolfe, 
W. J. Roberts & Co.; second place: 
John E. Garvey, States Marine Corp.; 
third place: Richard P. Dempsey, 
American Foreign Insurance Associa- 
tion. 

The Insurance Women of New York 
prize for the leading woman student in 
the introduction to insurance and 
suretyship course: Anne D. Gilmartin, 
Fidelity & Casualty Co. of New York. 
The New York Ex-Fieldmen’s Society 
award in the fire risk—physical aspects 
course: Stephen W. Gorey, Great Amer- 
ican Insurance Co. 

The James B. Garrett Scholarship 
award in the Accident & Health course 
presented by the Accident & Health 
Club of New York: Randall C. Hall, 
Alexander & Alexander, Inc. The Loy- 
alty Insurance Group prize in this course 
was also awarded to Mr. Hall. 

The Casualty & Surety Accountants 
Association of New York prize for ac- 
counting 1: William D. Irwin, American 
Home Assurance Co., and Charles L. 
Schultz, Great American Insurance Co., 
tied for first place. 





C. R. Fischer Reappointed 
Charles R. Fischer, Iowa Insurance 
Commissioner, has been reappointed by 
Governor Leo Hoegh to his fourth 
4-year term. He was first named Com- 
missioner in 1947, served two 4-year 
terms and was then replaced by Sterling 
Alexander in 1947, He was renamed in 
1951 and is now completing this term. 





PROGRAM FOR JUNIOR SURETIES 

‘he Junior Sureties Underwriters As- 
sociation of Southern California has 
scheduled addresses for its meetings un- 
til mid-year as follows: April 4, George 
Popovich, CPA; May 2, Assistant Bond- 
ing Manager Lowell Blackburn, Hart- 
ford Accident & Indemnity Co.; June 6, 
uperior Court Judge Condee; July 7, 
Assistant Manager Robert Hecht, Fidel- 
ity & Deposit. 





National Bureau Examination 
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easing of the present restricted market 
by making placement of insurance more 
easily available through the normal com- 
pany channels. 

“(2) Continued study should be made 
for the developing of more responsive 
rating methods rewarding the careful 
driver. 

“(3) The recently introduced projec- 
tion factor in rate making should be 
carefully analyzed to determine its proper 


validity as revealed by actual develop- 
ments. 

“(4) The differentials used in develop- 
ing commercial car rates should be re- 
viewed so that differentials in line with 
current indications wil] be used in future 
revisions, 

“(5) Those miscellaneous automobile 
coverages for which the rates are estab- 
lished by relating same to the private 
and commercial automobile rates, should 
be periodically tested to adjust these 
differentials to current indications. 

“(6) A statistical survey should be 
made of the surcharge schedule for cer- 
tified risks subject to the Financial Re- 


sponsibility Laws. 

“(7) Data on the results of experience 
rate modifications in New York should 
again be assembled so that the percent- 
age of such average rate modifications 
may be ascertained and reviewed in the 
light of the basic rate level. 

“(8) The Bureau should make every 
effort to have the experience rating 
plans, now effective in most states out- 
side of New York, made mandatory in 
all such states. 

“(9) The use of schedule rating in con- 
nection with the experience and schedule 
rating plan would seem to require re- 
consideration.” 





Keep up with today’s Personal Insurance Market... 









Hall-loss” © 
and contents 


IT’S A $2.5 BILLION MARKET! 
We'll be glad to prove the sales advantages of 
our policy . . . glad to have our field man sur- 
vey your personal lines for best prospects. 
Our tested sales kit for the Homeowners Policy 
helps our agents sell it! Get your share of this 
profitable business! Remember, it’s good busi- 
ness insurance for your business! 


Contact our nearest branch 
shown at the right—and 
profit through packaging! 


*not yet available in some states 





Here’s some plain talk about our Homeowners Policy* (3 
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HOMEOWNERS * 


. COMPANY 


100 State Street, Albany 7 
* 422 Main Street, Buffalo 2 
34 16 Main Street East, Rochester 14 


= THE FASTERN = A 


W costs them le 
Policies 


w one Policy meq 
convenience 


tten for Professiong| 
© maintain 


W can be Written 
Waiting for e 





personal lines! Particularly 
when you have a packaged policy 
that's easy to handle and sell. 
Our Homeowners Policy* is just 
that—designed to give complete 
protection to most homeowners. 
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: AMERICAN SURETY 


SURETY °* 
ACCOUNTANTS LIABILITY * 


INLAND MARINE 
AVIATION 


CASUALTY °* 


16 Court Street, Brooklyn 2 
Tl John Street, New York 38 
224 Harrison Street, Syracuse 2 
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——_ g~seuwe 44 ee asny 44h NAIA, 
He has specialized in field training and 
instruction. 
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by leaps and bounds, and prosperity will 
continue.” 
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sure of 
protection. 
In his closing remarks, Mr. Hey gave 


providing the best possible 










occurring on insured premises wien 
sustained by members of the public. The 
cost is not great!” 


March 25, 


1955 











N.Y. Casualty Managers Host 


To Insurance Newspaper Men 


The Casualty Managers’ Association 
of New York City played host re- 
cently at the Bankers Club, New 


York, to representatives of the insurance 
press, and it was an enjoyable occasion. 
Peter Barr, deputy metropolitan mana- 
ger, Ocean Accident, chairman of the 
association, welcomed the guests and he 
was joined by some 35 other casualty 
branch managers in making the newspa- 
per men “at home.” In cooperative spirit 
Mr. Barr said: “We need you and you 
need us.” 

The Casualty Managers, an active or- 
ganization which was formed in the late 
1920’s by the late John S. Turn, then 
vice president of the Aetna Life Affili- 
ated Companies, gives its support to 
healthy practices in the casualty field. 
It has been a constructive force along 
William Street for many years—a trib- 
ute to Mr. Turn’s farsightedness in spon- 
soring the organization, and the suc- 
ceeding chairmen who have carried it 
forward as a virile body through the 
years. 

The association is a “meeting ground” 
for managers of competing companies 
where they gather each month to discuss 
common problems and to get to know 
each other better. At Monday’s meeting 
Frank S. Burrows, general manager in 
New York for the Providence Washing- 
ton, was welcomed into the membership. 
On the personal side, congratulations 
were extended to Robert H. Nicholls, 
secretary, Fidelity & Casualty, for his 
recent election as treasurer of the Drug 
& Chemical Club, and to Matthew S. 
Dunne, New York vice president of 
American-Associated Companies, upon 
the arrival of Maris Dunne, his eighth 
child. He now has four boys and four 
girls. 

Among the press men Edward 
newly appointed assistant editor of the 
“National Underwriter” attended and 
got his first impressions of the casualty 
business—this being one of his first in- 
surance luncheon meetings. Also attend- 
ing for the first time were Don J. 
Robertson, eastern manager of “Rough 
Notes,” and Robert Maxwell, eastern 
editor of the “Insurance Field.” 

Next meeting of the Casualty Mana- 
gers’ Association will be held April 11 
at the Drug & Chemical Club. 


Cox, 





General Fire & Casualty in 
Healthy Financial Shape 


General Fire and Casualty Co. of New 
York in its 1954 financial statement 
shows a generally improved position in 
comparison with 1953 which was one of 
its best years. Admitted assets as of 
last December 31 totaled $18,472,962 com- 
pared with $16,848,122 the year previous. 
Cash on hand and in banks amounted to 
$2,247,730 and U. S. Government bonds 
at amortized value stood at $15,326,653, 
both totals being sizably ahead of 1953. 

Net premiums written during 1954 
totaled $10,440,478, a gain of 2% over the 
1953 production. Premiums earned were 
$10,244,788 and losses incurred—$6,118,785 
for a loss ratio of 59.73. 

Surplus account was strengthened dur- 
ing the year and stood at $3,038,298 at 
the year- -end compared with $2,697,081 at 
the close of 1953. Together with $1, 000,- 
0OO capital it gave a policyholders’ sur- 
plus of $4,038,298. Net underwriting gain 
for 1954 was $1,095,486 which, with net 
investment gain of $348,203, gave net in- 
come before Federal taxes of $1,437,723 
and after taxes—$941,948. 





N. A. BURGOON, JR., PROMOTED 

Norman A, Burgoon, Jr., has won pro- 
motion in the Fidelity & Deposit and 
American Bonding from associate mana- 
ger to manager of the home office con- 
tract underwriting department. He joined 
the organization in 1935, serving as an 
underwriter prior to his promotion in 
1948 to associate manager. He is a grad- 
uate of University of Baltimore’s law 
school. 


Wolverine Co. Hosts to Its 
Agents Advisory Committee 


Wolverine Insurance Co. _ recently 
played host at the home offices in Battle 
Creek, Mich., to its agents’ advisory 
committee whose members conferred 
with company executives over a three- 
day period. The company set up this 
committee in 1946 and credits it for sev- 
eral suggestions for new coverages to 
meet specific needs. Approximately 20 
agents are called yearly into the home 
office for the conferencéds, directed by 
Harold Moore, vice president in charge 
of — sales, and his assist: int, William 
Traver. 


N. Y. Buyers Hear Macaulay 
Arthur Macaulay, Jr., partner in the 
firm of Blades & Macaulay, 


addressed a closed luncheon 


insurance 
advisers, 
meeting of the New York Chapter of 
the National Insurance Buyers Associa- 
tion, March 24, at the Hotel Martinique, 
Woes 

Mr. Macaulay spoke on the subject of 
self insurance. He has spent 19 years 
in the insurance field and is a member 
of the New York State Bar. 

















Busy, busy, busy! That office! A girl hardly 


has time to powder her nose these days, 


neither has Mr. L. . 


do I? 


PLM Homeowner's Policy has us both on the hop. 


Oh, that's a pun or something, isn't it 


HOP 


i ae 


Homeowner's Policy of PLM's, and I don't mean 


maybe. 


and the fact that a policyholder makes a double 
saving—20% lower initial cost and, 
that, PLM's 15% dividend—well, 
so popular! The soundest dollar's worth of 
insurance protection you can buy. Who says 


only we gals know a bargain! 


> What I do mean is that that new 


Homeowner's Policy. Well, whatever 


we're doing business with that new 


Considering all the hazards it covers, 


and 


Oh, I don't mean that, 


on top of 


no wonder it's 








HOW ABOUT YOU, MR. LOCAL AGENT? 
Why not get in touch with us for all the facts on the 


new PLM Homeowner’s Policy? You'll find it unusually 


liberal in the coverages it includes — and the savings 


it offers — making it exceptionally attractive to pros- 


pects. PLM has much to offer your office. Write us 


about representation. 


Pennsylvania Lumbermens 
Mutual Insurance Company 


Market Street National Bank Bldg., Philadelphia 7, Pa. 





STURDY AS THE OAK 
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MARYLAND CAS. REDEEMS STOCck 


Calls For 210,286 Shares of $2.10 Cumu. 
lative Prior Preferred Stock at 
$53.12 Per Share 

Maryland Casualty has mailed to hold. 
ers of its 210,286 shares of $2.10 cumy- 
lative prior preferred stock, notice of 
a call for redemption, according jo apn 
announcement by William T. Harper, 
chairman of the board and president. 

The redemption price is $53.12 per 
share, which includes an amount equal 
to dividends accruing from January 1, 
1955 through April 15. However, it was 
stated that the stock may now be sur- 
rendered for immediate payment of the 
full redemption price. 

Funds for redemption of the preferred 
stock were provided by the sale of an 
additional issue of 296,050 shares of the 
company’s common stock. 

The $2.10 preferred stock was issued 
by the company in 1946. Its redemption 
leaves the company with only common 
stock, of which there are 2,083,273 shares 
outstanding. 

The board of directors have declared 
a quarterly dividend of 35 cents per 
share on the common stock, including 
the new issue, payable on April 20 to 
holders of record on April 1 








NAME TWO RESIDENT V. P.s 
American Auto Appoints James J. Hen- 
nessey To Boston Branch and Carol 

P. Maas to Portland, Ore. 

At its annual meeting March 16 the 
board of directors of American Automo- 
bile elevated Branch Managers James J. 
Hennessey and Carol P. Maas to the 
positions of resident vice presidents. Mr. 
Hennessey is in charge of the company’s 
Boston branch office while Mr. Maas 
serves in a similar capacity at Portland, 
Ore. Announcement of the board’s action 
was made by President Robt. Z. Alex- 
ander. 

Mr. Hennessey started his business 
career with American Automobile’s Bos- 
ton branch in 1929 as claims investigator. 
He became claims manager and attorney 
in 1942 and was advanced to branch 
manager in 1952. He is a graduate of 
Fordham University and_ received his 
law degree from Boston University. 

Mr. Maas joined the company’s Seattle 
branch in 1946 as underwriting super- 
visor. He became underwriting manager 
there in 1948, and was transferred to the 
Portland branch in July, 1949 to become 
assistant branch manager. He was pro- 
moted to branch manager in 1951. 





STANDARD FIELD CHANGES 





Clapp, Powledge, Lynch, Hackett, Curry, 
Barnes and Mahan Affected in 
Mid-West Shifts 

Standard Accident, Detroit, and its 
affiliate, Planet, have announced a num- 
ber of appointments and changes in the 
companies’ branches follows: 

To meet expanding needs in the terti- 
tory supervised by the Dallas office, Don 
W. Clapp, formerly Chicago branch 
manager, has been appointed to the 
newly created post of resident manager 
for the Dallas area. George L. Powledge 
continues as manager of the_ Dallas 
office, under Mr. Clapp’s supervision. 

oe e Lynch, who has been manager 0! 
the bonding department at the Chicago 
branch, will succeed Mr. Cli RP as _ 


ger at that point under J. Richard: 
son, resident vice nae 
Francis A. Hackett, manager of the 


Indianapolis branch, has been reassigne! 
as casualty manager in the Chicag® 
branch. Mr. Hackett’s experience wi! 
considerably strengthen the underwril 
ing at this office. 

E. M. Curry, who has been bonding 
manager at the Indianapolis branch, 
succeeds Mr. Hackett as manager wit! 
Earl C. Barnes as assistant ae 
J. T. Mahan becomes manager th 
bonding department. 
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$50 Deductible Benefits 
Insurers and Insured 


MALMUTH, KAHN SAY IN TALK 


Point to Improved Loss Experience and 
Rate Reductions in Auto Comprehen- 
sive Policy as Result of Deductibles 





The introduction of the $50 deductible 
provision in the auto comprehensive 
policy in New York City improved the 
loss experience of insurers, enabling 
them to continue writing this compre- 
hensive coverage, according to |. Mal- 
muth, principal insurance examiner of 
the New York Insurance Department’s 
Rating Bureau. Purchasers of the de- 
ductible coverage also benefited, Mr. 
Malmuth said, in that the rates declined 
irom (7% of the full coverage rate in 
1952 to 40% in 1954. 

Mr. Malmuth was joined by his col- 
league, Associate Examiner Harry Kahn, 
in discussing risk classification systems, 
exposure bases, measures of risk, rating 
territories, premium volume and other 
rating factors as they relate to the auto 
physical damage, auto liability, and gen- 
eral liability insurance fields. Their lec- 
tures were presented as part of the cur- 
rent in-service training course for In- 
surance Department examiners. 


Auto P. D. Rating Formulas 


Mr. Malumth traced the development 
of automobile physical damage rating 
formulas, stressing their recent radical 
departure from past practices. “Instead 
of the permissible loss ratio approach,” 
the speaker stated, “the new method or 
formula may be briefly described as the 
sum of actual expenditures for losses 
and expenses (including commissions) 
plus 25% for commissions and 5% for 
profit and contingencies.” Mr. Malmuth 
pointed out that while “judgment is an 
important element in all rate-making 
activity,” the experience affecting each 
class and rating group is given due and 
careful consideration by both the indus- 
try and the supervisory authority with 
the view toward making “the sum of the 
detailed changes approximate the over- 
all indications.” 

In detailing the rating practices and 
procedures prevalent in the auto insur- 
ance field, the lectures indicated that 
rates may vary with vehicle characteris- 
tics (type, age, weight, size, etc.), na- 
ture of vehicle, use (business, pleasure, 
public transportation, trucking,  etc.), 
and the nature of the owner or operator 
(age, sex, individual or corporation, 
etc.). Special mention was made of 
rates applicable to fleets and_ special- 
purpose coverages including garage- 
owners, bus and taxi operators, and 
truckers. An interesting rating devise 
applicable to truckers was cited by Mr. 
Kahn, who noted how “long haul truck- 
ing risks may be rated on a gross re- 
ceipts basis or on a mileage basis.” 

Every effort is made to maintain an 
equitable rate structure on a current 
hasis, according to the speaker. Auto 
liability rate revisions “are usually made 
annually and filings are accompanied by 
Supporting information including de- 
tailed statistical experience by class and 
territory,” 


General Liability From Negligence 


Discussing general liability arising out 
ot negligence, Mr. Kahn traced the 
growth of this insurance field from its 
rigins with the introduction of employ- 
ers’ liability insurance in 1880, to the 
Present day. Countrywide premiums for 
general liability insurance exceeded 
$415,000,000 in 1953, with New York 
State s share exceeding $100 million. 

The rating of risks which are not 
rated by groups or classes was also dis- 
cussed. Thus, bottlers of carbonated 
drinks cannot. be grouped “because of 
the variations in hazard of individual 
risks with respect to sizes of bottles and 
contents.” However, the speaker em- 
Dhasized that the Insurance Department 
's conducting a continuous study of in- 
dividually-rated risks in an effort to ex- 
tend manual class rating over as wide 
an area as possible. 


“Pilling Shilling” Stimulates 
Group Ins. Contest of Zurich 


The group department of the Zurich- 
American Insurance Companies has is- 
sued a novel advertising circular in con- 
nection with the annual production con- 
test for its salaried sales representa- 
tives, now in progress. Made in the 
form and color of an oversized silver 
coin, the “heads” side of the circular 
features a picture of Neville Pilling, 
Zurich’s United States manager. The 
border is inscribed with the words, 
“Pilling Shilling.” 

Inside is an explanation of the “Pill- 
ing Shilling” and a short sales message 


AGENTS RECEIVE SALES AIDS 
Standard Accident, Detroit, and_ its 
affiliate, Planet, have recently mailed all 
agents of the companies an up-to-date 
reference list of advertising and_ sales 
aids. The new edition lists current ad- 
vertising and selling materials available 
to Standard and Planet agents for the 
development of business. 





to producers. It is brought out that 
“nominal prizes will be awarded, but the 
biggest reward in the contest . will 
come when the results are proudly pre- 
sented to Mr. Pilling. ...”) The “tails” 
side of the shilling features the human- 
ized svmbol of the Zurich General. 


Chiropractic Profession 
Gains Ins. Co. Recognition 


More than 550 insurance and under- 
now recognize the 
It stands as the 


writing companies 
chiropractic profession. 
nation’s second largest healing profes 
sion. A booklet listing these companies 
is being issued by the National Chiro 
practic Association, so the country’s 
25,000 doctors of chiropractic can answer 
the patient’s queries about insurance. 

Savings in time and compensation for 
sick and injured workers have been sub 
stantiated by figures released from vari- 
ous state industrial commissions. 





Can I eliminate i 
wasted time 
9 and effort? 


Can I build 
more volume 
with my 
present clients? 


With the “simpLirier” (for the sale of Fidelity and Surety Bonds) 
and the “orGAanizer” (for the sale of Fire, Casualty and Bonding 
protection), Peerless takes all the guesswork out of selling . . . leaves 
nothing to chance or memory. Peerless’ tightly organized sales build- 
ers show you where to look for prospects . . . how to swell volume by 
selling your clients complete insurance programs. Write in today for 
complete information about the “siMPLIFIER” and “ORGANIZER” and 


find out how you can produce more . .. make more with these unique 


Who are ? 







PEERLESS takes all the GUESSWORK 


out of selling 


approaches to insurance selling. 
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OPENS ATLANTA BRANCH 


General Accident Group Establishes New 
Office; Appoint Richard Anderson 


CITES PERSONNEL PROBLEMS 





Wehinger Addresses N. Y. Casualty & 








Surety Accountants Assn.; D 


R. ee 1923 

















As Manager Lack of Experienced Help C f 

The General Accident Group has an- Karl Wehinger, head of Wehinger onier ew Jersey 
nounced the opening of a branch office Service, Inc., well-known firm of New e “ 
in Atlanta, Georgia, with Richard An- York, employment specialists, was the with us Risks 
derson as manager. The new office, which gyest speaker at the March meeting of FIRE 
yng ee oo ma had gy, weal the Casualty & Surety Accountants As- CASUALTY A. W. MARSHALL & CO. tog te 2 Rg 
being established to advance further the sociation of New York. At the April AUTO One of New Jersey's Leading General Agencies Tel. REctor 2-764 
production facilities of the General Acci- meeting the scheduled speaker will be >. 744 BROAD STREET, NEWARK 2, N. J. 
reel Group in the rapidly growing Governor Meyner of New Jersey. If he 
go gr eee Se tei: should be unable to be present, he will — 
Co. of Atlanta, Johnson & Johnson, Inc. send his Commissioner of Banking & advertising of scores of hometown 


of Charleston, S. C., and Johnson, Over- 
ton & Company, Inc., of Birmingham, 
Ala., managing genera] agents of the 
Group, will continue to operate inde- 
pendently of the branch office. 

Mr. Anderson has had a long experi- 
ence in the insurance business, having 


Insurance. 

In his talk Mr. Wehinger cited the 
problems currently existing in the per- 
sonnel market in the metropolitan area 
and discussed proposed legislation in 
the present session of the New York 
legislature with respect to employment 


R. £. Brown on Advertising 


(Continued from Page 44) 


national advertising, featuring some of 
the finest art work, layout and typogra- 
phy, in the country’s most widely-read 


agents.” 

Mr. Brown declared that the impor. 
tant point of course, is that more and 
more companies, more and more state 
associations, and more and more local 
boards are starting to use the power of 
advertising to tell the story of agency 


first entered the industry in 1936 with agencies. He praised Senator McGahan magazines, millions of prospects and service, and the impact on the public i 
the United States Casualty Co. In 1940 of Queens, for his farsightedness in con- customers are being reached with the from this mass attack is just bound to 

he joined the Century Indemnity Co. as nection with employment problems. story of quality insurance be tremendous. “But please don't leave c 
special agent for New Jersey, Delaware “The problems of getting high grade “But that is not all.” said Mr. Brown. the entire job to your companies, as. D 
and part of Maryland. vehi associations and local Sociation, or local board,” he said. a 


After a period of military service in 
World War II, he returned to Century 
Indemnity, and in 1951 was transferred 
to Charlotte, N. C. In September, 1952, 
he was placed in charge of the casualty 
department of the Aetna Insurance 
Group in Atlanta, and is thus well ac- 
quainted with the territory to be serv- 
iced by the General Accident Group’s 
new branch office. 





Surety Bond Producers 


(Continued from Page 43) 


and experienced help for general office 
positions are becoming intensified,” said 
Mr. Wehinger. Among the reasons he 
stated were “the shifting of population; 
the establishment of businesses in sub- 
urban areas which enables suburbanites 
to save costly commutation, tube and/or 
subway fares; reduced luncheon, cloth- 
ing bills, New York State income taxes 
and disability law deductions. He also 
noted the ability of many workers to col- 
lect unemployment insurance benefits in- 
stead of working for their wages; point- 
ed out that salaries for comparable 
accounting work is higher in numerous 
other businesses, and cited employer un- 
willingness to use women in jobs now 


“Many state 
boards—north, south, east and west— 
have prepared, or are working on, spe- 
cial campaigns of their own. In Con- 
necticut, for example, the state associa- 
tion recently produced a complete kit of 
advertising material, including newspa- 
per advertisements, radio announce- 
ments, window posters, envelope enclo- 
sures and gummed stickers. Featuring 
the slogan, “You’re a Neighbor Not a 
Number to Your Hometown Insurance 
Agent,” the material in this kit has been 
quickly, and enthusiastically, accepted by 
Connecticut agents. 


$50,000 for Advertising 





“In the first place, as I have already 
emphasized, each individual agent—on 
his own—should have a regular, con- 
sistent program of advertising directed 
to his own present customers. Not only 
is it important to keep these customers 
sold on your agency, to let them know 
that you are grateful for their business, 
and are anxious to keep them on your 
books, but many of these customers also 
are excellent prospects for additional 
lines of insurance and need only to be 
properly developed. 


Identify Yourself With Advertising 
“In the second place, if you are to 


the firm of Martin A. Hayes & Co. filled by men. “In fact, every one of the state’s 29 get the fullest possible benefit from the 
Nashville. He and the members of his Mr. Wehinger also referred to lack of local boards has agreed to use this ad- advertising of your local board, associa- th 
committee are always available to meet systematic training and quick advance- vertising, and together they have appro- tion, or companies you must, of course, at 
with the company conference committee. ment of younger men and the demand ppriated approximately $50,000 for this identify yourself with this advertising— cc 
Advantages of Annual Meeting for greater competence and experience purpose. And supporting these 29 local let your clients and prospects know that au 
With the annual meeting approaching than actually needed. board campaigns will be the individual you are one of the agents being referred H 
Mr. Warner and his fellow officers— nd se 
including Mr. Moughon, Carl Dauksch Mr. Brown asked the agents to re- Ww! 
of Columbus, second vice president; J. member that the weakest point in the co 
H. Miller of San Francisco, third vice direct writer’s entire sales story is in Tl 

president; E. H. Cushman, general , the field of personal service—the field 
counsel, and H. Phelps Smith, Nash- in which they excel. “But if a buyer | 

ville, executive director—are anticipating NITED TATES doesn’t know the difference between a 
another successful get-together of the direct writer’s policy and one backed th 
surety bond clan. They stress the great by the services of an independent home- ea 
value of the friendships formed among town agent—if the only advertising a da 
members from different cities, particu- ( ‘ASUALTY OMPANY buyer has been exposed to is that of a th 
larly when clients bid on construction direct writer, then who can blame him vic 
work over a large area. for listening to the direct writer's price Tr 
In this connection Mr. Warner says: appeal ? : b 
“Many times we have found it possible “How you may choose to dramatize y 
to assist each other to the end that our the difference between the services ot pr 
clients are better served.” the direct writers and the services 0 an 
The semi-annual meeting of the as- your agency is for you, of course, to tin 
sociation, held at White Sulphur Springs decide,” Mr. Brown concluded. “But ! Co 


each fall on the day preceding the an- 
nual meeting of the National Association 
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FTC Again Makes Public An A.@ H. List 


The Federal Trade Commission, which 
has caused considerable resentment in 
the insurance business by reason of its 
publicity handouts made in connection 
with health and accident contracts and 
the manner in which they have been 
advertised, came out this week with an- 
other list of names of companies. This 
is the third list which FTC has _ publi- 
cised. In none of the cases have com- 
panies been offered by the Government 
an opportunity to give their version of 
the facts respecting their contracts, ad- 
vertising of them, or alleged misrepre- 


sentation of benefits. 
The attitude of the insurance industry 


toward the manner in which FTC is 
handling these situations will be found 
in an address by Claris Adams, executive 
vice president of American Life Conven- 
tion, printed on Page 3 of The Eastern 
Underwriter this week. 

Names of companies mentioned by 
FTC in this week’s list follow: Bene- 
ficial Standard Life, Los Angeles; Edu- 
cators Mutual, Lancaster, Pa.; Federal 
Life & Casualty, Battle Creek; Fireman’s 
Fund Indemnity, San Francisco, and Na- 
tional Casualty of Detroit. This brings 
to 28 the number of such companies 
against which complaints have been is- 
sued by the FTC since the Commission 
launched its broad-scale investigation in- 
to this phase of the insurance business. 


Joint Committee Reminds Public New 


FTC Complaints Not Definite Ruling 


The Joint Committee on Health Insur- 
ance made public March 21 the following 
statement regarding complaints issued by 
the Federal Trade Commission against 
advertising practices of five additional 
companies issuing accident and health 
insurance. The Joint Committee on 
Health Insurance is composed of repre- 
sentatives of seven insurance associations 
whose memberships include insurance 
companies issuing this type of insurance. 
The committee’s statement follows: 


Not A Definite Ruling 


“It is important that the public know 
that as in the case of the Commission’s 
earlier complaints, those made public to- 
day are not a definite finding or ruling 
that the advertising in question actually 
violates the provisions of the Federal 
Trade Commission Act. 

“The five complaints made public today 
by the Commission against advertising 
practices of companies issuing accident 
and health insurance arise out of a con- 
tinuing investigation which prompted the 
Commission to issue previous complaints 





Wash. Legislature Passes 
Welfare Fund Control Bill 


A bill putting union health and wel- 

fare funds under state regulation has 
been given final passage by the Wash- 
ington State Legislature and sent to 
Governor Langlie for signature. The 
measure authorizes State Insurance 
Commissioner William A. Sullivan to 
examine all funds at least once in five 
years. The Commissioner will be em- 
powered to subpoena witnesses and hold 
earings. 

Fund trustees and insurance compa- 
nies will be required to file copies of 
welfare fund insurance contracts and 
such special reports as the Commis- 
sioner may require. These contracts, in- 
cluding commission agreements, and the 
special reports will be public record. 

Declaring the bill is “the biggest step 
forward” for protection of the welfare 
funds taken to date, Commissioner Sulli- 
van said: “It has attracted national at- 
tention and T have received many re- 
quests for copies of the bill.” 

Drafted by the state unit of the AFL. 
the bill was sponsored by Representa- 
‘ves Frank Connor of Seattle and M. 
VY. Holliday of Vancouver, both Demo- 
Crats, and A. B. Comfort, Tacoma Re- 
Publican. 


against the advertising of other compa- 
nies. The investigation was begun with 
the cooperation of the insurance business 
a year ago, 


Expressed Desire to Cooperate 


“The accident and health insurance 
business through the Joint Committee on 
Health Insurance has previously stated 
its desire to have its advertising conform 
with the highest standards. It has also 
expressed its desire to cooperate with 
the Commission and with State Insurance 
Commissioners toward this end. It is 
believed that all accident and health 
insurance companies are adhering to 
advertising standards and practices in 
conformance with the advertising codes 
prepared by the business several months 
ago. 

“The complaints that have just been 
issued by the Commission are based on 
advertising used by the companies be- 
fore the advertising codes were devel- 
oped by the accident and health insur- 
ance business.” 





the code which reads: 


families above all else.’’ 


A. & H. business. 


45 JOHN STREET 
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We’re glad to call attention to the “sacred trust” 
aspect of the Code of Ethics adopted by the A. & H. pro- 
ducers organization — the International Association of 
Accident & Health Underwriters. 


“To hold the needs of our prospects and their 


Throughout the nearly 50-year career of James R. 
Garrett, Inc. we have urged our brokers and agents to 
regard as paramount the needs of their clients and pros- 
pects. That’s one of the chief reasons for the quality of 
our business and the popularity of this office in the 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 


The Friendly, Service-with-a-Smile Brokers’ Office 
NEW YORK 38, N. Y. 





R. L. SEILER NEW PRESIDENT 


Of Chicago A. & H. Association; Hough- 
land, Phelps, Sonin, Watt and 
Meade Also Elected Officers 

The Chicago Accident & Health Asso- 
ciation voted in a slate of new officers 
at its regular monthly meeting, March 
15. They are: president—Robert L. 
Seiler, Paul Revere Life; vice presidents 
—Lee Houghland, Combined, LeRoy L. 
Phelps, North American Life; John E. 
Sonin, Fireman’s Fund Indemnity; treas- 
urer—Frank Watt, Washington National; 
secretary—Marie Meade, Health & Acci- 
dent Underwriters Conference. 

Executive board—W. G. Manzelmann, 
North American Accident; James Beau- 
mont, Critchell-Miller Agency; William 
G. Burns, Bankers Life & Casualty; John 
Hoard, Mutual Benefit Health & Acci- 


dent Assn.; Ernest T. Luehr, Parker, 
Aleshire & Co.; George Mauloff, Marsh 
& McLennan, Inc.; John J. Quinn, Con- 
kling, Price & Webb; W. R. Weiler, 
Meeker- Magner Co.; Charles Woodward, 
Newhouse and Hawley, Inc.; W. C. 
Woodyard, Continental Casualty. 
Featured speaker at the same luncheon 
meeting was Alvin H. Goeser, director of 
human relations, World Insurance Co., 
Omaha. He said 80 to 90% of success is 
based on personality factors rather than 
job skills. Almost 100% of selling suc- 
cess is due to good human relations. 








CITES A. & H. RISK PRACTICES 





McKinnon Addresses Indianapolis Assn.; 
Sees Association Group Methods 
Leading to Serious Moral Risk 

Practices in the field of association 
group may be piling up the same kind of 
jumbo risks that almost broke the back 
of the A. & H. business during the 
depression, Leonard A. McKinnon, Mc- 
Kinnon & Mooney, Flint, Michigan, 
president of the International Associa- 
tion of Accident & Health Underwriters, 
recently charged before the Indianapolis 
Accident & Health Association. 

“All over the country this year, I have 
run into considerable criticism and con- 
cern over association group,” Mr. Mc- 
Kinnon reported. “I have had a number 
of instances pointed out to me of pro- 
fessional men owning as many as four 
or five association policies giving them 
monthly disability coverage in substan- 
tial excess of their earned income.” 

Under today’s high tax structure, Mr. 
McKinnon declared, disability income 
benefits even approaching, let alone ex- 
ceeding, earned income, are a_ serious 
moral risk. 





entrees rome mre 


This is Point Two of 








Sees Claim Experience 
Far Higher for Women 


UNDER MAJOR MED. EXPENSE 





Miller Addresses Eastern Spring Meet 
of Society of Actuaries; Cites Wide 
Area of Uncertainty 





Disability claim experience under ma- 
jor medical expense insurance is ex- 
pected to run materially higher for 
women than for men and several times 
higher for those at older ages than for 
those at younger ages. This is shown 
in a paper presented to the 
spring meeting of the Society of Actu- 
aries at the Commodore Hotel in New 
York City, March 24, by Morton D. 
Miller, associate actuary of the Equi- 


eastern 


table Life Assurance Society of New 
York. 
Mr. Miller presented a table of ex- 


pected claim costs under its new, lib- 
eralized major medical expense policy, 
based on the actual claim experience un- 
der its previous major medical policies 
over three years, adjusted to the more 
liberal terms of the new contract. 

The figures presented by Mr. Miller 
suggested that the claim totals will 
average three times as much at older 
ages as at younger ages, in the case 
of women, and four times as much at 
the older ages as at younger ages in 
the case of men. The claim cost is said 
to rise fairly steadily with the addition 
of years, the groups covered ranging 
from 21 to 65. 


Two-Thirds More at Younger Ages 


It is also shown that at the younger 
ages, the expected claim cost for women 
is two-thirds more than that for men. 
At the older ages, the women’s claim 
cost is expected to run only about one- 
fifth more than that for men. 

“The cost of major medical expense 
insurance is surrounded by a wide area 
of uncertainty,” Mr. Miller said. “There 
are few available statistics. In addition, 
it is hard to know how much the spread 
of coverage of this type may affect 
present medical and hospital costs, what 
inflation of cost levels there may be as 
a result of changes ineconomic condi- 
tions or how future advances in medical 
practice may influence costs.” 

Mr. Miller pointed out that the pre- 
mium rates for this coverage, beginning 
with medical expense over $500 and run- 
ning to a maximum of $7,500, have been 
computed on a margin that is expected 
to warrant policy dividends in the fu- 
ture. It is expected that these dividends, 
beginning in the fourth policy year, may 
run about 15%, but they will be deter- 
mined by actual experience. It is also 
pointed out by Mr. Miller that the policy 
is on the level premium basis, with a 
claim reserve built up out of early year 
premiums, to cover the higher claim rate 
of later years. 


Florida Court Rules on “Alive 
And Sound Health” Clause 


Florida’s Supreme Court ruled that an 
insurance company which insures a per- 
son on condition he is “alive and in 
sound health” when the policy is deliv- 
ered cannot be held liable if the “sound 
health clause” is violated. 

The high court reversed a Pasco 
County Circuit Court decision which 
awarded Corine Green a $1,000 judgment 
on a life insurance policy held on her 
daughter. The daughter was suffering 
from a heart condition at the time the 
policy was taken out and died soon after 
in a Tampa hospital. 

The Gulf Life appealed the lower 
court verdict, contending that the 
girl was chronically ill at the time 
the policy was delivered. In concurring 
with the insurance company, the high 
court said: “It is conceded by all that 
at the time the policy was issued and 
delivered the insured was not in sound 
health.” 
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B. M. Anderson Advises Against Trade 
Practices Conference With The FTC 


Close attention was given to the ad- 


vice of B. M. Anderson, vice president 
and counsel, Connecticut General Life, 
in addressing LIAMA’s accident and 


health spring conference in Chicago last 
week, in couyseling against the proposal 
for the A. & H. industry to go to the 
Federal Trade Commission via a trade 
practices conference. The industry is 
weighing the nage ee hte on this move 
closely and Mr. Anderson took pains to 
make his personz i position crystal clear. 
He viewed the trade practices conference 
idea as “an accommodation with Wash- 
ington” and possibly the first step to- 
ward Federal regulation of the A. & 
H. business. 

Mr. Anderson said at the outset that 
he was speaking “in an individual ca- 
pacity” and not as a subcommittee chair- 
man of the Joint Committee on Health 
Insurance, a post he has held for the 
past year. He maintained that “the pub- 
lic would not be well served if we sub- 
stituted Federal regulation of insurance 
for state regulation.” 


Receiving Undue Amount of Attention 


Listing three sources from which the 
insurance business is receiving an “un- 
due amount of attention,” he specified: 

(1) Study by the Federal Trade Com- 
mission of insurance advertising in acci- 
dent and health; (2) the tie-in sale of 
credit life insurance in connection with 
small loans and other transactions (Mr. 
Anderson referred to a recently issued 
report of a Senate subcommittee); and 
(3) welfare and pension funds. He said 
some of these investigations are con- 
tinuing. 

“Tf we did have Federal regulation of 
insurance,” Mr. Anderson declared, “we 
would also have state regulation to some 
considerable degree and with impossible 
conflicts.” He called this “divided re- 
sponsibility not in the best interests of 
policyholders.” 

FTC Trade Practices Conference 

In expressing his personal opinion 
against the idea of a trade practices 
conference Mr. Anderson said he appre- 


ciated “the unfortunate situation faced 
by the 23 companies which have been 
cited.” 


He listed the three main reasons given 
by industry proponents of the trade con- 
ference idea as follows: 

(1) that insurance has received a bad 
press in Washington because of several 
investigations and thus as an industry 
we should do everything in our power 
to mend our public relations fences; 
(2) if we do not agree to such a trade 
practices conference, Public Law 15 of 
1945 may be amended so as to give to 
Federal regulatory authorities further 
specific power to regulate insurance; 
and (3) this action is needed in order 
to preserve our system of state regula- 
tion.” 

He emphasized that most of those 
favoring the trade practices conference 
“are rabid supporters of state regula- 
tion.” 

The speaker then declared: “Those 
whe believe a trade practices conference 
should be entered into, do not regard 
this as an unfriendly act to state super- 
vision and do not believe they can be 
accused of helping to sell state super- 


vision of insurance down the river. I 
know that they hold to this view sin- 
cerely and they could be right. TI wish 
I could agree with them because they 
are my friends.” 

Earlier he had called consent to the 


trade practices conference in Washing- 
ton “the line of least resistence.” 


Says FTC Lacks the Power 


The speaker then said that it has been 
clearly established that the Federal 
Trade Commission “is not tackling and 
has not the power to tackle any major 
source of trouble in the accident and 
health field.” He called this “the reason 


why this movement to accommodate the 
Federal Trade Commission will not bene- 
fit policyholders.’ 

Referring to “several threats to change 
Public Law 15 of 1945 by broadening 
the field for Federal régulation,” Mr. 
Anderson said: “There is no question 
but that the Congress has the power to 
make this change.” He suggested that if 
this change comes about it will be be- 
cause the public wants it that way. 

He disagreed with statements from the 
Federal Trade Commission to the effect 
that no single state has adequate regu- 
latory laws in the advertising field and 
that the FTC has jurisdiction even 
though the company in question is quali- 
fied in every state and in the District 
of Columbia. But he said if these state- 
ments are true, “we should exert more 
effort toward the improvement in State 
regulatory statutes.” 

Mr. Anderson suggested that “bv the 
enactment of state laws, the FTC can 
be ousted of its jurisdiction.” 


Corrections Being Made on State Level 


He said he wanted to make it clear 
that “because I oppose Federal legisla- 
tion of insurance, I am condoning some 
of the practices in the accident and 
health field. What I do say is that these 
practices should be corrected on a state 


level and the fact is that right now 
they are being corrected on the state 
level.” 


many of the state 
“correc- 


As a matter of fact, 
legislatures are now considering 
tive legislation.” 

Further along, Mr. Anderson called the 
publicity which accident and health in- 
surance has received during the last few 
vears “good for the business.” He re- 
minded his listeners that this is the 
second major investigation of accident 
and health insurance, the first having 
come in 1911 and resulting in “the adop- 
tion of standard provisions for accident 
and health policies and other reforms.” 

Admitting that “in the accident and 
health field we do need some new laws,” 
Mr. Anderson stressed that “the impor- 
tant reform we need on the state level 
is more rigid enforcement of laws al- 
ready on the books.” 


Complaints “Greatly Magnified” 


He termed the complaint situation in 
the accident and health field “greatly 
magnified,” and pointed for proof to 
“actual studies made by the Commission- 
ers and by our subcommittee.” He said 
the commissioners are now in process of 
making another exhaustive study of com- 
plaints, “to disclose whether there has 
been an improvement.” 

On the subject of complaints, he said 
“Wwe know that insurance complaints and 
inquiries made to independent sources 
dropped off about 50% between the first 
quarter of 1954 and the last quarter of 
that year.” 

Mr. Anderson further explained: “The 
accident and health situation did call 
for remedial steps at the state level... 
and these steps were taken. The tie-in 
situation of credit insurance with loans 
is definitely something that must be 


handled on a state-by-state basis. There 
appears to be a desire on the part of 
some lenders to increase their profits 


through the use of credit life insurance 
and credit accident and health insurance. 
If the citizens of a particular state do 
not favor this practice or believe there 
have been abuses, effective remedies are 
certainly available at the state level. 

“The same is true in the union welfare 
field. The investigation disclosed that a 
limited number of insurance companies 
paid perhaps more commissions than 
they should and that they paid these 
commissions to persons close to union 
management. This was the extent of 
abuses disclosed so far as insurance com- 
panies are concerned, and such abuses 
can certainly be handled effectively at 
the state level.” 


ae 


Health Bill Beginning 
Of Nationalization 


McHANEY TELLS LIAMA MEET 
Cites Real Problems as That of Medical 


Care to Uninsurables and 
Indigent 

A life insurance company president 
has made a dramatic plea for concerted 
and courageous opposition to the Ad- 
ministration-sponsored health  reinsur- 
ance bill, introduced on February 2 of 
this year as House Bill 3458. 

Speaking before 150 sales executives 


attending LIAMA’s A. & H. meeting, 
March 17, in Chicago, Powell B. Mc- 


Haney, president of General American 
Life, termed this legislation “one of the 
most important problems facing our 
business today.” 

President McHaney suggested that if 
the bill can perform any service, “it can 
only do so through ultimate Govern- 
mental subsidization of excessive losses 

that will inevitably lead to Govern- 
mental regulation and finally complete 
nationalization—the very object that, in 
my judgment, the President is trying to 
avoid.” 

He said the real problem facing Amer- 
ica is not one of insurance. Instead, he 
stated his belief, “it is a problem of 
furnishing medical care and_ hospital 
care to uninsurables and the indigent— 
people who cannot by reason of their 
physical condition have insurance or 
people who by reason of their inability 
to pay cannot purchase insurance.” 

The speaker said no amount of 
soundly conceived insurance or reinsur- 
ance can solve this problem of medical 
and hospital care. 

“Let the Federal Government, if nec- 
essary,’ Mr. McHaney said, “assist as it 
has in other areas of individual need 
through Federal grants-in-aid, but let 
it not disguise this proper governmental 
role by garbing it in the protective cloak 
of insurance or reinsurance.” 


Industry Failed in ’30’s 


Taking a view of the present Social 
Security picture, Mr. McHaney de- 
clared: “Our industry did the expedient 
thing when it failed back in the ’30’s to 
take a forceful and forthright stand 
against the Social Security program. 


When that program was first launched 
less than 20 years ago, it was sold to 
the American public not as a program 
of insurance, but as a means of Govern. 
ment providing a minimum income to 
prevent destitution in old age. Benefits 
were based on the minimum needs of 
individuals to survive and they bore no 
relationship to taxes paid for such pur- 
poses. Today, however, the S.S. pro- 
gram has been extended until NOW it is 
continuously referred to as an insur ance 
program which it has become. 

He pointed to the fact that the life 
insurance and survivorship benefits af- 
forded by S.S. today total more than all 
of the life insurance in force in all of 
the private companies in America. 

“Sometimes I wonder why the rep- 
resentatives of this business of ours, a 
business that depends upon personal ini- 
tiative, personal ambition and_ personal 
effort, were so passive during this pe- 
riod of great import ince in the history 
of our country,” the speaker continued, 
“Was it because we believed that a com. 
prehensive program socialistic in nature 
was inevitable and that our opposition 
would only serve to invite condemnation 
of our industry? Or was it because we 
feared retaliation through greater and 
more severe taxes, taxes that would be 
paid by our millions of policyholders? 
Perhaps both of these reasons played 
their part, but I do not believe that 
either justified our doing the ‘expedient 
thing.’ ” 

Mr. McHaney emphasized that the 
time has arrived for the insurance indus- 
try to stand up and be counted. “The 
truth is that as businessmen we have 
not displayed the consistent courage of 
our own industry,” he said. 

Role of Private Carriers 

Considering whether private carriers 
are meeting the health insurance needs 
of the American people, Mr. McHaney 
commented: “In the last 25 years, the 
number of Americans who carry _ hos- 
pitalization coverage has multiplied 17 
times. Today . . . 103 million people have 
hospitalization insurance, 88,000,000 are 
insured for surgical benefits and 47 mil- 
lion have medical expense protection. 
Of course, there is still great room for 
improvement, but the rapid growth of 
private medical expense insurance is 
without precedent in the entire insur- 
ance business. .. .” 

Talking of A. & H. growth, 

(Continued on Page 53) 
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A. & H. Panel on “Sales Ideas 


With Dollar Value” Clicked 

One of the features of LIAMA’s acci- 
dent and health meeting in Chicago last 
week was the panel, moderated by Rex 
Anderson, A. & S. sales manager, New 
York Life, featuring a “Parade of Sales 
Ideas with Dollar Value.” Discussion was 
lively as the judges who “passed on” 
each idea joined with the audience in 
weighing their merits. These judges 
were Fred R. Hennig, vice president, 
Loyal Protective Life; Norman T. Car- 
son, vice president, Security Mutual Life, 
New York; J. E. Rawles, second vice 
president, Lincoln National Life, and 
Glenn O. Mulvey, assistant superintend- 
ent of agencies, State Mutual Life. 

As each idea was presented by Moder- 
ator Anderson, members of the panel 
were asked to pl: ice a dollar vi alue on it. 
Amounts graded down from “perfection 
or the $25 dollar idea.” All ideas had 
been submitted by member companies. 

Ideas considered ranged from a “Vaca- 
tion Bound?” poster for agent motiva- 
tion to actual sales approaches. 

Two sales approaches shown were: 
(1) A note for the milkman, “No milk 
today; Daddy is still sick. He will try to 
pay you next week” and “My Life In- 
surance provides me with all the cover- 
age I need. I don’t need accident and 
health insurance. 

Ideas for the panel were submitted 
from Washingon National, United States 
Life, New York Life, Berkshire Life, 
Prudential, Occidental, Lincoln National, 
Union Mutual, Atlantic Life, Monarch 
of Massachusetts and Continental As- 
surance. 


Hartshorn New Chairman of 


LIAMA’s A. & H. Committee 

Wilbur W. Hartshorn, superintendent 
of agencies for the Metropolitan Life, 
has been elected chairman of the A. & 
H. committee of the Life Insurance 
Agency Management Association, suc- 
ceeding Harry J. Shaffer, vice president, 
Acacia Mytual. Mr. Hartshorn was 
elected at the closing session March 16 
of LIAMA’s spring conference in Chi- 
cago, attended by some 150 sales execu- 
tives of member companies. 

Four new members of LIAMA’s acci- 
dent and health committee elected last 
week are W. G. Alpaugh, Jr., vice presi- 
dent of Inter-Ocean; Arnold Berg, 
agency vice president of Indianapolis 
Life; Clarence J. Skelton, senior vice 
president of Republic National; and Ru- 
fus E. Fort, Jr., vice president of Na- 
tional Life & Aactlont Nashville, Tenn. 


Retiring after three years of service 
on this committee are Mr. Shaffer, E. J. 
Faulkner, president, Woodman Accident 
& Life; Frank L. Barnes, first vice presi- 
dent, Ohio State Life, and Ralph R 
Lounsbury, president, Bankers National 
Life, Montelair, N. | 

A graduate of Princeton, Mr. Hart- 
shorn joined the Metropolitan Lijec in 
1923 as agent in Dorchester, Mass. He 
rose through several field managerial 
posts and in 1944 was appointed s: iper- 
intendent of agencies. He is present ly in 
charge of the Great Lakes territory for 
his company. 
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Cody Sees Answer to 
Broad Coverage Problem 


IN COMPREHENSIVE MAJOR MED. 





Addresses American Gas Assn.; Advises 
Management Blue Cross-Blue Shield 
Program Is Outmoded 





Declaring that the traditional group 
insurance and Blue Cross-Blue Shield 
program ought to be overhauled if there 
is to be a proper solution to the prob- 
lem facing industrial management in 
providing broad and efficient insurance 
plans for the maximum possible number 
of people, Donald D. Cody, group ac- 
tuary, New York Life, told those at- 
tending the first annual spring confer- 
ence of the American Gas Association 
at the Netherlands Plaza Hotel, Cincin- 
nati, March 21, that the possible answer 
lies in a “comprehensive major medical 
plan with no underlying traditional cov- 
erage.” He pointed out that this plan 
would exclude the small and frequent 
claim; incorporates coinsurance so that 
the employe is interested in every dollar 
of claim; covers all types of hospital, 
surgical, medical, nursing, ambulance, 
medicine, and appliance charges, regard- 
less of whether hospitalization occurs. 


Duplication Is Excluded 


“It provides a maximum of $5,000 or 
$10,000 toward catastrophic claims, and 
duplication is excluded,” declared Mr. 
Cody. He indicated the following as a 
typical design: 

“Eighty per cent of all medical care 
charges in excess of the sum of $50 and 
the “basic benefits deductible” for each 
illness. 

The “basic benefits deductible’ equals 
any payments made or the cash value 
of any services rendered under any 
group or group remittance program pro- 
vided by any employer. 

Maximum payment: $5,000 or $10,000 
for each illness or related illnesses. 

Maternity benefits: 80% of all mater- 
nity and obstetrical charges to a maxi- 
mum of $200 except for complicated 
pregnancies where the normal benefits 
apply, and children are covered from 
birth. ‘ 

The speaker emphasized that the idea 
permits of considerable variation, but 
he said it is equally effective from both 
funding and social standpoints as long 
as the essential characteristics are re- 
tained. He continued: “One desirable 
variation, for instance, is the grading of 
the deductible from $50 for lower paid 
people to perhaps $200 for the highest 
paid, since costs of major medical cov- 
erage increase very rapidly with income 
level, as you all know. Another varia- 
tion is to require no out-of-pocket de- 
ductible for hospital charges, but this in 
my opinion is not consistent with prin- 
ciples already stated.” 

As to the cost of such a program, Mr. 
Cody stated that this depends upon the 
distribution of ages and salaries, on per- 
centage of females, on the particular lo- 
cation, and on other less important fac- 
tors. 

Problem With Coverage 


Mr. Cody then observed that the prob- 

lems with the acceptance of this new 
coverage are as follows: (a) the em- 
ploye, trained to the reimbursement of 
small claims and unaware of the likeli- 
hood of medical catastrophe, is initially 
unappreciative; (b) hospital admission 
plans will not operate with their present 
tacility; (c) the medical profession must 
exercise self-discipline in the face of 
a amounts of insurance money avail- 
able, 
With respect to the last item men- 
tioned by Mr. Cody, he said that most 
policies are written to provide for rea- 
sonable charges for necessary services 
and medical society grievance commit- 
- have exhibited a cooperative atti- 
ude, 

“The medical profession, from the 
American Medical Association to county 
medical societies,” said Mr. Cody, “is 
tully aware that such health insurance 
Programs must be encouraged and that 


(Continued on Page 54) 


McHaney on Health Bill 


(Continued from Page 52) 


clared: “Any business recording such 
dynamic expansion in so short a time 
(most of this growth in the last 10 
years) cannot be charged with being 
unable to meet the insurance needs of 
people... .” He continued: 

“It is said by proponents of this legis- 
lation that there are certain groups of 
people not covered ... such as those 
in the rural areas and that these people 
should be covered because they are in- 
surable and they have sufficient money 
to pay a proper premium. To that there 
are at least two answers: 

“1. If there is a lack of coverage in 
the rural areas today, it is due more to 
a shortage of hospitalization and medi- 
cal personnel and facilities than to the 
lack of insurance coverage. .. . 

“2. If such a problem exists in rural 
areas, the remedy by the proposed bill 


will be ineffective. I quote E. J. Faulk- 
ner, who said: ‘... Reinsurance can dis- 
tribute risks among insurers just as in- 
surance distributes them among policy- 
holders, but no matter how far this dis- 
tribution is carried, it must be sound 
to succeed. Reinsurance does not in- 
crease the ability of the insurer to sell 
protection to the unwilling buyer. Re- 


insurance does not reduce the cost of in- 
surance. Reinsurance does not make 
insurance available to any class of risk 
or geographic area not now within the 
capabilities of voluntary insurers to 
reach.’ 

“I wish it were possible to provide 
insurance for all of our people with 
rates within the reach of all of them,” 
said the speaker. “But obviously that 
cannot be done. There are some people 
who cannot afford adequate medical 
care under today’s conditions. Why call 
upon insurance companies to provide 
such care unless they can do it in a 
way that is consistent with the prin- 
ciples of sound insurance operation? 
Obviously, insurance companies cannot 
furnish such care under the principles 
of sound operation and equally obvious 
is the fact that poverty is the problem 
of society as a whole.” 

Speaking of the future of the indus- 
try, Mr. McHaney said: “Under these 
conditions what should be the position 
of our industry—what courses should we 
chart? Should we resort to expediency 
out of deference to the President’s mo- 
tives? Shall we remain passive through 
fear of retaliation? Shall we throttle 
our conscientious beliefs as to what is 
best for our nation on the theory that 
some sort of legislation is inevitable and 
that this is the least threatening that 
can be obtained ? 

“Or shall we speak our minds with 
courage, with conviction and in the best 
tradition of good citizenship? To me 
there can only be one answer!” 



































There are no empty desks here — no unfilled jobs waiting 
for new employees. But surprisingly enough, there is still 
plenty of room here for people who like the insurance 
business, and enjoy accomplishment. And somewhere — 
maybe where you’re sitting now — there’s an insurance 
executive (of either sex) who’s looking for new worlds to 
conquer — who likes the business, knows his stuff, and 
wants to spread his wings. We’d like to have him on our 
team. We’d be willing to buy a new desk to make room for 
him. We’re an Accident and Health Company in the North- 
east, and on the move. We’ve been growing for nearly fifty 
years, and we’re still growing. Over and over again, we’ve 
seen our sales records made and broken, in every state 


where we do business. 


If you feel that we should know each other better, 
write, in confidence, to The Eastern Underwriter, Box 2285, 
93-99 Nassau Street, New York 38, N. Y. 


(Our employees know of this advertisement) 





Cites Value of Major 
Med.-Basic Integration 


WITH LOW DEDUCTIBLE FEATURE 





J. P. Hanna Sees Success of Voluntary 
Insurance Up to Ability of Com- 
panies and Employers 
“Major medical expense insurance con- 
tains the seed of an idea that may give 
new direction to health care insurance,” 
according to John P. Hanna, 
ing director of the Health & Accident 
Underwriters “The 

Budgeting.” 

He says this in an article in the cur- 
rent issue of American Economic Secur- 
ity, a bi-monthly review published by the 
Chamber of Commerce of the United 
States. 

He points out the activities of several 
companies who integrate basic and maior 
medical coverage with the accent on a 
low budgetable deductible may be the 
most significant development since the 
introduction of major medical itself. 

“The speed and _ effectiveness with 
which insurance companies and employ- 
ers can streamline and simplify the 
whole health insurance package will have 
much to do with the continued suc- 
cess of the voluntary health insurance 
movement. 


Need for Cooperation 


“To make major medical expense in- 
surance successful, insurers must have 
the cooperation of the providers of health 
care, labor, management and government 

“People want a reliable forecast of 
yearly out-of pocket expense. They also 
want one policy for all health contin- 
gencies and a policy that will not go out 
of date quickly. 

“Major medical expense insurance as 
it stands today is partially or completely 
meeting many of these aspirations. The 
future pattern of insuring against health 
care costs will be strongly influenced by 
two factors: The continued success of 
the major medical principle and the ex- 
tension and integration of such major 
medical concepts as budgeting.” 


manag- 


Conference. idea: 


TO ADDRESS INTERNATIONAL 


Travis T. Wallace and Lester G. Schriver 
to Speak at June 12-15 Meeting 
at San Antonio 

Travis T. Wallace and Lester C. 
Schriver have been announced as addi- 
tional speakers on the June 12-15 con- 
vention of the International Association 
of Accident & Health Underwriters in 
San Antonio, Texas. 

Travis Wallace, president of the Great 
American Reserve, Dallas, is widely 
known throughout the business for his 
speaking engagements as well as for his 
activities at an institutional level. He 
has been serving as president of the 
Institute of Insurance Marketing at 
Southern Methodist. : 

Lester Schriver, managing director of 
the National Association of Life Under- 
writers, is one of the outstanding orators 
of the insurance business today. 

A minister for 10 years, he en- 
tered the life insurance business with 
Aetna as an agent 30 years ago and 
served both as general agent and divi- 
sional superintendent of agencies for the 
company. He is a past president of 
NALU and the winner of two “Four 
Freedoms” awards. 

The San Antonio convention, the silver 
anniversary of the International, is 
under the direction of O. D. Harlan, San 
Antonio. The entire agenda will feature 
approximately 12 speakers. Previously 
announced by O. D. Harlan for the pro- 
gram have been Micou Browne, vice 
president in charge of agencies for Occi- 
dental of North Carolina; Louie Throg- 
morton, vice president of Republic Na- 
tional, Dallas; E. H. O’Connor, managing 
director, Insurance Economics Society, 
Chicago; and S. E. McCreless, president 
of the American Hospital and Life In- 
surance Company, San Antonio. 
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FTC Hears American 
Life & Accident Case 


ST. LOUIS COMPANY HOLDS FIRM 


Professional Ins. Co. also Denies Charges; 
FTC Agrees to Southern National 
Ins. Co. Consent Judgment 


Two days of hearings before Federal 
Trade Commission hearing, Examiner J. 

Earl Cox on the FTC complaint against 
American Life & Accident of St. Louis, 
wound up with the company apparently 
scoring important victories in this pre- 
liminary stage of proceedings. The FTC 
alleges false and misleading advertising 
of A. & H. policies. 

The sessions saw FTC counsel begin 
with the presentation of their case. FTC 
Counsel Robert R. Sills produced “public 
opinion” witnesses in an apparent effort 
to show that the company’s advertising 
could be misleading to members of the 
public. American Life & Accident Coun- 
sel A. Alvis Layne on cross examination, 
managed to secure statements from the 
witnesses that they would not buy poli- 
cies solely on the basis of a single piece 
of advertising. 

Out-of-State Operations 
that 


Mr. Sills also tried to establish 
the company does a large share of its 
business outside of Missouri the sole 
state in which it is licensed. Company 
President and Treasurer S. B. Hunt, 
past president of the Association of In- 
surance Advertisers, could not remember 
how many policies were sold outside the 
state and would not hazard any guess 
beyond admitting “more than one.” 

FTC counsel, in another line of attack, 
delved into how and why the company 
cancels or refuses to renew policies, but 
Mr. Hunt was vague on this line of 
questioning also. 

American L. & A.’s counsel, on the 
other hand, established in cross-exam- 
ination that the company never sends a 
single piece of advertising to a prospec- 
ive policyholder and that therefore 
prospects are not to be considered mis- 
led by any single statement on any in- 
dividual mailing piece which the FTC 
counsel might consider ambiguous. 

Mr. Layne also used his cross-exam- 
ination of Mr. Hunt to develop that 
Missouri conducts complete examina- 
tions of the company every two years, 
including a probe of the claim files. It 
was also established that the American 
has filed an affidavit with the Missouri 
Insurance C ommissioner r authorizing him 
to accept service in any suit in any 
state, and that the company does defend 
such suits, 

Mr. Sills, on re-direct examination, 
drew from Mr. Hunt the admission that 
all suits outside Missouri had been with 
respect to claims, and that none had in- 
volved advertising. No date has been set 
for a resumption of the hearings. 


Professional Denies FTC Charges 


Professional Insurance Corp. of Jack- 
sonville, Fla. has also denied ETC 
charges that ‘the company’s advertising 
of health and accident insurance policies 
is false or misleading and has ch: illenged 
the Commission’s jurisdiction in issuing 
such a complaint. 

after asking that no action be taken 
on the merits of the case until the juris- 
dictional ‘question has been settled, the 
firm denied that it does any but a 
“wholly inconsequential” policy renewal 
business in states where it is not li- 
censed. It denies that these renewals 
are numerous enough to constitute trade 
in “commerce” as defined in the Fed- 
eral Trade Commission Act. 

The firm’s answer to the FTC allega- 
tions also denies making insurance sales 
by mail. Instead, the answer claims all 
sales are made by agents who contact 
prospective buyers and “explain the 
policy’s limitations, waiting periods and 
benefits. .” The sole purpose of the 
firm’s adv ertising, the answer says, is to 
invite enough interest.on the part of a 
prospective buyer to request a fuller 


Ask for S. C. Committee 
To Probe A. & H. Practices 


A concurrent resolution was _ intro- 
duced in the South Carolina House of 
Representatives by Representative Hor- 
ace C. Smith of Spartanburg County 
calling for the appointment of a six- 
member committee to investigate the 
policy provisions, cancellation and sell- 
ing procedures and rates and settlement 
practices of insurance g¢ompanies writ- 
ing hospital insurance in the state. 


The six-man committee would be com- 
posed of three House and three Senate 
members, who would receive per deim 
and mileage while conducting the probe, 
and would report to the next session of 
the Assembly. 





Set Dates for Mutual of 
Omaha Regional Meetings 


Dates and locations of the five annual 
Mutual of Omaha_ regional general 
agents meetings have been set for April, 
May and June. The first meeting is 
April 18-20 at the Piedmont Hotel in 
Atlanta, Ga., for southern regional gen- 
eral agents. 

The other meetings are scheduled as 
follows: May 8-11: eastern regional 
meeting, Sedge Field Inn, Greensboro, 
N.C.; May 18-20: Great Lakes regional 
meeting, French Lick Hotel, French 
Lick, Ind.; June 13-15: western regional 
meeting, Biltmore Hotel, Santa Barbara, 
Cal.; June 28-30: midwest regional meet- 
ing, ‘Vacation V illage, Lake Okoboji, Ia. 





explanation of the policy benefits from 
one of the firm’s agents. 

Also challenged by Professional Insur- 
ance Co. were those portions of its ad- 
vertising quoted in the commission’s 
complaint. These, the answer declares, 
were taken out of context and the mean- 
ing consequently distorted. 

The answer further insists that inter- 
pretations given by the FTC to the 
quoted advertising seek to read into it 
“strained and unrealistic meanings 
which cannot be justified in a fair and 
impartial consideration of the quoted 
words.” 

Here again the company emphasizes 
that its insurance advertising is fol- 
lowed by a fuller explanation of the 
policy’s details before a prospect would 
be “permitted to become a policyholder.” 

The answer further asks that if the 
Professional’s motion to dismiss the 
complaint for lack of FTC jurisdiction 
is not granted by the hearing examiner 
or the commission that respondents be 
priviliged to appeal the question to the 
Circuit Court of Apnveals before the 
hearing examiner holds hearings on the 
merits of the case. Also requested by 
the respondents was a 30 to 60-day ex- 
tension of time in which to present evi- 
dence. 

Approves Consent Judgment 


Federal Trade Commission Hearing 
Examiner J. Earl Cox has approved a 
consent judgment under which Southern 
National of Little Rock becomes the 
second insurance company to agree to 
stop utilizing the health and accident 
insurance advertising practices which 
were the target of the complaints. Com- 
mercial Travelers of Salt Lake City was 
the first to enter into such an agree- 
ment. 

The Southern National consent order 
still must receive final approval by the 
commission, but this is expected to be a 
mere formality. Under the order, the 
insurance company, while not admitting 
the violations charged by the complaint, 
accepts FTC jurisdiction and agrees not 
to say in its advertising that its policies 
can be continued in effect indefinitely 
since, according to the FTC, they can 
be canceled at any time. In addition, the 
company agrees not to say or imply that 
its policies pay doctor bills on all kinds 
of sicknesses or accidents or that it will 
pay benefits for illnesses traceable to a 
“pre-existing” condition. 


J. R. McWilliams Talk 


(Continued from Page 45) 


fication plan for private passenger cars 
which was adopted in 1953 proved to be 
basically sound in operation. When it 
was first adopted the National Bureau 
made it known that if practical expe- 
rience demonstrated that it could be im- 
proved, changes would be made. As of 
last February 16, the National Bureau 
announced revisions of the plan so as to 
do an even better job in measuring ma- 
terial differences between various cate- 
gories of risks. 

“The private passenger classification 
plan was recently revised in 39 states 
and the District of Columbia, and the 
revision resulted in rate reductions 
ranging from 9% to 32%, depending 
upon car classification, for those private 
passenger car owners who took out or 
renewed their policies on or after the 
effective date. 

“Tt is estimated that about one-fourth 
of the private passenger cars insured by 
bureau companies in the aggregate in 
the states where this classification plan 
was revised will be affected by the 
changes and will become eligible for the 
lower rates. The changes did not result 
in any rate increases. This should be 
good news after so many rounds of in- 
creases.” 


Reductions for “Under 25” Women 


Explaining the reasoning behind the 
bureau’s decision to reduce private pas- 
senger rates for women drivers under 25 
the speaker said: “The revised classifica- 
tion plan recognizes that the family car 
is a less hazardous risk when the youth- 
ful drivers are young women rather than 
young men of the family. Primarily this 
is a matter of reduced exposure. Young 
women usually have the use of cars less 
frequently than the young men, particu- 
larly during the very hazardous evening 
hours; and generally speaking the young 
women are more frequently accompanied 
by responsible older people. 

“The price that we must charge each 
policyholder is determined by the under- 
writing results. The plan will fail to 
fulfill its purpose if risks are not prop- 
erly classified. Agents and underwriters 
working together to achieve an average 
group of risks properly classified con- 
tribute much to meet th competitive 
problem.” 

As to the 10% rate credit which “under 
25” operators will now receive who have 
successfully completed driver training 
courses in recognized secondary school, 
college or universities, Mr. McWilliams 
explained: 

‘Tt is felt that recognizing the suc- 
cessful completion of an adequate course 
by granting a credit applicable to auto- 
mobile liability insurance rates would 
have a notable psychological effect. It 
will go a long way toward stimulating 
the extension of this program toa larger 
number of schools and in improving the 
teaching standards. The goal, of course, 
is to further this educational effort in 
the hope that it will improve the driving 
record of operators under 25 years of 
age as a group. 

“Another important change, which will, 
of course, help with the competitive prob- 
lem, was the recent change which re- 
duced the 1B rate level to the 1A rate 
level in the small city and rural terri- 
tories. When class 1B was first estab- 
lished it was realized that the additional 
hazard of driving short distances to or 
from work was not so great in small 
cities and rural areas as it was in large 
urban areas. The rates for this class in 
territories which are primarily small city 
and rural were limited to $3 above the 
class 1A rate. As of February 16, the 
rates for class 1B in the small city and 
rural territories were reduced to the 1A 
level. We will continue to collect sta- 
tistics for class 1B, and in the interim 
we will hope that our judgement will be 
supported by the underwriting results.” 


Not Opposed To Merit Rating 
Speaking to the point on merit rating 
as a possible help with the competitive 


problem, Mr. McWilliams said: “During 
the past 20 years a number of merit 


Continental Now Offers. 
$5,000 Cancer Benefits 


FOR GROUPS OF 100 OR MORE 


Available as Rider to Group A. & 
Plans for First Time; Also Has 
New Dread Disease Rider 


Continental Casualty now has on the 
market and for the first time, cancer 
benefits up to $5,000 by rider to A. & H. 
group insurance plans covering 100 or 
more employes and to be sold through 
the company’s general group division jy 
all states except Maryland. 

Details regarding the new coverage, 
long desired by insureds, are given jy 
the February-March “Continental News,” 
monthly house organ of Continental, 
Along with the cancer benefits is an- 
other new rider to group policies em- 
bracing ten dread diseases. These bene- 
fits (up to $5,000) may be sold with any 
basic general group plan. 

The cancer rider, Continental explains, 
will cover for the disease when cancer 
is first diagnosed while the insurance 
is in force. Expenses taken care of will 
be those incurred within two years oj 
the first ‘treatment, beginning with diag- 
nosis. They are payable in lieu of bene- 
fits that would otherwise be paid under 
the base plan. 

Employe’s monthly premium for the 
cancer benefits will be 55 cents. The 
family rate for employe and eligible de- 
pendents will be $1.17 per month. It is 
emphasized that at the present time the 
benefits are available only to groups oj 
100 or more employes. They include 
hospital room and board, necessary serv- 
ices; physicians’, surgical and nurses’ 
fees. 

Under the new dread disease rider 
expenses which are incurred within two 
months after the first symptoms appear 
are covered. Such expenses are payable 
in lieu of benefits that would otherwise 
be paid under the base plan for such dis- 
ease. 

Employe’s monthly premium is li) 
cents while the family rate (employe 
and his dependents) is 30 cents monthly 

Dread diseases covered for $5,000 ag- 
gregate include polio, scarlet fever, 
diphtheria, spinal meningitis, encepha 
litis, rabies, tetanus, tularemia, typhoul 
or leukemia, symptoms of which first 
appear while the insurance is in force. 

Benefits provide for hospital room an! 
board; physician’s, surgical and nurses 
fees; rental of iron lung, and transpor- 
tation to hospital qualified to handle the 
specific disease. 





rating plans were adopted but, in most 
instances, they were found wanting. _ 

“The member companies of the Na 
tional Bureau are not opposed to merit 
rating in principle and have recorde! 
themselves as favoring the introduction 
of merit rating provided that a sound 
and workable plan could be developed. 
It is just*a plain case of ‘money. We 
must collect enough dollars in the form 
of premium to pay the total losses and 
loss expense not to mention the add 
tional administrative expense. In today’s 
era of severe competition, it is illogical 
to suggest that rate levels be incre: sei 
solely for the purpose of providing merit 
rating awards. It is not believed that 
the introduction of a merit rating plan 
will have any noticeable effect on the 
number of accidents. Nevertheless, we 
continue to study this problem, to see 
whether we can devise some plan which 
will be sound, economical, and will not 
throw the entire rate structure out ° 
balance.” 


Cody on Major Medical 


(Continued from Page 53) 





doctors must charge normal fees to peo 
ple so insured, if health insurance and 
medicine are to remain in the field of 
private enterprise. I personally have ™ 
doubt of the full cooperation of the 
medical profession and may say that the 
experience of New York Life on major 
medical coverage has been very satis 
factory.” 


\\ 




















25, 1955 





Ters 
Nefits 


MORE 
A. & H. 


as 
er 


S on the 
>, Cancer 
A. &H 
x 100 or 
through 
Vision jn 


OV erage, 
given in 
il News,” 
itinental, 
S is an- 
‘les em- 
se bene- 
vith any 


explains, 
1 cancer 
surance 
> of will 
years of 
th diag- 
of bene- 
d under 


for the 
ts. The 
ible de- 
h: Gt is 
ime the 
‘oups of 
include 
ry sery- 
nurses’ 


e rider 
hin two 
appear 
payable 
herwise 
ich dis- 


is ll 
mploye 
ionthly 
000 ag- 

fever, 
acepha 
typhoid 
-h first 
1 force. 
om anil 
nurses’ 
wnspor- 
dle the 


n most 
ng. 

1e Na- 
) merit 
corded 
luction 
sound 
eloped. 
y.’ We 
e form 
es and 
- addi- 
today’s 
logical 
rease( 
, merit 
d that 
go plan 
yn the 
ss, we 
to: see 
which 
ill not 
out ol 


| 


O peo- 
e and 
eld of 
ive no 

the 
at the 
major 
satis- 





March 25, 1955 





Page 55 





























The Case of the = a0 
HANGING HOUSEWIFE j\\ 
































salen 5 
Solved by Accident insurance 


An ambitious housewife was hanging clothes on a pulley line from her apartment. 
She leaned out too far, and went on a short ride with her laundry. The trip ended 
abruptly and violently when the rope broke. (Claim payment—over $1,000) 


Odd accidents occur every day of the week, but they’re never very amusing to the 
person involved . . . especially when there is no insurance to help pay medical bills 
and safeguard the income and savings of the wage earner. That’s why it’s so important 
for you to use Accident Insurance as the keystone of every insurance program. 

Your nearest Travelers manager will be happy to help you get started on your own 
Accident campaign, with full details of Travelers modern Accident policies. Ask him 
about Travelers Hospitalization Insurance too. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 
































Annual Financial Statement 


December 31, 1954 


ADMITTED ASSETS 

















Cash on Hand and in Banks ‘a $ 2,247,736.69 
U. S. Government Bonds or Equivalents wes we  15,326,653.31* 
Accrued Interest ..... i 73,615.06 
Premiums in Course of Collection (Under 90 Days)................ 824,013.38 
Other Admitted Assets = sahees Z 944.22 








NOD « siicnsinsaiticntiiasinegniesninsnniansrensiiksiicictitichannnspaninieimenaeitin Te 





LIABILITIES 





Reserve for Losses and Loss Expense.............ssscsssssseesssseeeseres $10,829,099.45 
Reserve for Unearned Premium ..................000.000 siciibnes 2,512,734.39 
Reserve for All Other Liabilities...................cccsssesesescesssecseneeeeesees 1,092,830.42 











I wrrrccnceninneneneecensintian si .. $1,000,000.00 
ee 
Surplus to Policyholder..................sscssssssesssessereseeeaes 4,038,298.40 








NE io cictinricuntandesinnestinsinitnnncbeintiinbnttagiitnalintbichsincitiesiiiienassnnevsiatvdlins: Wa ae 





*Amortized value of bonds. 


Bonds carried at $435,256.33 in the above statement are deposited as required by law. 


HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 





BRANCH OFFICES 


CHICAGO NEWARK MINNEAPOLIS 
309 W. Jackson Blvd. Raymond Commerce Bldg. 127 First Avenue N.E. 
Chicago 6, Il. Newark 2, N. J. Minneapolis 13, Minn. 
PITTSBURGH PHILADELPHIA 
601 W. Gen. Robinson St. Public Ledger Bldg. 
Pittsburgh 12, Pa. Philadelphia 6, Pa. 


INSURANCE WRITTEN THROUGH AGENTS AND BROKERS ONLY 
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